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Public Relations in 
Spotlight at NAIA’s 
58th Annual Meet 


First Two Days 3 Devoted to Sales 
Opportunities and Educating 
Agents on New, Revised Forms 


ELECT NEUMANN PRESIDENT 


Slawsby Urges 3 Dwelling Form 
Uniformity to Halt Battle Likely 
to Rage Between Cos. 


By Epwin N. Eacer 


Chicago, Oct. 6—Joseph A. Neumann 
was elected NAIA president and Ken- 
neth Ross as vice president at today’s 
closing session here. Two members of 
the executive committee were elected by 
the board of directors—R. E. Battles, 
Los Angeles, three-year term, and D. R. 
McKown, Oklahoma City, one year, to 
fill Mr. Ross’ unexpired term. NAIA’s 
board also voted today to create a spe- 
cial committee on public relations. 


Chicago, Oct. 5—For the first two days 
of this 58th annual convention of the 
National Association of Insurance 
Agents at the Conrad Hilton Hotel here, 
emphasis has been upon sales opportuni- 
ties and educating agents on new and 
revised insurance forms. This emphasis 
will continue through the morning of the 
final day, Wednesday, with an important 
program on the future of the casualty 
business and on broad form liability cov- 
erage. These sales sessions have each 
drawn well over 1,000 men and women 
who have displayed keen interest in the 
expert explanations of policies. 

Early meetings of the national board 
of state directors have been relatively 
quiet with few current problems of the 
insurance industry leading to spirited de- 
bate. This may not hold true in the final 
meeting of the directors scheduled for 
Wednesd: ay morning 

Public relations and edue: ation are two 
media for improving the position of the 
local producer in the current competitive 
struggle with non-agency insurers or 
those paying low rates of commissions. 
Hence the importance which the Nation- 
al Association gave to these major items 
in preparing the program for this annual 
gathering, attended by close to 2,000 
agents, company representatives and 
others. 

Sether on Nat’! Board’s New Campaign 

At Monday’s opening session, J. Wen- 
dell Sether, public relations manager, 
National Board of Fire Underwriters, 
told how the Board has undertaken an 
advertising program that not only plays 
up the agent’s role but provides many 
valuable aids for local advertising by 
local boards and agents. The campaign’s 
backbone is a series of advertisements 
in the Saturday Evening Post, Time, 
This Week and Farm Journal. Around 
these ads have been built two kits of 

adv ertising aids for local agents, includ 
ing reprints, posters, radio spots, decals, 

ample ads, artwork and other material. 
sr Sether pointed out that the Na- 
tional Board cannot alone do the whole 
job of making this campaign effective. 
(Continued on Page 23) 
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spell out Colonial Life’s formula for its field 
representatives — all of which add up to 
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Am. Life Convention 
Annual Meeting Has 
Record Attendance 


President for Next Year Will Be 
F. H. Hubbell, Head of 
Equitable of Iowa 


MEMBERSHIP NOW 243 COS. 


Sectional Officers Elected and New 
Members of Executive Com- 
mittee Named 


By Otiver J. JongEs 


Chicago, Oct. 6—Total membership in 
American Life Convention reached 
record high of 243 companies following 
the admittance of four new companies 
to membership. Announcement was made 
following a meeting of the executive 
committee at the 49th annual meeting 
of ALC, being held here in the Edge 
water Beach Hotel. Newly admitted 
companies are: All American Assurance 
Co., Lafayette, La.; Government Per 
sonnel Mutual Life, San Antonio, Tex.; 
Great Eastern Mutual Life, Denver, 
Colo., and Old American Insurance Co 
Kansas City, Mo. Member companies 
are domiciled in 43 states, the District 
of Columbia and three Canadian prov 
ee 

Indications are that this year’s 
tendance will also rise to a record peak, 
in view of the fact that registration on 
the opening day was over 100 more 
than on the opening day of last year 

Succeeding Ralph R. Lounsbury, presi 
dent, Bankers National Life, Mont- 
clair, N. J., to the presidency of the 
ALC is Frederick W. Hubbell, president, 
Equitable Life of lowa, whe o earlier this 
vear was the unanimous choice of the 
nominating committee. Mr ‘Tabbel has 
been a member of the executive com 
mittee of ALC, since 1948 


Section- Elections 


Following the usual custom, meetings 
of the separate sections of the conven 
tion are being held in combination wit! 
the annual meeting At the ned rency 
Section, held yesterday, Frank L. Barnes, 
first vice president and agency director 
Ohio State Life, was elected chairman, 
and Karl Ljung, vice president in charg 
of agency operations, Jeffers m Stan 
Life, was elected secre ary. The 
Section, also meeting caine 
Willis H Satterthwaite, counsel, Pe 
Mutual Life, chairman, and Clarence 


(Continued on Page 4) 
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MAN FROM EQUITABLE 


A noteworthy combination of insurance and retirement benefits protect him 
under one of the finest over-all security programs in the business 


Insurance for the insurance man—Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

*for agent, wife and minor children 

More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every case. 


A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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American 


Life 


Insurance Had Its Greatest Year 
Claris Adams Tells ALC Convention 


This will probably be the best life in- 
surarice year on record, Claris Adams, 
execiitive vice president of American 
Life Convention, said addressing that 
organization’s annual meeting at Edge- 
water Beach Hotel, Chicago. 

“From present indications, new pro- 
duction, gain of insurance in force, pre- 
miun income, total income, increase in 
asseis and benefit payments to policy- 
holders will all be appreciably greater 
than they were in the record breaking 
sar of 1953,” Mr. Adams said. 

Insurance in force now amounts to 
more than $320,000,000,000, he reported, 
and the assets of the companies exceed 
$82,000,000,000, both more than doubled 
in the past ten years. Three out of 
four families in the United States own 
life insurance and the number of policy 
holders is approaching 100,000,000. 

“Never has the institution of life in 
surance served so many people so well,” 
Mr. Adams said, “and never has it been 
a more important factor in the social 
and economic life of America.” 

The progress of life insurance neces 
sarily reflects the state of the nation: r 
economy, he pointed out, adding that 
“the recession, of which some symptoms 
seemed to appear in the winter and early 
spring, did not eventuate.” The fear of 
recession, however, coupled with the 
stress of an election year, has produced 
some changes in policy which have left 
their mark in the economy according to 
Mr. Adams. 

\s a result of the eased money policy 
under current conditions, he said, “the 
current trend of earnings on private 
savings represented by life insurance is 
downward; this will necessarily affect 
costs to policyholders for family protec- 
tion 

The law liberalizing Social 
henefits is another example of election 
year legislation, Mr. Adams pointed out, 
saying that “when the Act is expanded 
through an increase in the wage base 
and the benefit scale at a time when 
there has been no increase in the cost 
of living, a serious threat is posed to 
personal security through priv re -enter- 
prise. 

He pointed out that life 
companies did 








Security 


insurance 
not oppose the principle 
f Social Security when it was enacted 
nor have they opposed reasonable lib- 
eralizations as circumstances Wi arranied, 
but added, “If Social Security is to pro- 
ceed step by step beyond minimum ne- 
cessities, where will it stop? What in- 
fluence will it have on the incentive of 
the popul ice to save for their own se- 
curity? This obviously presents a major 
threat to our business. Few things can 
be more dangerous to the future of = 
insurance, and in my opinion to the f 
ture of America, than a jiticacwts 
Which implies that personal security 
should be provided preponderantly by 
government instead of through individ- 
ual thrift.” 

Speaking of the proposed bill for re 
insurance in the health field, which did 
not pass at the last session of Congress, 
Mr. Adams said, “It is certain that the 
issue did not die with the defeat of the 
bill. Tt is certain that it will reappear 
in some form in the next session. 

The recent exposures of scandals in 
connection with union welfare funds and 
the subsequent proposals that these 
union funds be brought under insurance 
department regulation were discussed by 
Mr. Adams, who said this presents a 
question on which the insurance busi 
ness will be compelled to take a stand. 

“Are union welfare funds sufficiently 
to insurance in their operation 
t is appropriate to place their su 
Pervision under the Insurance Depart- 
ment,” he asked, “and, if they are to be 


supervised, should not private uninsured 
retirement funds also be included ?” 


Industry Divided on Reinsurance Bill 


Concerning the reinsurance bill, Mr. 
Adams said: 

“The President in his campaign had 
taken a ‘strong position against social 
ized medicine and implicitly against 
compulsory health insurance. However, 
the problem of adequate medical care 
at a cost within the reach of the average 
man is one of the great popular issues 
of the day. This has been greatly ag 
gravated by increasing medical 
The Wolverton Bill and the Ives 
Flanders Bill introduced by important 
majority members of Congress ap 
proached the problem by offering sub 
sidies to voluntary non-profit organiza 
tions providing prepaid medical care. 

“The President rejected the idea of 
subsidy. He believed that the first ap- 
proach should be in the form of en 
couragement to the expansion of private 
insurance in the field of medical care 
Recognizing that there is a residue of 
indigent who cannot be served by this 
method, he believed that such area 
should be reduced to a practical mini 
mum. Therefore, to encourage the ex 
pansion of private insurance in the 
health field, both in the number of per 
sons insured and the type of coverage 
offered, he suggested a mechanism 
whereby the government would share 
the risk of private insurers occasioned 
by such expansion. Specifically, the bill 
provided that to those companies which 
voluntarily agree to experiment in ex 
tending their present limits, presumably 
as to age, standards of risk, elimination 
of exclusion, etc., the government would 
reinsure such risks’ for an agreed pre 
mium to the extent of three-quarters of 
their losses. The purpose of this bill 
was to accelerate the already great ad 
vance both in numbers of insured and 
the type of coverage offered. 

“A substantial difference of opinion 
developed both within and without the 
life insurance business on the merits 
of this proposal. Many doubted its ef 
fectiveness. Some life insurance officials 
believed that it was the first step to 
ward governmental control. Even after 
amendments had been agreed to which 
greatly restricted the prerogatives of 
government, a number of insurance men 
were not satisfied. The United States 
Chamber of Commerce, the American 
Medical Association, and the labor 
unions took a strong position in oppo 
sition. The labor unions opposed be 
cause they were in favor of compulsory 
health insurance. Many liberals opposed 
it because they believed that subsidiza 
tion is the only solution. The Chambet 
of Commerce, the American Medical 
Association and a number of insurance 
executives opposed it on the grounds 
that it was an encroachment upon pri 
vate enterprise. As a _ result of this 
opposition, the bill failed. The liberals 
in Congress, to a man, voted against it 
because it did not go far enough. A 
substantial number of conservatives 
voted against it because it went too far 

“The representative of our Joint Com 
mittee testified that i objectives ot 
the bill were laudable but that the pro 
visions were vague and that the dangers 
of encroachment upon state supervision 
were not sufficiently guarded against; 
therefore we felt that we were not in 
position to give it official support. How 
ever, there were those in the business 
who felt that the problem is so urgent 
and alternative solutions are so much 
more dangerous that we should have 
supported the Administration in any 
reasonable effort to reach a_ solution 
through private enterprise, particularly 


costs 


Convention 


Meeting 


F. W. Hubbell, Equitable of lowa 
Elected New President of ALC 





FREDERICK W. 


HUBBELL 


Chicago—As new president of Ameri 
can Life Convention the annual meeting 
here elected Frederick W. Hubbell, presi- 
dent of Equitable Life of lowa pt one 
of the most highly regarded top ex- 
ecutives in the country. He succeeds in 
that post Ralph R. Lounsbury, president 
of Bankers National Life, Montclair, 


ay > 

Mr. Hubbell has been a_ prominent 
figure in ALC affairs for many vears. 
He has been a member of the executive 
committee, American Life Convention, 
since 1948. He has served as a director 
of the Life Insurance ee tn ot 
America and prior to that was a di- 
rector of the Life Presidents Associa 
tion, predecessor of the LIAA. He has 
been a director of the Institute of Life 
Insurance for eight years and served as 
chairman of the Institute for two years. 
He has served as chairman of the ALC- 
LIAA Joint Committee on Valuation of 


since this was the only concrete pro 
posal which attempted a solution of this 
character. 

“It is certain that the issue did not 
die with the defeat of the bill. Of this 
there can be no doubt; the President 
and his Secretary of Health, Education, 
and Welfare, are not only sincere in 
their belief that this program presents 
an tmportant partial solution to a very 
pressing public problem but they are 
determined to secure its passage if pos 
sibie. None of us who heard the Presi 
dent and Mrs. Hobby make their pres 
entation in support of the measure could 
fail to be impressed both with their sin- 
cerity and their determination The 
President’s reaction when it failed in 
passage is significant in this respect. He 
said ‘The losers are the American 
people. The press reaction was over- 
Autaainiity in favor of his position. It 
is certain that it will reappear in some 
form in the next session. 


A. & H. Under Fire 


“During the year, the accident and 
health segment of our business has been 
under fire on several fronts. A maior 
newspaper chain ran a series of feature 
articles severely criticizing policy con- 
tracts, sales methods, and the claim 
practices of certain companies operating 
in this field. Both Federal and state au- 
tnorities reported serious complaints 
from policyholders. The Senate Judici- 
ary Committee began an inquiry, which 
has not been completed, into the opera- 


Assets for several years and is currently 
a member of the program committee. of 


Mr. Hubbell was born in Des Moines 
on November 24, 1891, and was educated 
at Harvard, graduating in the class of 
1913. He joined Equitable Life of Iowa, 
being elected trustee of the company in 
January, 1913 and assistant treasurer in 
\ugust, 1913. Later, he became treasurer 
in 1915, vice president and treasurer in 
1921 and president in January, 1939. Mr 
Hubbell is now the oldest employe in 
point of service with the company; he 
has witnessed its growth from $100,000,- 
00CO of life insurance in force to more 
than $1,330,000,000. 

In addition to being president of 
Equitable Life of Iowa, Mr. Hubbell is 
an officer and director of the F. M. 
Hubbell Son & Co., a trustee of the 
F. M. Hubbell Estate, a director of the 
Bankers Trust Co., and a trustee of the 
Edmundson Art Foundation, Inc., all of 
Des Moines, and a director of the May- 
tag Co. of Newton, la. 

He is a member of the Sons of the 
American Revolution, the Des Moines 
Club, Wakonda Country Club and the 
Harvard Club of New York. 

Mr. Hubbell is also well known as a 
cattle breeder and takes pride in the 
fact that he lives on and operates an 
840-acre farm. His office contains many 
pictures and awards for prize stocks. He 
has long been an exhibitor and exporter 
of Shorthorn cattle. His Helfred Farms 
on the Raccoon River ten miles from 
the business district of Des Moines is 
a completely integrated and thoroughly 
equipped operating general farm. Some 
of the crops raised are corn, oats, al- 
falfa and soy beans, but the major inter 


est at Helfred Farms is breeding and 
exhibiting Shorthorn cattle. The farm 
also produces high pedigreed Hamp- 


shire hogs, White Holland turkeys, 
White Rock chickens on a large scale. 
Mr. Hubbell is a genuine dirt farmer 
who appreciates the importance of 
farm in the American economy and who 
knows from experience the security 
back of the Equitable of Iowa’s large 
investment in farm mortgages. 


tions of mail order companies. The 
Federal Trade Commission has been in- 
vestigating the advertising practices of 
accident and health companies for sev- 
eral months. A large number of com- 
plaints have been examined and the ad 
vertising material of many companies 
has been studied as a possible basis for 
action founded upon alleged misrepre 
sentations. The NAIC, as a result of 
public pressure, is considering stronger 
statutory regulations or supervisory pro- 
cedures. 

“No company of the American Life 
Convention condones fraud or sharp 
practice in this or any other field of in- 
surance operations. We are wholly in 
favor of the strictest type of 
regulation either by state statute or 
supervisory process which may be nec- 
essary to maintain high standards of 
integrity and proper practices 

“Without denying that there is some 
valid ground for criticism, we cannot be- 
lieve that fraud is widespread or im 
proper practices are general in this field 
Much of the criticism leveled against 
the companies is uninformed and un- 
warranted. This phase of the insurance 
business has had an amazing growth 
and development in the last decade. It 
offers an important form of personal 
protection of which the public is greatly 
in need. Upon balance, it has rendered 
an outstanding service to the American 
people. 

“However, wisdom requires that criti- 

(Continued on Page 7) 
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Executives’ Relationships Many, 
Edmund Fitzgerald ‘Tells Session 


The increasing interest of the large 


and expanding numbers of people, other 
than policyholders as such, who have 
in interest in the operations of the life 
insurance business was the central 


delivered by Ed- 
f North- 


general 


theme of an address 


mund Fitzgerald, president 


‘ 
Life before the 


Mutual 


American 


western 
session of Life Convention. 





EDMUND FITZGERALD 


“We are not alone from day to day 


as we seek to provide leadership in 
yur respective companies,” Mr. Fitzger- 
ald said. “but must be more and more 
‘ongerned with other direct and power- 
ful relationships which create a_ thick- 
ening web of internal and external 
forces which draw more heavily by the 
day on our resources of judgment, citi- 
zenship, and spiritual need.” 
Pointing out that no medium exists 


through which relationships—whether of 





facts, ideas, institutions, systems, or pur- 
poses—can have meaning other than 
Fitzgerald advised: “Our 


people, Mr. 
relations these people must not 
be haphazard. And certainly the struc- 
ture we use should be one not to restrict 
and confine, but rather like a_ trellis 
on which people can grow and blossom. 
And this concept, it seems to me, le: wes 
no place for the one-man organization. 

Expanding on his concept of the role 
present-day top executive, Mr. 
Fitzgerald continued: “Men will not 
learn or grow as leaners. Nor will 
competence and know-how bring vital- 
itv without responsibility and freedom. 
Our nation offers freedom under law; 
in a company there must be freedom 
within the organizational policy. To fos- 
ter growth my effort is to avoid making 


with 


of the 


decisions belonging to others, yet to be 
available to help in their making. In 
this I do not speak for others. Strictly 


observed, this policy may somewhat de- 
glamorize the chief executive as a 
dynamic leader, but it is my personal 
belief that the ‘improved tone and fiber 
of the team will more than compensate 
To me power with others is better than 
others —both in personal 


power over 
rewards and results. As I review my 
own incumbency, I am impressed. too, 


with the brevity of one man’s candle as 
compared to the ever-burning light of 
the organization. Here again as against 
the one-man operation I see a prime 
and “ani pt dutv to bring in, train, 
and build people who can carry on in 
the future. 

No, we are not alone,” Mr. Fitzgerald 
concluded. “We do have the individual 
people out there, and it’s their money 
we work with—all of it. We have it be- 
cause they have faith in us. And they 
have faith in us not because they know 
exactly what we are doing but because 
they know what we have done. They 
don’t know all about the power plants 
and the granaries and the houses, but 


they know that we keep the promises 
we make to do certain very important 
things for them and their wives and 


children. 
lie facts of our 
sense of responsibility. 
working with them as well as 
for them.” 


Let’s make available to them 
[ performance and our 
We shall then be 
working 


Guertin Analyzes Heavy Taxes 


companies of 
$435 ,000,000 


Chicago—Life insurance 
the United States will pay 








in taxes to Federal, state and local gov- 
ernments exclusive of real estate taxes 
during tl vear 1955, said Alfred N 
Guertin, actuary of American Life Con 
vention, speaking to the several hun 
dred life insurance company executives 
in attendance at the annual meeting. 
This is an increase of $66,000,000 over 
the corresponding amount last year, or 


more than 15% 

In breaking down 
Guertin said, “State 
miums 


these figures, Mr 
taxes on 1954 pre 
payable in 1955 will probably 
amount to $194,000,000, other state 
imposts will amount to about $25,000,000 
Change in the tax basis for 


about 


Federal so 


cial security will result in a substantial 
increase in disbursements, raising the 
total for state and Federal social se 
curity taxes upon the companies as em 


With Fed 
$170,000, 


about $33,000,000 
taxes estimated 


plovers to 
eral income 


000, the total disbursements for taxes, 
other than real estate taxes, may be ¢ 

pected to reach a total of about $435, 
000,000. To measure the impact of these 
taxes, they must be related to the esti 
mated premium income. We find that 


out of every $100 used to pay premiums 
in 1954, over $3.50 will be paid during 
the year 1955 to various units of gov- 
ernment for the privilege of doing busi- 
ness—and doing business is the saving 
of money. To give the public full re- 
turn upon its premium deposits, we must 
overcome the handicap of the 96% cent 
dollar with which we are privileged to 
work.” 

While these taxes are imposed upon 
the companies, said Mr. Guertin, they 
are in fact taxes upon the savers of the 
nation since they are, of course, re- 
flected in the cost which the public must 
pay for its insurance and this constitutes 
a very heavy burden upon thrift. 

In a lengthy report to the member- 
ship, Mr. Guertin pointed out that the 
\merican Life Convention includes in 
its membership companies writing 98% 
of all the life insurance business in the 
United States. In his report Mr. Guertin 
pointed out that approximately 4% of 
the disposable national income in the 
United States was paid to life insurance 
companies in premiums, demonstrating 
the enormous interest of the public in 
life insurance as the prime supplier of 
family security in the United States. 


Government Activity Not Needed 


Commissioner Knowlton Declares 


Proposals for the interference of Gov- 
ernment in the business 
continue to be made in the 
administration policy favoring 
management, and this hazard, a reflec- 
tion of public opinion, can be offset 
only by the positive performance of the 
companies engaged in the insurance 
business, Donald Knowlton, president of 
the National Association of Insurance 
Commissioners said addressing the 
Wednesday session. 

Emphasizing that 


insurance 
face of 
private 


there is no need 
for further Government activities, Mr. 
Knowlton, who is the Insurance Com- 
missioner of New Hampshire, told the 
chief executives the responsibility for 
averting further Government inroads was 
theirs. 


“Opposition alone is futile,’ Mr 
Knowlton said. “While it may tempo- 
rarily postpone the fulfillment of these 


enough, 
taken to 
solution 
busi- 


demands, if they are urgent 
measures will eventually be 
satisfy them and thus the 
seems to be that the insurance 
ness do these two things: 

“1. Remove the cause of the com- 
plaints which stimulate these demands; 

“2. Explore every possibility of fur- 
nishing through private industry the 
protection which the people want.’ 

Commissioner Knowlton pointed out 
that considerable bodies of ill-will may 
develop from a handful of companies 
not living up to the high standards of 
the business. He said that he was re- 
cently informed that 90,000 people a year 


Wide Outside Acceptance 
Of CLU Shown by Dr. Gregg 


The CLU movement has left its mark 
on the life insurance business and the 
public attitudes towards life insurance, 
Dr. Davis W. Gregg of Philadelphia, 
president of American College of Life 
Underwriters, said addressing the agency 
section. There are now 5,600 who have 
completed the CLU program and more 
than 7,000 are now students. Of the 
student group, over half are field under- 
field 


writers, about a quarter are in 
management work and the rest are in 
home office or educational positions. 


The typical CLU student was said by 
the college head to be 35 years old, to 
have attended college and to have been 
in the life insurance business about four 
years. 

Educators today view the American 
college as the professional examining 
board in life insurance and as the source 
of professionally trained insurance 
teachers, Dr. Gregg said, pointing out 
that 37 persons who have received their 
training as insurance teachers under the 
Foundation for Insurance Education are 
teaching life 


now actively engaged in 

insurance in institutions all over the 
country. 

“There seems little doubt that the 


increasing prestige of life insurance with 
the public is attributable in no small 
part to its fine relations with colleges 
and universities, the increasing number 
of life insurance courses taken by col- 
lege students, the upgr rading of the type 
of field representative and the conduct 
of the underwriters subscribing to CLU 
professional standards,” Dr. Gregg said. 
There is wide evidence, he said, that 
lawyers, accountants, trust officers and 
business men generally are beginning to 
realize the true meaning of CLU, and 
they are getting “a new appreciation of 
the life underwriter and how he can 
and does serve in a professional man- 
ner.” 
Within the past couple of years, four 
large banks in Philadelphia have spent 
several thousands of dollars to encour- 


accident and health insur- 
cancelled or are unable to 
get them renewed for reasons which 
they cannot understand, some of them 
having paid premiums for years with- 
out a claim. 

“Tf all of these people are dissatisfied,” 
he said, “then it only takes ten years 
to get 900,000 dissatisfied people.” It 
was his contention that such instances, 
duplicated in other channels, create the 
ill-will that produces the demands for 
legislation. 

“If you add to the number of people 
who feel that freedom from want should 
be supplied to them by their govern 
ment, those people who are dissatisfied 
with the protection provided, then you 
have a huge mass of humanity which is 
constantly bringing pressure on its rep 
resentatives in Congress, on its politic al 
parties and on its administrators in Gov- 
ernment to provide the security sought 
and wipe out the causes of dissatisfac 
tion, Mr. Knowlton said. “The pressure 
is irresistable. Over the years, in a 
Democratic form of government, the 
public has always been successful in get 


have their 
ance policies 


ting demands of this nature satisfied. 
particularly those having political ap- 
peal.” 


Urging sincere, energetic, cooperative 
effort, intensive research and_ planning 
and cour ageous experimentation, the 
Commissioner said that, “if these things 
are done, I am confident that the de- 
mand of humanity for security and pro 
tection can be satisfied without Govern 
ment intervention.” 


Hubbell To Head ALC 


(Continued from Page 1) 


Peterson, vice president and general 
Ohio State Life, 


The nominating committee 


counsel, secretary. 
also made 
five nominations for membership on the 
executive committee. The new members, 
terms are 
Canada _ Life 
Robert L. 
Equitable 


nominated for three-year 
Ernest C. Gill, president, 
Assurance Co., Toronto, and 
Hogg, senior vice president, 
Life Assurance Society. 

Nominated to succeed themselves for 
three-year terms are: Powell B. Mc- 
Haney, president, General American 
Life, St. Louis, and H. P. Skoglund, 
president, North American Life & Cas- 
ualty Co., Minneapolis. Burke Baker, 
chairman, American General Life, Hous- 
ton, who is completing the second of 
two one-year terms on the executive 
committee, is chosen for another one- 
year term to fill the vacancy to be cre- 
ated by the anticipated resignation of 
Mr. Hubbell. The president of American 
Life Convention is an ex-officio member 
of the executive committee and serves 
as its chairman. 

Members of the nominating committee 
this year are: Chairman, Walter O. 
Menge, president, Lincoln National Life, 
Fort Wayne; J. C. Higdon, president, 
Business Men’s Assurance, Kansas City; 
Laurence F. Lee, president, Occidental 


Life of Raleigh, N. C. and _ president, 
Peninsular Life, Jacksonville; E. M. 
McConney, president, Bankers Life Co., 


R. Richardson, 
Helena, Mont. 


and E. 
Life, 


Des Moines, 
president, Western 





age life underwriters to begin the CLU 
program. “The public’s regard for the 
life underwriter is going up rapidly,” 
Dr. Gregg commented, “and he can take 
his place with other professional groups 
as servants of the public welfare. He 
will take this place by following the 
principles and ideals of the CLU pro- 
gram.” 
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Lounsbury Sees Group Selling 
Working Against Ordinary Plans 


Chicago—The Group and Pension De- 
life companies may be 
working against the best interests of 
the (rdinary Department in encourag- 
ing ciployers to pay the entire cost of 
health, and re- 
for workers without 
their 


part ients of 


life insurance, accident 


tirement benefits 
making any effort or 
was a view expressed by Ralph R. 


sacrifice on 


part 

Lounsbury, president of Bankers Na- 
tional Life of New Jersey, in his ad- 
dress as president of American Life 


Convention at the annual meeting here 


this week. He also referred to the 
increasing tendency toward encroach- 
ment on the business of regulatory au- 


the ities. 
New Philosophy Appears 


“From the very beginning of our busi- 
ness,” said Mr. Lounsbury, “our princi- 
pal message to those with whom we 
wanted to do business was that they 
should be independent, that they should 
take care of themselves and their own, 
and that our service offered a means 
whereby that could be accomplished. 
Representatives of our companies went 
up and down the breadth of the land 
preaching that doctrine and doing all 
they could to get people to live up to it 
in practice. For the first eighty years 
we had no one who was 


of our history, 

presenting a conflicting idea with any 
great ardor or with any great number 
of adherents. Starting some 20 years 
ago, however, a philosophy started to 
be preached in this country which was 


ein opposed to our original doc- 
trine, and as the years have gone on 
it has become more and more opposed 
and has had more and more adherents. 

“That doctrine is probably qualified 
to be called spaitin ilism, the doctrine 
of letting the Government take care of 
the citizens, giving up the idea of taking 
care of one’s self and family, and relying 
on the various units of Government to 
step in and provide those things which 
the individual in earlier years had felt 
it was necessary for him to provide for 
himself. I will not delineate all of the 
various items which make up this pater- 
nalism, but I believe that the adoption 
of National Social Security and Old 
Age Assistance probably marks the real 
beginning of the effort which has con- 
tinued ever since to get our people to 
rely more and more on Government and 
less and less on themselves. 

“Most, if not all, in the life insurance 
business are still opposed to this idea 
of the Welfare State, that condition un- 
der which Government undertakes to 
take care of everybody from the cradle 
to the grave. We have permitted much 
of the progress which this thesis has 
made to happen without our active op- 
position and, as a matter of fact, we 
have attempted to accommodate our- 
selves to most of the welfare legislation 
which has been enacted. I still believe, 
however, that the great bulk of the 
people in the life insurance business are 
opposed to this philosophy of letting 
the Government take care of everybody. 
If we are opposed to that philosophy, 
then I think top management ought to 
check into the activity of our Group 
and Pension Trust departments. 

“To my thinking, there is not much 
more virtue in inducing a man to look 
to the Government and his employer 
Jointly for his current and future pro- 
tection against the vicissitudes of nor- 
mal life than to look to the Government 
alone. We do find, however, that a 
great deal of Pension Trust and Group 
\nnuity and other types of group in- 
Surance are being urged upon employers 
On a non-contributory basis, at least the 





LOUNSBURY 


RALPH R. 


basis is called non-contributory. Actu- 
ally, of course, any money which is 
taken out of a manufacturing concern, 
or other business, in order to provide 
Group Annuities, Pensions, or other 
benefits, is taken out of the fund which 





might go for current income to workers 


if it were not otherwise diverted. It 
adds to the cost of the product pro- 
duced, and the worker ultimately pays 


it whether he things he does or not. 
Are we not, in our Group and Pension 
Trust departments, actually working 
against our Ordinary agency organiza- 
tion when we assist in spreading this 
general philosophy that the individual 
may very well look to the Government 
and his employer to take care of all of 
his needs for life insurance, health and 
accident insurance, and old age pensions 
without making any effort on his own 
part? It is my opinion that when we 
encourage employers to’ pay the entire 
cost of any of these benefits, we are 
actually working against ourselves and 
working against the philosophy of in- 
dependence upon which our whole in- 
dustry is founded. 


Expanding Regulation 


phase of our business 
to mention is in the 
When our business 
regulation of 
supervi- 
regula- 
and in 


“The other 
which I would like 
field of supervision. 
first began, there was no 
the business, so there was no 
sion. Gradually, it was felt that 
tion of a character was needed, 
various states one by one it was pro- 
vided. When regulation by law was 
provided, then, of course, there had to 
be supervision to see that the regula- 
with. Over the 


tions were complied 

years, regulation has increased and ex- 
tended itself and, lately, has in some 
quarters gone so far that it is really 
management rather than supervision 
with which we are faced by our so 
called regulatory authorities. We have 


been pushed around a great deal for an 
industry which is not a monopoly nor 
even a quasi-monopoly, and one which 
has made as many contributions to the 


LUTC Program Told by Loran Powell 


Chicago—The great contribution made 
by the Life Underwriter Training Coun 


cil to the life insurance agent, the agen- 
cy manager and the life’ insurance 
company, was the theme of an address 


Powell, CLU, managing 
director of the Council, before the 
Agency Section. The phenominal growth 
of this institution is best illustrated by 
the fact that it was launched in 1947 
with five classes in three cities and a 
total enrollment of 133 students from 10 
companies and by 1954 had 512 classes 
in 336 cities with a total enrollment of 
9,992 students representing 305 com- 
panies. 

“The very name of LUTC is synonym- 
ous with advancement,” Mr. Powell said. 
“For seven years it has been the path 
of progress for individual agents, agen- 
cies and companies which through the 
joint sponsorship of their trade associa- 
tions made LUTC a reality. Today, it is 
as much a part of the insurance busi- 
ness as the rate book. LUTC is no 
longer considered a possible help; it is 
widely acclaimed as a positive aid.” 

Several reasons were given by Mr 
Powell for the remarkable success of 
LUTC. “First and most important of 
all,” he said, “there was a long standing 
need for a definitive course in practical 
life insurance selling for the interme- 
diate field. Literally thousands of men— 
good men—were searching for a practi- 
cal means of perfecting their knowledge 
and sales technique. Countless others 
were content with their lot, painfully 
unaware that the life bedaibonce busi- 
ness could offer them a stepping stone 
to personal and business growth. LUTC 
brings the agent something he needs— 
and wants. Each weekly class is an _en- 
joyable experience. Lively discussions 
of field tested sales ideas drive a long 
nail in the coffin of half-hearted selling 
and reveal new horizons of opportunity. 

“Another reason for LUTC’s success, 


by Loran E. 


financially and in terms of its impact 
on the life insurance business,” he con- 
tinued, “is the fact that it was not set 
up as an examination board or simply 
a means of distributing a set of text 
materials. Great emphasis is laid on the 
training function and local classes are 


organized and controlled centrally by 
the LUTC headquarters staff. The sum 
total of this staff is 17. Think of it. 


(Continued on Page 8) 


Benefits of Training 
Course Told by Jaqua 


A definite school course in life insur- 
ance selling is an aid and stimulant to 
production, A. R. Jaqua, director of In- 
stitute of Insurance Marketing at 
Southern Methodist University, Dallas, 
said addressing the Agency Section. 
Checks on the students at that univer- 


sity have shown that the student sells 
more life insurance than he could other- 
wise, even with eight to 12 weeks out 


for school. 
Previous 


studies have shown, Mr. 
Jaqua said, 


that the student agents in- 


creased production by 40% after basic 
training and still more after senior 
training. It was also found that the 
average size of policy sold rose ma- 
terially after the training. 

Graduates of the school have also 


shown a high rate of remaining in the 
business. Mr. Jaqua reviewed the his- 
tory of all students for the past six 
years and said that better than 80% are 
still in the business after six years. 

Citing some of the other advantages 
of such training, the Dallas life insur- 
ance educator said that he expected a 
lower lapse rate from graduates of such 
training, the development of good mana- 
gerial material and cost of campus train- 
ing is less per student hour than would 
be possible in any home office training 
operation. 


Meeting 


welfare of the country as has our busi 
ness. The rights of those who have 
joined themselves together for the pur 
pose of protecting themselves and their 
beneficiaries through voluntary private 
enterprise have been seriously en- 
croached upon, in my opinion. We, in 
this business, have done what we have 
done because we have had considerable 
freedom of movement 


and judgment, 
and we have done 1 


a great deal.” 





HONORED 


Abram L. Geller, Houston, Texas — 
Life Member, Million Dollar Round 
Table, and 3 times Pacific Mutual 
National Production Champion and 
Big Tree Club President, says — 


“In the Pacific Mutual tradition, 
personal achievement is greatly 
dignified. When | first earned the 
Big Tree Club Presidency in 1933, 
| was honored in tangible ways 
that permanently enhanced my 
prestige. Ten years later, my sec- 
ond Championship again brought 
lasting recognitions that helped 
shape the pattern for still another 
First’ in 1953, my 25th Pacific 
Mutual year.” 
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Funds Should Not Be a Behind 
Iron Curtain, Says Daniel Reidy 


To make payments to beneficiaries 
living in countries behind the iron cur- 
“is a default in our obligations t 


and comfort 


tain 
our insureds, 
to our enemies, and is against the public 
policy of the United States,” said Daniel 
J. Reidy, general counsel for Guardian 
Life, New York, in his address on 
“Insurance Dollars—Should They Be 
Sent Behind the Iron Curtain?” to the 
Legal Section of ALC. 

Basing his argument on a complete 
history of international litigation, he 
pointed out that although property may 
internationally through 


renders aid 


be transferred 
the consul of a foreign country, 
that the beneficiary can use, 
and turned 


we must 
be sure 


control, the money 


enjoy 
demon- 


iron 


over to the consul. This is not 
true in the case of the 
curtain countries and for that reason 
alone we must take what precaution we 
prevent American dollars from 


the hands of the 


strably 


can to 
getting into Soviet 
Union. 

The basis upon which the consul of a 
foreign nation can become the represen- 


nationals is a power 


tative of his own 
of attorney procured from the national 
right to act for him 
for him. Mr. 
to his knowledge, 
obtained 


with it the 
money 


and 
and receive Reidy 
then 
powers of 


described how, 


attorney had been 
means other than 


result that the 


from beneficiaries by 
free choice with the 
individual lost all control over his legacy. 
example of a case which 
living 
behind the 
that the insur- 
from 


Giving as 
involved a_ beneficiary in the 
Germany 
Mr. Reidy said 
received word 
trouble 


part of now iron 
curtain, 
ance company 


the individual that because of the 


had 


wanted to let the money 
After that 
foreign 


involved he 
remain in the United States. 
time inquiries were made by a 
consular official about the insurance and 
about the necessary forms to fill out. 
Sometime later the consul appeared with 
documents appointing the 
fact. The 


the necessary 


consul as the attorney in 


documents were not honored. 

the beneficiary got word 
to the that had 
no intention asking for the money, be- 
to remain in 


Subsequently, 


company there been 


cause he wanted the money 


America until he was “old and weak.” 


Sut one day, the authorities re- 
quired that the filled 
out and apparently decided what should 


local 
proper forms be 


be done with the money. The company 
that the 


since 


maintains its stand power of 


attorney was _ illegal there was 


“ground for suspicion regarding the 


power of its manner of procurement.” 
Names Iron Curtain Countries 

Defining iron curtain countries as Al- 

Communist-controlled 


Hun- 


Lithuania, 


3ulgaria, 
Czechoslovakia, Esthonia, 
gary, North Korea, Latvia, 
Poland, Rumania, the Soviet Union and 
the Russian occupation zones in 
many he warned that they 
treated alike. 

He told 
particular 


bania, 
China, 


Ger- 
must all be 


Union in 
deposited 


Soviet 
money 


how the 
takes the 


to the official and transfers 
the money to the Bank 
(Bank of the Commissariat for Foreign 
Trade) which has an account in a New 
York bank which it is- 
sues payments of American dollars to 
people in this country. The big prob- 
lem is to keep American dollars out of 
the hands of the Soviet Union but to 
does in fact get to the in- 


consular 
Vneshtorg 


and through 


see that it 
tended beneficiary. 

Mr. Reidy then reviewed the 
in effect which have to do 
The right of a for- 
nation to sue in our courts is 
effective treaty affecting 
usual friendly international relations, or 
comity, with another country. Mr. 
Reidy pointed out that the United States 
does not have such a treaty in effect 
with the Soviet Union and that there- 
fore, no such right to use our courts 
exists. 


laws and 
policies now 
with the problem. 
eign 
based on an 


Even should comity be established, 
the speaker showed that public policy 
is a superior consideration and “in this 
instance involving a matter not only 
of state, but of national concern, we 
should search for the public policy on 
the national level.” 

Citing government statements of pol- 
icy and regulation applying to such 
transactions as the delivery of checks, 
Mr. Reidy pointed out the preponder- 
ence of official opinion that it is not 
public policy to permit funds to go into 
iron curtain countries. 

New York law was also cited to show 
that state established procedure for the 
impounding of funds in cases where 
“transmission or payment to a_benefi- 
ciary, legatee, or other person resident 
in a foreign country might be circum- 
vented by confiscation in whole or part.” 
Similar legislation has been adopted 
in other states. 

The proportions of such potential pay- 
ments were indicated by Mr. Reidy 
through quoting the Russians them- 
selves that they had received $10,000,- 
000 to $15,000,000 proceeds from U. S. 
government life insurance on former 
service men—a practice now prohibited 
by the government. He also said that 
in his own company there had_ been 
several claims since World II in which 
the beneficiaries reside behind the iron 
curtain. 
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New Pa. Commercial Code 
Aspects Told by Dechert 


The new Uniform Commercial Code 
which became effective in Pennsylvania 
July 1 of this year will affect business 
law of all kinds in all states, according 
to Robert Dechert, general counsel of 
Penn Mutual Life. Addressing the Legal 
Section Tuesday, Mr. Dechert pointed 
out that this uniform code is already 
in effect in one state and has been 
introduced or is under study in 17 other 
states, with early adoption possible in 
several. Furthermore, he said, almost 
any contact with Pennsylvania will make 
the code the law governing the transac- 
tions, at least in Pennsylvania courts. 

“Every practicing lawyer should, there- 
fore, at least know of the existence of 
the code and have, as part of his pro- 
fessional background, some general ac- 
quaintance with the area covered by the 
code,” Mr. Dechert said. The code was 
analyzed by him as it relates to life 
insurance operations and he concluded 
that “it will not have a major direct im- 
pact on the life insurance business, but 
on the other hand, the activities of life 
insurance are so vast that they will 
necessarily be affected by a statute of 
such importance to the business and 
financial community.” 

Both the insurance operations and in- 
vestment transactions of the life com- 
panies are affected by the new code, ac- 
cording to Mr. Dechert. 

One of the most revolutionary parts of 
the new code, he said, is the section 
dealing with financing of all types in 
which personal property is used as 
security. The revised procedures in this 
connection materially affect certain in- 
vestment practices in the mortgage field. 


Labor Relations Situation 


Told by William H. Abell 


“Some Recent Developments in the 
Field of Labor Relations” was the topic 
discussed by William H. Abell, general 
counsel of Commonwealth Life, Louis- 
ville, before the Legal Section. 

“Perhaps in no field of law,” Mr. 
Abell said, “do we find changes occurring 
so rapidly as in the field of labor law. 
Some of these occur through decisions 
of courts construing the Labor Manage- 
ment Relations Act of 1947, as amended, 
but the majority of the changes during 
the past 18 months have resulted from 
reappraisements made by the National 
Labor Relations Board of principles and 
policies which it had previously adopted. 
During this period the board has ap- 
proached problems coming before it 
from an objective and impartial view- 
point, which has resulted in many new 
rules which put the employer on a more 
equal footing with the union in dealing 
with matters relating to employes.” 

In his well-documented address, Mr. 
Abell discussed three interesting recent 
developments in regard to: (1) The 
right of an employer to determine the 
actual sentiment of its employes with 
respect to unionization, and if it enter- 
tains a reasonable doubt as to the de- 
sires of the majority, to insist upon a 
board-directed election; (2) The extent 
to which an employer may exercise its 
right of free speech during a union cam- 
paign; and (3) The right of an employer 
during the course of good faith bargain- 
ing to refuse to make economic or other 
contract concessions. 

“These recent changes,” he concluded, 
“have gone a long way towards putting 
employers on a more equal basis with 
labor unions in dealing with matters af- 
fecting organizational campaigns, and in 
bargaining with unions representing 
their employes. Let us hope that future 
reappraisals by the board, of other ques- 
tions so far unreviewed, will continue to 
evidence the impartial and constructive 
approach shown by the board in recent 
months.” 
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Phineas Henry Reviews Agent’s Contract Case 


Chicago—A paper on “Lifetime Agency 
Contracts” was delivered before the 
Leal Section by Phineas M. Henry, vice 
president and general counsel of Equi- 
tabic Life of Iowa. It dealt principally 
wit!) the case of Lewis v. Minnesota 
Mutual Life decided by the Supreme 
Court of Iowa in 1949 and reported in 
240 lowa 1249, 37 N.W. 2d 316. In that 
case the plaintiff claimed that he had 
been orally given a lifetime contract of 
agency by the general agent of the com- 
pany and its agency vice president. Upon 
its termination he sued for damages in 
the sum of $122,900, claiming the present 
value of his renewals, loss of future 
profits, ete, and punitive damages. A 
jury awarded him a verdict of $20,000 
for loss of future profits, but this was 
set aside by the trial court and on appeal 
the action of the trial court was affirmed. 

The paper discussed the questions of 
law which were disposed of by the 
Supreme Court of Iowa in its opinion. 
These were: (1) the sufficiency of proof 
of a lifetime contract; (2) the necessity 
additional to the 


of a consideration 





Stuart McCarthy Analyzes 
1954 Revenue Code Changes 


A whole new body of tax law is set 
up in the new Revenue Bill adopted by 
the last session of Congress, with several 
thousand sections affecting in some way 
almost all holders of life insurance or 
disability insurance policies. This was 
emphasized in a detailed review of the 
new tax provisions made by Stuart Mc- 


Carthy, associate counsel of Equitable 
Society, before the Legal Section, 
Tuesday. 

“Although some of the new code’s 


provisions have already been amended, it 
is likely that for many years to come 
most issues of Federal tax liability will 
depend on the meaning of its several 
thousand sections,” Mr. McCarthy said. 

While the Act was designed to clear 
up long-standing questions, remove in- 
equities and simplify tax procedures, Mr. 
McCarthy said, there is need for those 
in the life insurance business and their 
policyholders to become aware of just 
how the new tax law applies to their 
policies. 

One of the important 
tioned by Mr. McCarthy was the re- 
quirement for reporting by life com- 
panies of all payments of $600 or more 
in a taxable year. While the basic re- 
quirement was relatively unchanged, the 
effect is materially changed by other 
changes which bring under this provision 
for the first time installment settlements 
of death benefits under life policies and 
group accident and weekly indemnity 
benefits. The withholding at the source 
on payments to non-resident aliens is 
similarly affected. 

The changes in law which affect an- 
nuity payments are designed to make it 
possible for annuitants as a class really 
to recover their capital tax-free and to 
spread the excludable portion of the 
Payments evenly over the lifetime of the 
annuitant. 

Employe annuities are specially treated, 
Mr. McCarthy points out, with tax bene- 
fits depending on the relation of the em- 
ploye contributions. He reviewed the 
tax provisions applying to all annuity 
and pension plans, life insurance pro- 
ceeds, disability plans and general 
Procedures and then pointed out that 
4s yet no regulations dealing with the 
new code have been published, even in 
uncertainties encountered will be answer 
tentative form, and it is expected that un- 
certainties encountered will be answered 
by the regulations to be issued. 


changes men- 


services to be rendered by the agent 
in order to make the alleged lifetime 
contract any more than an_ indefinite 
general hiring terminable at will; (3) 
the validity of an alleged lifetime con- 
tract where one party is not bound to 
the performance thereof and is not liable 
to the other for failure to perform; and 
(4) the power of corporate officers to 
make lifetime contracts in the absence 
of express authority from the articles 
of incorporation or by resolution of the 
board of directors. 

The question of damages for the 
breach of a lifetime contract was not 
covered by the opinion of the Iowa court 
in view of its decision that no lifetime 
contract was proved. The paper dealt 
with this question at length and the 
writer advanced the conclusion that be- 
cause of the very nature of the life 
insurance business an agent without ex- 
clusive territory who could devote as 
much or as little time as he chose to 
the soliciting of applications would in no 
event be able to prove his future profits 
with the reasonable certainty required 
by law. 


Experience in Trying Cases 
Told by Counsel R. H. Long 


Life insurance companies should avoid 
technical defenses which prohibit a de- 
termination of a claim on its merits, 
asserted Rowland H. Long, general 
counsel of Massachusetts Mutual Life, 
in his address to the legal section of 
ALC. He said that, in the long run, 
technical defenses are bad public rela- 
tions. He stated, as an example of this 
attitude, that when a company’s right 
of autopsy conflicted with the religious 
beliefs of the beneficiary and there is 
no reasonable doubt that sustained in- 
juries resulted in death, the right of 
autopsy should not be used as a techni- 
cal defense. 

From his long experience as a trial 
and appellate counsel representing life 
insurance and other business enterprises 
and by reason of his membership on the 
faculty of St. John’s University School 
of Law before joining the Massachusetts 
Mutual Life, Mr. Long was able to 
speak with authority as he addressed 
the group on “Experience in Trying Our 
Own Cases.” 


In defining public relations as “doing 
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I’m a valued Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY & 


PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 e> 
» RANKIN FUREY, C.L.U., President 





J 


Riry ano 2 


Meeting 


more of what people like and less of 
what they don’t like,” he pointed out 
that the first precaution is to refrain 
from litigating claims unless they tend 
to sustain a motion for a directed ver- 
dict, or at least will entitle the de- 
fend: ant to have the issue passed upon 
by a jury. 

He also pointed out that although con- 
tractual of statutory limitations are not 
technical defenses, they can be used in 
a technical way, and suggested that this 
kind of defense is not good public rela 
tions. 

Once litigation has been decided upon, 
Mr. Long declared that the case should 
be vigorously defended, because it is 
fine public relations to win the case and, 
even if the case is lost, it is still good 
public relations if the defense is based 
on an appeal to the public’s sense of 
fair play. 

On the positive side, he urged that 
counsel make early and thorough prep 
aration, that the facts be examined as 
soon as possible and that trial counsel 
be consulted while the is still in 
the claim stage. He pointed out the 
necessity for taking the proper deposi- 
tions promptly and, in the case of sui- 
cide, getting an order impounding suicide 
notes, and lethal weapons exparte. 

Illustrating his address throughout 
with applicable cases, he concluded by 
asserting the advantages of the Federal 
courts in pleadings, motions, and depo 
sitions as contrasted to the state courts 


loss is 


Company Operations From 
Inside Told by Ljung 


An intimate look into the agency op- 

rations of a successful life insurance 
comma was given before the Agency 
Section by Karl Ljung, vice president 
in charge of agency operations, Jefferson 
Standard Life. “A large measure of 
whatever success the Jefferson Standard 
may have achieved,” Mr. Ljung said, “is 
the result of a conscientious effort to 
remember that our staff, both home office 
and field, are human beings as well as 
workers—they are individuals with well 
developed egos, with hopes, ambitions 
and a desire to do their part well. And 
perhaps even more important, each needs 
to gain recognition for having done his 
part well.” 

Mr. Ljung paid special tribute to 
Miss Mary Taylor, Jefferson Standard’s 
agency relations director, who has been 
with the company since its organization 


47 years ago and who has been totally 
blind for more than 40 years. Of Miss 
Taylor, Mr. Ljung said: “She is deep 


in the hearts of all Jeffersonians—she 
has moved and strengthened many men 
to have more confidence in their own 


abilities. The results of the letters she 
writes and the help she gives managers 
in their sales campaigns show up every 
day in a very tangible way, in the pro- 
duction columns.” 

The functions of the agency depart- 
ment staff, the company’s relations with 
its agents and its agent education pro- 
gram, its managerial training system, and 
its home office inter-department relation- 
ships were discussed at length by Mr. 
Ljung. “We simply believe,’ he con- 
cluded, “that the human equation is the 
most important element in management 
today or any day for that matter. 


Claris Adams Report 


(Continued from Page 3) 

cism be made the basis of self-examina- 
tion. Therefore the organizations repre- 
senting accident and health companies, 
including the American Life Convention, 
have set up a joint over-all committee 
for the purpose of examining policies 
and practices of their constituent com- 
panies to consider what may be neces- 
sary in the form of further state regu- 
lation and self-regulation to eliminate, 
so far as humanly possible, the source 
of present criticism.” 
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Counsel ae Reviews Years’ 


Legislation and Litigation 


A feature of the Legal Section meeting 
legislation and litiga- 
made by Ralph 
ALC. In 


extensive 


was the review of 
tion during the year 
H. Kastner, general counsel of 
the 
Revenue 


the Congress there was 


revision of the Internal Code, 


piece of legislation ever 


S., the Social Security 


the largest 
enacted in the U. 
and Railroad Retirement programs and 
the Group program for civilian employes 
Government. 

high degree during 


“was legis- 


of the Federal 

“Spotlighted to a 
the session,” said Mr. 
lation incorporating the limited Federal 
reinsurance program advocated in the 
President’s health message to Congress 
in January. The resulting bill would 
have authorized Federal reinsurance for 
health service prepayment plans estab- 
lished and operated by insurance com- 
panies or by non-profit organizations, 
with the stated objective of stimulating 
the adoption and expansion of voluntary 
health insurance plans, particularly major 
medical coverage. The program was to 
be self-sustaining through reinsurance 
premiums paid into a revolving reinsur- 
ance fund, with a $25 million appropria- 
tion to serve as working capital of the 
fund.” 

In spite of the great influence brought 
to bear for passage of the bill, it failed 
on motion to recommit by a vote of 237 
to 134. But the administration has al- 
ready indicated it will press for passage 
in 1955. 


Kastner, 


OASI Status of Agents 


“While not in the category of legisla- 
tion,” continued Mr. Kastner, “it would 
seem appropriate here to call your at- 
tention to the fact that the Internal 
Revenue Service recently published two 
rulings clarifying the status of life in- 
surance agents as Statutory employes for 
Social Security purposes and providing 
a concise new definition of ‘full-time 
life insurance salesman.’ The definition 
of ‘full-time life insurance salesman’ was 
spelled out as expressly including agents 
who sell A. & H. contracts in addition 
to life insurance and annuities, for one 
life insurance company; determination of 
whether life insurance is the agent’s 
principal business activity is to be made 
with reference to the agreement and 
clear contemplation of the parties, thus 
recognizing the intent theory advocated 
by our group. Renewal commissions are 
recognized as compensation for the orig 
inal sale of the policy and, if such com- 


missions are to be considered as com- 
pensation for later services, the contract 
should make this intent clear. 

“The rulings also provide that com- 
missions on business written by an 
agent before January 1, 1951 (when he 


category of ‘employe’) 
from self-employment 


was not in the 
constitute income 


and must be so treated under the Self 
employment Contributions Act. The same 
ruling is true as respects those agents 
who engage in life insurance selling on 


a part-time basis.” 

Turning to litigation, Mr. Kastner said 
that in the past convention year, a total 
of 298 cases were reviewed or digested 
in the ALC’s monthly Legal Bulletin as 
compared with 258 cases digested in the 
previous 12 months. He added that of 
the past year’s cases, 58.6% were decided 
favorably to the insurer as compared 
with a ratio of 51% favorable decisions 
the previous year, according to Clark 
Bryan, assistant general counsel of ALC, 
who edits the Legal Bulletin. Only a 
small portion of life insurance claims 
under the policies issued by the com- 
panies that are members of the ALC 
or the LIAA ever become the subject 
of litigation, since the vast proportion 
of death claims are paid promptly by 


the companies without question. 

The interpretation of war clause re- 
lationship to the Korean situation pro- 
duced some of the interesting legal de- 
velopments of the past year, Mr. Kastner 





brought out, with ae: “tread” of de- 
(Continued from Page 5) 
Seventeen people operating a_ school 
larger than Yale University with the 
nation as its classroom. 
“With the importance which LUTC 
has achieved goes an obligation well 


recognized by its headquarters staff and 
board of trustees to constantly improve 
the LUTC course so that it represents 
the best sales ideas and information 
available, presented in the most effective 
manner possible” Mr. Powell concluded. 
“The Council’s officers, board, committee 
members and headquarters staff are 
continuously working to increase the 
effectiveness of LUTC’s performance.” 


cisions in such cases favorable to the 
companies, the majority of the rulings 
being that the Korean fighting by our 
troops constituted a “war” within the 
meaning of the war clauses of the af- 
fected policies. 

Other 1953-54 litigation reviewed by 
Mr. Kastner related to such matters as 
Aviation, Murder of Insured, the 
Soldiers’ and Sailors’ Civil Relief Act, 
Disappearance of Insured, Insurance 
Company _ Regulation, Supplementary 
Contracts, Taxation, etc. He went into 
some detail regarding key cases under 
each of these major subjects of interest 
to life insurance company counsel. 


McDonald Airline Director 


Edwin C. McDonald, vice president of 
Group insurance activities, Metropolitan 
Life, has been elected a member of the 
board of National Airlines, Inc. He is 
also on boards of the Royal Bank of 
Canada, the Royal Trust Co. of New 
York and the Culver Educational Foun- 
dation of Culver, Ind. He is an alumnus 
of Culver as is his son. 

At one time Mr. McDonald was vice 
president of Metropolitan Life in chi irge 
of its Can: diz in oper rations at company ’s 
head office in Ottawa and is a former 
president of Canadian Life Insurance 
Officers Association. 




























ASSETS OVER $160,000,000 


Insurance in Force Over $840,000,000 
Paid to Policyowners and Beneficiaries 
Over $117,000,000 
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Hes more than a 
life insurance agent 


Southland Life Agents are 

more than men just selling 
insurance. They reflect the very 
human approach 

Southland Life itself takes to life 
and its problems. It’s an 

attitude that makes for wonderful 
relationships both between 
personnel and management... 
and agent and client. 


Southland Life Agents do 

a better, more personal job 
because the company regards them 
as individuals with problems 
and objectives too. The result 

is a better job for the company 
...and increased earnings 

and achievement satisfaction 

for the agent. 


Details on how to become 
a Southland Life Agent are yours 
by writing the Home Office. 


Southland 


Dallas 


Home Office ¢ 
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R. M. Sale, Ford of Canada, 
Tells Expanding Economy 





Copyright by Karsh 


RHYS M. SALE 


Several aspects of the expanding 
economy of Canada were discussed be- 
ALC by Rhys M. Sale, president 
Motor Co., of Canada. 

Canada is 


fore 
of Ford 

“Economically, one of the 
world’s fastest nations,” said 
Mr. Sale. “Our rate of ex- 
pansion surpasses that of the United 
States or the United Kingdom. On a 
per capita Canada is 


growing 
post-war 


basis, first among 


the major trading nations of the world. 
New 
been set each year for the past 15 years. 
The 
engaged in manufacturing—26%—is the 
as that in the United States, the 
greatest industrial nation on earth. 

“Our national strength lies mainly in 
two things—the vigor, enterprise and 
pioneering spirit of our people, and in 
our great variety of natural resources 
of high quality which can be developed 
at low and sold abroad at com- 
petitive prices. We produce more news- 
print, nickel, asbestos and platinum than 
any other nation. Canada is second in 
the world’s output of hydro-electric 
power, pulp, aluminum, gold, zinc, ura- 
nium, magnesium and_ titanium, and 
third in the production of silver, cad- 
mium, cobalt and sawn lumber. 


industrial production records have 


proportion of our working force 


Same 


cost 


Roederer Phoenix Mutual 
Home Office Field Manager 


Edward L. Roederer, field supervisor 
for Phoenix Mutual Life for the past 
year, has been advanced to field mana- 
ger. A graduate of lowa Wesleyan Col- 


lege, Mr. Roederer was a high school 
teacher and coach for six years and 
served as a major in the U. S. Army 


during World War II. When he joined 
Phoenix Mutual’s Kansas City Agency 
in 1952, he had been admissions coun- 
selor at Drake University for the pre- 
ceding five years. 

During his first full year with Phoenix 
Mutual, Mr. Roederer led all other first 
year men in his company to qualify for 


the Million Dollar Round Table. In 
1953, he was selected to attend the home 
office supervisors training school at 


Hartford and, upon graduation, received 
additional man igement training in sev- 
eral of the company’s larger metropoli- 
tan agencies. 

Mr. Roederer’s headquarters will be 
at the home office. He will be engaged 
in promoting the company’s salary allot- 
ment business as well as in other field 
supervision assignments. 
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The 85th Annual Report of the Acacia 

Mutual Life Insurance Company 

was written by Acacia’s Board of 

Directors as a tribute to President 

William Montgomery’s 60 years of 
outstanding leadership asthe Com- 
pany’s Directing Head. 


AL iF 


U 
WASHINGTON 


Within the pages of Acacia’s 85th Annual Report lies a story 
unique and heretofore unpublished in complete form. This is the 
story of one man and one company but it spans 60 years of outstanding 
life insurance history. The events that reveal William Montgomery 
as he really is, and reveal his devotion to duty and staunch inspired 
leadership have never before been told because until this year Mr. 


Montgomery has personally written every Annual Report since 1893. 


Acacia’s 85th Annual Report is a document in the annals of 
American life insurance history that everyone associated with the in- 


dustry will be interested in reading. 


It is doubly significant that at the time Acacia’s Board of Di- 
rectors presented this Annual Report to President Montgomery Acacians 
from all over the land gathered together to participate in the dedication 
of Acacia’s new Home Office addition. In re-dedicating themselves 
to service more than 1500 Acacia field men and employees dedicated 
this ultra-modern structure to even better service to policyholders. 

Copies of this Annual Report may be obtained by writing to 


Acacia’s Home Office. 


RANCE CO. 


Washington, D. C. 


ACACIA M 


Home Office 
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Manufacturers Life’s 
New Low Cost Policy 


WHOLE LIFE PARTICIPATING 


Features Low Premium and Favorable 
Dividend Scale; Minimum 
Issue $7,500 


Manufacturers Life has just an- 
nounced the latest addition to its agent’s 
sales kits—a new Preferred Whole Life 
Participating policy with low premiums 
and net outlay (premium less dividend). 

The new policy has a very favorable 
dividend scale for a plan featuring such 
a low guaranteed premium and a divi- 
dend is payable at the end of the first 


policy year. Total disability waiver of 
premium may be included for slight ex- 
tra cost. 

Available to substandard as well as 
standard lives aged 0 to 80, the policy 
has a minimum issue of $7,500, an im- 
portant factor in making the low net 


premium possible. An extremely low 
cost maximum protection type of “pack- 
age,” can be achieved by combining 


Manufacturers Life’s Family Income 
Benefit with this plan. 

The company also reduced premium 
rates for its non-par. G.M.P. plan. This 
policy has a low guaranteed premium 
and the same cash values as the Par 
policy It, too, has a $7,500 minimum 


and can be written substandard. 

For coverage of smaller amounts than 
7,500, the company offers a Life Paid- 
‘p at 85 policy and this protection can 


$ 
I 
be obtained in amounts from $1,000. 


Salt Lake City Manager 
For Kansas City Life 


Conrad E. Jarman has been named 
manager of the Salt Lake City division 
of the Hunter & Hunter general agency, 


Kansas City Life 


Mr. Jarman who joined Kansas City 
Life in September, 1953 later became 
assistant to the a Ernest Halverson, 


manager of the agency, in the appoint- 


ment and training of new agents. 

Mr. Jarman was graduated from the 
Universitv of Utah in 1948 with a B.S 
degree. He majored in Business Admin- 
istration. In 1950, he joined Merrill, 
Lynch, Pierce, Fenner & Beane, invest- 
ment brokers, in New York City, in the 
ns department. He swas_ trans- 


and was employed 
vartment there dur- 
The following year, 


ferred to Los Angeles, 
in the commodity dey 


ing 1950 and 51 


he held the position of commodity man- 
ager for the same firm, at Salt Lake 
City, before joining Kansas City Life, 
in September, 1953. 


Maximum Retention Limits 
Increased by State Mutual 


Maximum retention limits for most 
ages on life, endowment and term poli- 
cies have been sharply increased by the 
State Mutual Life, according to an an- 
nouncement by Charles F. Harris, second 


vice president. 

From age 20 through 50 the life and 
endowmen retention limit, formerly 
$125,000, has been raised to $175,000. In 
creases of $50,000 have also been put 
into effect for ages 51 through 55 and 


56 through 60 so that the maximum 
now $150,000 and $125,000 
From age 61 through 65 
been raised $25,000 so the 
$75,000. Substantial in- 
ss limits have also 


amounts are 
respectively. 
i Nee te Ba 
the limit has 
retention 1s now 
creases on special cla 
been adopted 

Term, family income, mortgage re- 
demption and family maintenance re 
tentions have been expanded and limits 





for the waiver of premium provision 
ave been increas sed to coincide with the 
new retention ale 
This is the third time in the past 
seven years that State Mutual has in- 
creased its retention limits, which pre- 
viously had been increased only twice 


in more than 50 years. 


Manhattan Life Qualifiers 
For Company Honor Club 


Nineteen Manhattan Life field 
have already qualified as charter mem- 
bers of the Early Birds Chapter of the 
Manhattan Club, recently announced by 
the home office. Each has been sent his 
button by 


men 


membership card and lapel 


Board Chairman J. P. 
with a congratulatory 


Fordyce, along 
letter. To be a 
charter member, a field man _ must 
achieve Manhattan Club qualification be- 
October 31 He can be- 
come a regular member of the Early 
Birds by qualifying before January 1, 
1955, one month prior to the final quali- 
fication date. 

The Sobel Agency, Philadelphia, leads 
so far in number qualified as charter 
members, with three. They are: Herbzcrt 
Edelstein, CLU; Theodore R. Tillman, 
and Theodore H. Scipio. The Hoffman 
Agency, Buffalo, N. Y., has two men 
qualified, Bernard B. Hoffman, CLU and 
Santo S. Colicchia. Two west coast 
agencies, Grosten in Los Angeles, and 
Schloen-Levey, Beverly Hills, Cal., also 
have two each. Grosten qualifiers 
are Anne Frimkess and Alfred M. 
Schlesinger. Harry Levey and William J. 
Schloen, Jr., both life members of the 
Million Dollar Round Table, are the 
qualifiers from the agency in which they 
are partners. 

Others already charter members are: 
Clarence Spencer, general agent, Tren- 
ton, N. J.; Peter A. Peyser, Peyser 
Agency, New York; Morris L. Harmelin, 
Max Harmelin Agency, Newark, N. J.; 
Sam J. Stone, Peoria, IIll., general agent; 
William A. Vorhauer, Chic: ago general 


fore this year. 


agent; Elsa Edwards, Kelley-Baum, De- 
troit; Nicholas J. Dop, Jr., ee 
Agency, Chicago; Tom Connolly, ee 
W. Campbell Agency, Sacramento; 
George Kwok, Fixa Agency, San Fran- 
cisco, and Richard E. Smith, CLU, 
Lebie; Haynes, Co., Inc., Seattle, Wash., 


general agents. 


PIONEERS IN 
INCOME PROTECTION 





Non-Cancellable, Guaranteed Renewable 
Sickness & Accident Income Protection 
and Family Hospitalization 








JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


7 Participating Life Insurance 


7 All Forms of Group Insurance 


Expanding Business Provides Openings for Qualified 
General Agents. Full Time Representatives Only 





OYAL Protective Lire INSURANCE COMPANY 


MASSACHUSETTS 





BOSTON 15, 


Pacific Mutual’s Group 
In Force Gains by 25% 


Ralph J. Walker, vice president in ‘1 
charge of the Group department, Pacific * 
Mutual Life, announced that the com- 
pany had more than _ $500,000,000 of 


Group life insurance in force, represent- 
an increase of more than 25% dur- 
This volume has 


sales 


ing 
ing the past 12 months. 
been attained through 22 Group 
offices which have established in 
principal cities the United 
States during the past five years. 

In addition to this amount of Group 
life the 
also insuring Group accident and health 
policies involving in excess of $19,000,000 


been 
throughout 


insurance in force company is 


of combined annual premium and Group 
annuity plans involving more than $7,- 
000,000 of annual premium. 


























“A 


Get Awards at Hays Agency 





To win the award of the Order of the 


the Gene Hays agency of 
New England Mutual Life at Boston 
the recipient must pay for a quarter 
million, achieve 16 consecutive weeks’ 
production and complete certain training 
requirements in the first year under 
contract. Shown receiving the vases 
from General Agent Hays (right) are, 
left to right, Alvin W. White, Robert 
J. Kaler and William R. Sapers. 


Blue Vase at 


Brokerage Supervisor for 
E. L. Rosenbaum Agencv 


The Edward L. Rosenbaum Agency in 
New York of Mutual Benefit Life. 
Newark, announced the appointment of 
Martin E. Monat as brokerage super- 
visor. 

Mr. Monat began his insurance career 
in 1936, shortly after completing his 
education in industrial electrical engi- 


neering at Pratt Institute. He devoted 
all of his time to the life insurance 
business until 1940 when he branched 


out into the general insurance brokerage 
field. During his years in the insurance 
brokerage field he continued his studies 
and personal production of life insurance. 


Ordinary Sales Leader 


Minnesota showed the greatest rate 
of increase in Ordinary life insurance 
sales in August with Idaho and North 
Dakota tied for second, it is reported 
by the Life Insurance Agency Man- 
agement Association, which has analyzed 
August sales by states and leading cities 
Countrvwide, Ordinary business — in- 


creased 9% in August, compared with 
August, 1953, while Minnesota sales 
gained 27%, and Idaho and North 
Dakota 23%. 

For the first eight months, with na- 
tional ordinary sales up 5% from the 


year before, Arizona led with an increase 
of 19%, with North Dakota in second 
place, up 15% from the corresponding 
period of last year. 

Among the large cities, Cleveland 
showed the greatest rate of increase for 
August, with a gain of 18%. Detroit was 
next, with purchases of 10%. Boston 
led for the eight months with a gain 
of 10%. 
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LUTC to Occupy Joint 
Quarters With NALU 


UNANIMOUS VOTE OF TRUSTEES 


LUTC President E. L. G. Zalinski Feels 
Interest of Industry Best Served 
Through Joint Headquarters 





Edmund L. G. Zalinski, president, Life 
Underwriter Training Council,  an- 
nounced that the LUTC board of trus- 
tees has decided by unanimous vote to 
establish joint headquarters with the 
National Association of Life Under- 
write TS in Washington, D. C, as 
NALU’s tenant subject to the following 
conditions: 

That an LUTC representative be 
added as an_ ex-officio member of 
NALU’s location committee. 

That the choice of site and all other 
particulars with respect to the proposed 
building as they affect LUTC’s interests 
be subject to ‘the approval of LUTC’s 
board of trustees. 

That LUTC’s agreement to move to 
Washington, D. C.,, as the tenant of 
NALU is further subject to the stipula- 
tions outlined by LUTC’s board in a 
resolution adopted on December 7, 1953. 
This resolution reads in part as follows: 

“Resolved that LUTC is presently dis- 
posed to move with NALU to the lat- 
ter’s proposed new headquarters (in 
Washington, D. C.) as being in the best 
interests of both organizations pro- 
vided further: 

“a. That the terms of tenancy pro- 
posed by NALU be found acceptable to 
LUTC, this being taken to include the 
choice of a suitable site, satisfactory ar- 
rangements as to facilities, space, work- 
ing conditions and rental rates under 
a lease of 5 or 10-years’ duration with 
privilege to renew. 

“b. That LUTC will reserve its final 
decision until NALU has _ selected its 
location and structure. 

That it shall be mutually under- 
stood that the proposed relationship of 
tenant and landlord between LUTC and 
NALU shall not be expected or pre- 
sumed to alter the present relations be- 
tween the two or to diminish LUTC 
autonomy in any way.” 


H. R. Hill, LUTC Representative 


Mr. Zalinski stated that Herbert R. 
Hill, CLU, manager for Life of Virginia 
in Richmond and LUTC’s vice president, 
would serve as LUTC’s ex-officio repre- 
sentative on the NALU location com- 
mittee. He pointed out that Mr. Hill is 
an ideal choice for the a because of 
his intimate knowledge of LUTC’s re- 
quirements by reason of his position as 
vice president of the council—his famili- 
arity with NALU operations and officers 
as a former member of NALU’s board 
of trustees. 

In commenting upon LUTC’s decision 
to go to Washington, Mr. Zalinski said 
that the interests of the life insurance 
business would best be served by con- 
tinuing the close cooperation between 
LUTC and NALU which has been made 
possible through joint headquarters. The 
costs of moving plus the loss of certain 
headquarters staff personnel and present 
relationships in the New York area will 
be more than offset by the advantages 
gained in keeping these two organiza- 
tions together. 

In a letter to Mr. Zalinski, dated Sep- 
tember 28, Robert L. Walker, CLU, 
president of NALU, said that it has al- 
ways been the hope of the National As- 
sociation that LUTC would move with 

‘ALU and continue to occupy joint 
hez adquarters in the future. 


W. J. Duerscheidt, Gen. Agt. 


For Bankers National Life 
William J. Duerscheidt, CLU, has 
been appointed general agent in New 
Brunswick and vicinity for Bankers Na- 
tional Life of Montclair, N. J. He had 
Previously been associated for eight 
years with The Prudential and qualified 
for that company’s top production club 
in 1952, 


LIAMA Trainers Conference 


“Organizing a Training Program for 
Sales” is the theme for the Trainers 
Conference held in conjunction with the 
Life Insurance Agency Management's 
annual meeting, November, in Chicago. 
Sponsored by LIAMA’s education and 
training committee, the conference is 
scheduled for Thursday afternoon and 
Friday morning, November 11 and 12. 

During work sessions of the confer- 
ence, an actual training program will be 
built step-by-step. This novel method 


will include a moderating group of three, 
posing questions to a nine-man panel. 
The answers of these men must satisfy 
a jury of 13 men who will decide when 
a stage of the training program has 
been properly planned to allow the 
moderators to go on to the next phase. 

Harold W. Gardiner, CLU, 
of education and field training for 


Northwestern Mutual and chairman of 
the education and training committee, 
will moderate the conference. Horace 
R. Smith, CLU, superintendent of agen- 
cies, Connecticut Mutual, and J. Carlton 


director 


Named by Penn Mutual Life 


Harry L. Baker, Jr., has been ap- 
pointed director of sevices and supplies 
for Penn Mutual Life. A_ registered 
engineer, he formerly served as associate 
engineer for the company, with responsi- 
bility for operation of the home office 
building and for reviews and engineering 
appraisals of investmént real estate. 


Smith, CLU, educational director, 
Southwestern Life will be co-moder 
ators. . 





Ages 0 - 80 


bhwN 


Minimum amount $7. 


Available to substandard lives 


High first year dividend 


premium. 


MANUFACTURERS LIFE announces a 


REFERRED WHOLE LIFE 
PAR POLICY 


with a low net payment schedule 


CHECK THESE FEATURES 


500 5. Low rates for total disability waiver of 


6. The new plan PLUS Family Income 


Benefit makes 
maximum protection type of “package”. 


an extremely low cost 


20 YEAR SUMMARY—$10,000 FACE AMOUNT—ILLUSTRATING LOW NET PAYMENTS 


Assuming dividends taken in cash 





Age 
at issue 


Premium 


Ist year 


dividendt 


Average Annual 
net payment 
over 10 yearst 


Average Annual 
net payment 
over 20 en 











25 $169.10 
35 231.00 
45 329.30 


$21.30 
32.30 
43.10 





$142.00 
190.90 
276.00 


$134. 90 
181.80 
264.60 








PORTLAND 





LOWER RATES FOR NON-PAR 


BALTIMORE * CHICAGO ¢ CINCINNATI © CLEVELAND °¢ 
HONOLULU * LANSING * LOS ANGELES * NEWARK ¢ PHILADELPHIA ¢ PITTSBURGH 
SAGINAW ¢ SAN FRANCISCO ¢ SEATTLE 


THE 


This is not a guarantee, estimate or promise of dividends or results. It is an illustration 
based on dividends approved for distribution in 1955. 


Rates for our famous low cost Whole Life Non-par plan, 
have been reduced. The minimum policy is now $7,500. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 
DETROIT ¢ HARTFORD 


¢ SPOKANE 


Also licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


MANUFACTURERS 
INSURANCE LIFE COMPANY 





Page 12 








October 8, 1954 








Vincent B. Coffin 


Russell Memorial Award 


Gets 


J. K. TAYLOR RETIRES 


Equitable Society Manager in Louisville 
Succeeded by E. A. Vossmeyer; 
S. G. Robertson, Jr., Appointed 

Equitable Society has announced the 
retirement of J. K. Taylor as head of its 
Louisville the advancement of 
Elmore A. Vossmeyer, Nashville 
ger, to the Louisville post and the ap- 
pointment of Samuel G. Robertson, Jr., 
to succeed Mr. Vossmeyer. 

Mr. Taylor, who managed the Louis- 
ville agency for 17 years, will continue 
with the society, becoming a representa- 
tive of its city mortgage department. 
A native of Kansas City, he was for a 
associated with George A. Hormel 


agency, 
mana- 


time 
& Co. at Austin, Minn. After serving 
overseas as an Army lieutenant during 
World War I, he joined the Equitable 
at Oklahoma City in 1919 as an agent. 
The society transferred Mr. Taylor 
to Kansas City in 1925 as assistant 
manager. The following year he re- 


turned to Oklahoma and became district 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 








HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 











Ex-Budget Director Dodge 
Back on Equitable Board 





To Meet in N. Y. on Employe 
Benefit Plan Trends 


manager at Tulsa where he developed Joseph M. Dodge, who resigned from The program ‘tor ‘the. Gelth canal 








one of the society's three largest units. poard of trustees, Equitable of Iowa and . ‘ : : : 
He was appointed the Dayton agency’s from other boards in 1952 when he be- conference of the Council on Employe 
first manager in 1936 and was trans- came seat of the Budget director in Benefit Plans, to be held October 21-22 
VINCI . B. COFFIN ferred to Louisville in 1937 first year of the Eisenhower Administra- at Hotel Commodore, New York, * prac: 
His ae Mr, _Vossmeyer, Was tion, has returned to E quitable’s board tically complete, according to Charles E. 
” > “TTT : 5 raised in Newport, Ky., and graduated of trustees. Mr. Dodge is chairman of = YS ee ? 
Vincent B. Cotia, CLU, Hore sigue from the University of Kentucky. He the board of the Detroit Sank. Tosch, Johnson & Higgins, who is asso- 
president, Connecticut Mutual Life, was began his Equitable career in 1930 in At annual meeting of Equitable of ciate general chairman of the gathering. 
presented the John Newton Russell Brooklyn, becoming an assistant agency Jowa President F. W. Hubbell said that The following have accepted the invita- 
Memorial Award for 1954 at the fellow- manager there in 1932. He was trans- company’s paid production Ol ieworlie). Taree. speak: 
ship luncheon which climaxed the week- ferred to Cincinnati as assistant agency insurance for first eight months of 1954 cial: ia i a a 
: * ; : : manager in 1939 and to West Palm was $85,329,000, largest cumulative paid x : Pare Sie smn a 
long 65th annual convention of the Na- Beach as district manager in 1944. In volume during the first eight months of benefits, General Electric Co. — “The 
tional Association of Life Underwriters, 1950 he was named head of the Nash- the company’s 87-year old history. Com- Guaranteed Annual Wage.” 
recently in Boston. Presentation of the — ville agency. pany on August 31, 1954, had $1,343,- Fred D. Lindsey, economic research 
award was made by John D. Moynahan, Mr. Robertson, who has been mana- — 500,000 in force. Assets at that time were department, United States Chamber of 
CL U, ivecwal, Nil. MALLS sent oreabdant ger of : Vossmeyer unit, attended in excess of $524,000,000. Commerce “What Do Fringe Beneéts 
and chairman of the award committee pitied nstitute of Technology and ere Cost Today ?’ : 
ea aie cates Russell Memorial W@S.@ captain in charge of procurement Franklin Life Appoints Joseph W. Moran, New York Life; 
Award is given annually to that person !" the Army Air Force during World George C. Foust, Jr. Towers, Perrin, 
con#idered to have made a distinguished War Il. He joined Equitable in 1948 Floyd Davis Manager Forster & Crosby, and James Gillen, 
contribution to the institution of life in- through its Nashville agency, was pro- Floyd Davis has been appointed South- General Motors Corp., all of whom will 
Wei, moted to field assistant the same year west Washington area manager for discuss “The Future of Major Medical 
and named district manager in 1950. Franklin Life of Springfield, Ill. Mr. and Catastrophic Insurance Benefits.” ; 
Davis will maintain headquarters in E. A. Van Steenwyk, executive di- 


rector, Associated Hospital Service of 


Olympia and Shelton for the five coun- 
: hiladelphia, who will view the question 


Outlives Mortality Table 





William H. Miller, 96-year-old Madi- Woods Publicity Director Pecife any em Paice ee “Hospitalization and Surgical Benefits 
son, Ind., businessman, recently was Republic National Life of Dallas an- A graduate of Washington State Col- —Insured or Blue Cross?” An insurance 
paid the face amount of his life insur-  nounces the appointment of Edward G. lege, Davis was formerly associated with Company representative, soon to be an- 
ance policy with Union Central Life of | Woods as director of publicity and ad- the West Coast Life as district manager, nounced, will also discuss this question. 
Cincinnati ; vertising. He formerly was public re- and was a member of that company’s Jay Lindower, manager, retirement de- 

Despite the fact that he has outlived — lations aad advertising manager for  Forty-niners Leading Producers Club. In partment, Owens-Illinois Glass Co.— 
his calculated longevity Mr. Miller is United Bankers Life of Dallas and had his new association with the Franklin “Continuance of Group Insurance After 
active in the lumber business that he been assistant editor of the Insurance Life he will combine personal production Retirement.” 
established in Madison, continues to be Record. with agency development. Robert K. Burns, executive officer, In- 
interested in community banking and ; dustrial Relations Center, University of 
building and loan affairs and drives his Chicago, and C. Victor Johnson, in- 
own car dustrial relations staff, Socony-Vacuum 

\ check for the amount of his insur- EMPIRE STATE Oil Co., New York, will both discuss 
ance was turned over to Mr. Miller by eee “Preparation for Retirement.” 

Richard S. Rust, Sr., vice president and Equipped for Outstanding Brokerage Service Charles W. Farnum, vice president, 
secretarv of Union Central Bankers Trust Co., New York—“How 
: Should the Pension Trust Dollar Be 


WRITING 
- Life, Accident & Health, Hospital and Group. 


. Preferred, Limited Pay, Endowment, Savings 
Plans, Retirement, Reducing Term for 
Mortgage, Juvenile. 


Invested ?” 

Three additional topics as follows are 
scheduled for open forum discussion: 
“Retirement Procedures,’ discussion 
leader, Dwight S. Sargent, Consolidated 


ALL LINES .... 


Great-West Life Announces ALL POLICIES . . . 


D. W. Cameron Appointment 





Great-West Life has appointed Donald ALL BENEFITS . . . .Premium waiver, Double Indemnity, Family Edison Co. of New York; “Supplementa- 
W. Cameron as personnel assistant at Income, Family Maintenance. tion of Workmen’s Compensation,” dis- 
head office. He has been associated wvit! ALL RISKS. . . . . .We will write substandard on ANY cussion leader, A. M. Wilson, A. & H. 
the personnel department for the last POLICY WE ISSUE. assistant manager, Liberty Mutual; 
t av veh \ Mr. Cameron i 0h “ig “wd We have an excellent agency contract for Surplus Line Producers. For details, write: Mg ag ene er 
calimeny: ia the wolley ‘chuohens Gin’ EMPIRE STATE MUTUAL LIFE INSURANCE CO. eon ie Een co 

Life Home Office: Jamestown, N. Y General chetee of the conference 


ment in 1948 He is Fellow of 
NEW YORK OFFICE: 60 EAST 42nd STREET will be Walter E. Klint, assistant general 


and a 











O Management Association 
_ ctor fs the Pe -rsonnel \ssociation of M. O. Doolittle, President P. E. Tumblety, First Vice President manager, industrial relations, Continental 
iter innipeg Can Co, 























INSURANCE | 
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MUTUALZ LIFE INSURANCE COMPANY 
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15 YEAR AND TERM TO AGE 65 
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MUTUALZ LIFE INSURANCE CUMPAN) 
sosTon, massacuuserrs 
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7-1070 


Ed Allen 


5, 
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BROADWAY 


Pete Smith 
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Bob Jacobs Joe Murphy 
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Assistant Vice President 


Named by Berkshire Life 





Kanter Studio 


ROBERT F. ROSENBURG 


W. Rankin Furey, president, Berk- 
shire Life, announces the appointment 
of Robert F. Rosenburg as assistant 
vice president and director of sales re- 
search. 

Mr. Rosenburg was in the actuarial 
department of Connecticut General Life 
from 1937 until 1942, when he entered 
the U. S. Air Force as an aviation cadet. 
He was commissioned a second lieutenant 
in November, 1942 and served almost 
three years with the Eighth and Ninth 
Air Forces in Europe as operations of- 
ficer, bombardment expert, and director 
of blind bombing. In the latter capacity 
he developed a mathematical system for 
precision bombing “blind,” or through 
overcast, without seeing targets and was 
the author of a book for the Air Force, 
“The Theory of Blind Bombing.” 

Upon release from the Air Force in 
December, 1945, Mr. Rosenburg returned 
to Connecticut General as supervisor of 
the actuarial change division. In April, 
1948 he became assistant to the execu- 
tive vice president and in April, 1949 
was promoted to administrative assistant 
and supervisor, sales research depart- 
ment. In January, 1951 he was named 
district manager for Connecticut General 
in western Massachusetts, but was re- 
called to the Air Force in May, 1951. 
During his recall tour, Mr. Rosenburg, 
who holds the rank of lieutenant-colonel, 
served as deputy comptroller of the At- 
lantic Division, Military Air Transport 
Service, Westover Air Force Base. 

When he was separated from the Air 
Force in March, 1953, Colonel Rosen- 
burg became assistant manager for Con- 
necticut General in Springfield, Mass. 
He goes to the Berkshire from this 
position, where, in addition to his man- 
agement duties, he has compiled an out- 
standing record in personal sales. 

Mr. Rosenburg attended the University 
of Massachusetts from 1933 to 1935, 
where he led his class scholastically for 
the two years. He spent the summer of 
1935 at the University of Vermont and 
that fall entered Williams College where 
he majored in mathematics. He was 
graduated from Williams in 1937 with 
magna cum laude distinction, highest 
final honors in mathematics, and with 
membership in Phi Beta Kappa. At 
graduation from Williams, Mr. Rosen- 
burg was named the outstanding under- 
graduate mathematician in the United 
States by The Prudential. 


George B. Baird Dead 


George B. Baird, underwriting officer 

ot Provident Life of Bismark, N. D., 
died recently at age 46 after a short 
illness. Mr. Baird had been with the 
company since 1935. 


O’Bannon Agency Moves 

The Jack O’Bannon agency, represen- 
tative for Connecticut Mutual Life in 
Buffalo, has moved to more 
quarters in the Hodge Building, 
four-story office building at 300 Dela- 
The 107-year-old agency 
Liberty 


spacious 
new 


ware Avenue. 
was formerly 
Bank Building. 

Mr. O’Bannon joined Connecticut Mu- 
tual in 1930 as a with 
the Rochester agency. 


located in the 


representative 
Nine years later 
he was named a full-time agency super- 
visor, and in 1945 succeeded Claude C. 
Jones as general agent in Buffalo. 

Mr. O’Bannon is past president of the 
Buffalo Life 


Underwriters Association. 


Group School Appointees 

Ralph J. Walker, vice president, Group 
department, Pacific Mutual Life, has an- 
nounced the assignment of 15 graduates 
of a Group school just completed to 
augment the present field sales organ- 
ization. The six weeks of intensive train- 
ing of these men included instruction 
in the fundamentals of Group  under- 
writing, administration and sales pro- 
cedures. 





Monday thru Friday. 


parties—Phone WOrth 2-2514. 





EMIL'S FINE RESTAURANTS 


“New York Rendezvous for Insurance People” 


23 Park Row (Opp. Woolworth Bldg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar till midnight 


Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 








John Hancock Employes 
Club Elects Officers 


Boston—More than 600 members of 
the home office of John Hancock Mutual 
Life with 25 or more years of service 
attended a banquet at which President 
Paul F. Clark was host and _ principal 
spe: ker last week at the Hote: Statter 
Following an informal reception and din- 
ner held in the Imperial Ballroom, mem 
bers of the Hancock Quarter Century 
Club who represented more than 20,000 
years of combined service with the com- 
pany held a business meeting at which 
new members were welcomed and new 
officers elected for the following year. 
To each of the 55 employes who quali- 
fied for membership this year, Mr. Clark 
presented a silver Paul Revere bowl. En- 
tertainment and dancing followed the 
business meeting. 


Elected as new officers of the Club 
were Kenneth F. Maclver of burling 
ton, president; James A. Pierce of Lex 
ington, vice president; Eleanor M. 
Purcell of Somerville, secretary; Mildred 
\. Gardner of West Newton and Wil- 
liam J. McDonough of West Medway, 
directors. Seated at the head table with 
Mr. Clark were 14 members who have 
been with the company for 45 years or 
more, and company officers and mem 
bers of the board of directors with 25 
years of service 

Members who helped plan for the 
Quarter Century Dinner included Ken- 


neth F. Maclver, Ivor V. Campbell of 
Braintree, Walter A. Wallstorm ot 
Arlington, Helen F. Coburn of Stone 


ham, Elizabeth K. Webber of Boston, 
Gertrude Rowbotham of Dorchester, Ida 
Cambridge, Antonio La 


Chambers of 
and Raymond 


Bollita of Dorchester, 
Saumsiegle of Norwood. 











GEORGE SACKS 


Springfield, Illinois 
Dear Sir: 





short a time. 











not attain a similar objective... 


“I averaged a sale a 


day for three years” 


Chas. E. Becker, President 
Franklin Life Insurance Company 


I completed my sixth full year with Franklin yesterday and it makes me ex- 
ceedingly happy to ponder over the things I have been able to accomplish in so 


My opinion as a newcomer to the insurance business, was that a man should 
be able to retire in 20 years. With the degree of success I have been able to attain 
I really believe I could retire within a 10 year period from the date of my contract 
with Franklin. However, I doubt if I will ever stop working entirely. 

I get a bang selling our Exclusives and my bank account gets a “boom.” Yes- 
terday, I made five sales for a total of approximately $400 in premiums. . 
sales consisted of two PPIP, two Home Protectors, one Ordinary Life. 

I never count my volume but concentrate entirely cn the number of sales made 

. . always aim for one sale per day and am happy to state that I have averaged a 
sale a day for the past three years. By adhering to this objective, the volume takes 
care of itself, but more important, it also provides me with commission checks 
greatly in excess of my needs. 

In celebrating my sixth anniversary with Franklin I want you to know how 
happy I am. I see no reason why the average man who gets started with us could 
if he really wants financial independence. To me 
there is nothing “extraordinary” about making a sale a day in the “Ordinary” busi- 
ness when one has PPIP, JISP, and Home Protector in his sales kits. 

Sincerely, 
George Sacks 


An agent cannot long travel at a faster gait than the company he represents 





Lhe Friendly 


FRANIKLIN LIF 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


Lansdale, Pa. | 
August 1, 1954 | 


. the 


INSURANCE 
COMPANY 














DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million Dollars of Insurance in Force 
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Life Advertisers Ass’n at Cincinnati 


Grant Makes Hit With LAA in 
Talk on Advertising, Public Relations 


informative of the 
meeting 


One of the most 
addresses given at the 
last week of the Life Advertisers Asso 
ciation was that of W. T. Grant, chair- 
Men’s As 


and 


annual 


Business 
the LAA 
his personal thoughts 


man of the board, 


surance, who gave men 


women some of 
on advertising, sales promotion and pub- 
many years of 
experience in the life and A. & H. busi- 
ness. It might well have been sub-titled 
“The Miracle of Life Insurance” for this 


lic relations, based on 


advertising. In our own copy and sales 
material we try to use the very mini- 
mum of words and the maximum of 
colorful pictures. I am always impressed 
with the impact of billboards and of the 
pictorial type of ads that appear in our 
national magazines—ads in which the 
story is told in just a few words but 
it’s a mighty impressive story.” 
Sales Promotion 

Speaking of sales promotion, Mr. 
Grant remarked that it plays a mighty 
important part in the sale of insurance. 
He suggested that “whenever possible 





Group Snapped at LAA Meeting 





Reading left to right—William Ellis, American Mutual of Des Moines; Helen 
Hogg, Provident Mutual; Robert Adams, Provident Mutual; Paul L. Troth, New 
York Life; W. T. Grant, chairman of the board, Business Men’s Assurance; Mar- 
garet Divver, John Hancock Mutual. 


was prominently headlined in his ad- 


dress 
Giving his first consideration to ad- 
vertising, Mr. Grant said: “It seems to 


me there is probably no other industry 


more creative ability is dis- 


played in the approach to 
problems. Some of you in your company 


in which 
advertising 


advertising have created a style in which 
you constantly repeat the company name 


and characteristics of your company. | 


see this type frequently in the insurance 


trade press and commend you for the 


manner in which this is ac- 
complished. . . . You 


did job also in emphasizing ways to help 


intriguing 
are doing a splen- 


your fieldmen enjoy greater success. And 
you are doing an equally effective job 
in emphasizing special plans of protec- 
tion intended to appeal to certain types 
of policyowners, and also the complete- 
ness of your service in hope that pros- 
pects will recognize that their insurance 
programs are incomplete.” 

Mr. Grant then made one suggestion: 
“Because all of us are so close to the 
picture we may sometimes lose sight of 
what we can call ‘the miracle of 
life insurance.’ | hope all of us will 


best 


let some of the men in the field see new 
sales forms... let them try out a 
new promotion idea and find what kind 
of an impression it makes. If you do so, 
you may discover that you are not 
getting your idea over to the public. 

“If your company is a stock company 
and contracts are issued at fixed rates, 
I suggest you do not prepare sales ma- 
terial in which the word ‘non-participat- 
ing’ is used. That is sure to be a nega- 
tive term in the mind of the prospect. 
Suppose you were to ask the first dozen 
men you called on whether in event of 
increasing their insurance program they 
would select a contract on a ‘participat- 
ing’ or ‘non-participating’ plan. Unless 
they were insurance men or more 
familiar with commonly used insurance 
terms than the average prospect, the 
great majority would select ‘participat- 
ing.’ Naturally they would want to ‘par- 
ticipate’ in anything that sounded good 
to them. 

“On the other hand, if you asked the 
same group whether they would prefer 
a ‘guaranteed’ rate or an ‘estimated’ 
rate, you would be almost sure to find 








with Marvin Johnson. He 
November 1948 as an agent. 


to Staff Supervisor. 
Manager at Harlingen, Texas. 
f g 





Club since its inception. 


A working contract 





can be devised. 


ANICO representatives are 
Anico’s best advertisements 


MARVIN C. JOHNSON, District Mgr.,—Harlingen, Tex. 

t tories involve a lengthy span of time, but not so 
oe ol ing ima associated with ANICO in 
Shortly thereafter, because of his 


outstanding production and ability, Mr. Johnson was promoted 
In March 1954, Mr. Johnson became District 
His performance has always been 
as e by the fact that he is a Life Member 
of the President’s Club and has qualified for membership in the 


that permits outstanding earnings. 
Policies that stand out in value against any competition. 
A management philosophy that is based on the axiom that 
a company succeeds only when its agency force succeeds. 
The most modern and effective selling aid program that 


For information without obligation 
address “Executive Vice-President” 


AMERICAN NATIONAL 


W. L. MOODY, JR., PRESIDENT 







































Jnrurance mpuny 


GALVESTON, TEXAS 













Two LAA Workshops Set 
For April, ’55 in St. Louis 


M. S. CROCKFORD MAKES REPORT 





Editorial and Sales Promotion Problems 
To Be Studied; Reimer and Heim- 


burg Respective Directors 


Morgan S. Crockford, secretary of 
Excelsior Life, did a good job as educa- 
tional chairman of Life Advertisers As- 
sociation in reporting at last week’s an- 
nual meeting.in Cincinnati on the forth- 
coming LAA workshops to be conducted 
at Hotel Sheraton, St. Louis, next April. 
This is one of the most ambitious proj- 
ects conducted by the LAA and judging 
from the keen interest expressed fol- 
lowing Mr. Crockford’s talk the attend- 
ance at “this venture in cooperative 
education” will be good. 


Editorial and sales promotion prob- 





an equal majority selecting the guaran- 
teed plan. The terms the salesmen will 
use are those you put into their hands 
to use. You could hardly imagine a 
mutual company calling their plan an 
‘estimated rate plan.’ Why, then, should 
you with stock companies describe your 
plan in a negative term? The word ‘non- 
participating’ has not appeared in any 
BMA literature or communication for 
many years. I hope it never will. This 
is said without any reflection upon the 
mutual companies, but merely to em- 
phasize that each of you in justice to 
your respective companies and to the 
salesmen upon whom your job finally 
depends must use terms most advanta- 
(Continued on Page 66) 


lems will be treated respectively at the 
two 1955 workshops, both of which are 
scheduled to start Sunday evening, April 
3, with a joint session on “Why Come 
to a Workshop?” William E. Reimer, 
Jr., supervisor of publications, Provident 
Mutual Life, will direct the workshop 
on editorial matters. It will embrace 
how to plan, prepare and edit company 
publications so as “to be of greatest 
interest to readers and to achieve com- 
pany objectives.” The workshops will 
close after luncheon Friday, April 8. 

William C. Heimburg of New York 
Life’s sales promotion division will di- 
rect the workshop on sales promotion. 
It will cover “how to plan, develop and 
produce effective sales promotional ma- 
terials which will help field underwriters 
become more productive. .. .” 

The workshop faculty (in addition to 
Directors Reimer and Heimburg) will 
be Jack A. Buckley, Jr., sales promotion 
director, Guardian Life of New York; 
Warren F. Reuber, advertising assistant, 
Connecticut Mutual Life; George I. 
Powell, sales promotion manager, Great- 
West Life; Ed S. Wescott, director of 
A. & H. sales, Bankers Life of Ne- 
braska; K. K. Wunsch, publicity mana- 
ger, Northwestern National Life, and 
Stanley M. Richman, vice president, 
General American Life, who will coor- 
dinate a day of special speakers on en- 
graving, type, art layouts, etc. 

Tuition fee will be $100 which covers 
all expenses at the hotel. 

Mr. Crockford is succeeded as educa- 
tional chairman by Gordon Hull, di- 
rector of sales service, Mutual Benefit 
Life, while A. William Evans of General 
American Life, has been named business 
manager for the LAA workshops. Pro- 
motion manager is William O’Brien of 
Standard of Indiana. 








remember to keep before our prospects 
the story of the miracle that life insur- 
ance alone can perform for the average 


which is a retirement income type of policy with a 


ie did we realize that we formed a small 
$10,000 minimum and an unbeatable premium. 


snowball when we came out with a high-minimum 









man “0 epson ' a seg hg _ 7 low-premium type of policy over a year ago. At We're most pleased to see our older and bigger 
a a great believer slogans. a : peg ihe 2 
can just see those phrases, ‘Strong as that time we designed our “Gold Standard” — brothers in‘ the industry now coming out with the 


same type of policies. If your company hasn't done 
so we suggest they do, for the sales results are 
terrific. It's sure fun watching our idea snowball. 


Marry VU. Wade, President 


GENERAL AGENCIES OPEN IN Arkansas + 
Florida * Georgic 
Maryland « 


see ¢ 


Tenness 


$15,000 minimum face ordinary life policy with the 
lowest premium of any U. S. company for a similar 
policy. This year we designed our “Golden Years” 


the Rock of Gibraltar,’ ‘Good to the Last 
Drop, ‘It Floats’ and ‘Ask the Man 
Who Owns One.’ So, if you don’t have 
a slogan or some catchy phrase to which 
you can tie the story of your company 
and your service, | strongly recommend 
that you adopt one. | recognize that 
BMA has not done a good enough job 
on this score but I am confident we are 
going to do better. 

“I am also a strong believer in visual 
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Dixon Trueblood Made 
Occidental Life V.P. 

WIDELY KNOWN P. R. DIRECTOR 

With California " Caiaaaiitens Nearly 20 


Years; Active in Life Advertisers 
Assn. and Other Groups 





H. Dixon Trueblood, director of pub- 
lic relations and advertising for Occi- 
dental Life of California and one of 
the most widely known sales promotion 





H. DIXON TRUEBLOOD 


executives in the country, has been 
elected a vice president of Occidental 
Life, it was announced by Horace W. 
Brower, president of the company. 

Mr. Trueblood’s new position as an 
executive of the company recognizes 
nearly two decades of service to Occi- 
dental since he joined its agency de- 
partment in 1935. He was progressively 
editor of publications, agency secretary 
and director of advertising in the years 
prior to 1952 at which time the present 
department was esté iblished to handle 
the company’s public relations, advertis- 
ing, sales promotion and communica- 
tions activities. As a vice president 
Mr. Trueblood will continue to head this 
department, President Brower said. 

A native of Marion, Indiana, Mr. 
Trueblood graduated with Phi Beta 
Kappa honors from Indiana University 








SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 














in 1928. He is also a member of Sigma 
Delta Chi, professional journalism fra- 
ternity. Before joining Occidental, he 
was editor of the Agency Bulletin and 
then district supervisor in agency liai- 
son work for the Union Central Life, 
later gaining field experience in selling 
both life and general insurance lines. 

Mr. Trueblood is vice president of 
the Southern California Chapter of Pub- 
lic Relations Society of America, and 
was a member of the Life Advertisers 
Association executive committee for the 
year just closed. He is also active in the 
public relations program of Occidental 
College in Los Angeles. 


Old Stockholders Appeal 
In Pacific Mutual Case 


Los Angeles, Cal.—California Supreme 
Court, following oral arguments here, 
has taken under submission the appeal 
of a group of stockholders of the Pacific 
Mutual Life of California (old company) 
from the decision of both the Superior 
Court of Los Angeles County and the 
District Court of Appeals approving the 
reinsurance and rehabilitation agreement 
providing for the mutualization of the 
Pacific Mutual Life Insurance Co. (new 
company) Under California statutes the 
Supreme Court is required to render its 
decision in 90 days, unless it seeks fur- 
ther information in the matter. 

Stockholders of the old company mak- 
ing the appeal include: Samuel K. 
Rindge, Frank Gentles, William H. 
Jack, Don F. Gates, Rudolph H. Brand, 
Randolph Caldwell and Francis V. Nixon. 


John Hancock’s New Group 
Field Underwriting Unit 


A new Group field underwriting unit, 
responsible for the coordination of un- 
derwriting efforts with field operations, 
has been set up in the Group underwrit- 
ing department of the John Hancock. The 
creation of the new unit is in keeping 
with the Hancock’s policy of decentraliz- 
ing underwriting activities in line with 
modern management trends. 

In announcing the formation of the 
new unit, Vice President Edward A. 
Green said, “It is expected that this 
program will be of substantial value 
in increasing the effectiveness of both 
the underwriters and field representa- 
tives.’ 

The unit is under the over-all direction 
of Melvin F. Olson, director of Group 
underwriting. Herbert L. Schneiner, 
former manager of the Group underwrit- 
ing division, has been designated director 
of Group field underwriting. Anthony J. 
Sabelli has been transferred from the 
New York and New Jersey underwriting 
area in the home office, to assist in the 
development and execution of the new 
program. 

Several other promotions were in- 
volved. Irving M. Barrows, formerly as- 
sistant manager of the Group underwrit- 
ing division, becomes manager. Clarence 
O. Fitzgerald, formerly area underwriter 
for the middle western states, has been 
promoted to assistant manager, and 
George R. Hoell becomes area under- 
writer for the middle western states. 















“...Have You Heard? 


PosTAl LIFE 


511 FIFTH AVENUE NEW YORK 17, NEW YORK 


-.- What Postal did for me?” 
.--*Here’s how Postal 
helped me place a case...” 


“Postal got me out of a real 
sales jam”’...“I had a com- 
plicated case with four ex- 
ecutives for $50,000 each— 
the Postal GA really showed 
me how to handle it.” 


Yes, word gets around the 
street, one Broker tells an- 
other... that’s why Postal 
is so highly thought of by 
those “in the know”. Here’s 
Brokerage service, variety 
of policies, and underwrit- 
ing at its best. 


You should know about this 
service, too. Try us on one 
or two cases. Today! 


GEORGE KOLODNY, President 








Robert D. Slimmon Named 
By Aetna at Bridgeport 


Establishment of a new general agency 
of Aetna Life at Bridgeport, and the ap- 
pointment of Robert D. Slimmon as gen- 
eral agent, has been announced by 
Robert B. Coolidge, vice president. 

The new general agency, the third to 
be established in Connecticut, will pro- 
vide improved and more direct service 
for Aetna Life policyholders in the Fair- 
field County area, where the amount of 
insurance protection written by the com- 
pany has more than doubled in the last 
five years. : 

A native of Hartford, Mr. Slimmon 
was educated at Westminster School and 
Yale University and after service in 
the Army during World War II entered 
the life insurance business as an estate 
control plan representative with the 
Aetna Life’s Boston general agency. He 
was later advanced to supervisor and 
four years ago was transferred to Day- 
ton, Ohio, where he rose to associate 
general agent. 

Mr. Slimmon is a member of the Day- 
ton Life Underwriters Association and 
the General Agents and Managers Asso- 
ciation. 

In addition to the main Bridgeport 
office, the new general agency has a 
district office at Stamford. 


HENRY LEVINE HEADS ASSN. 
Washington National’s General Agents 
Select Newark G. A. as President; 
Claridge V.P., Nevonen Sec.-Treas. 


Henry Levine, general agent of Wash- 
ington National in Newark, N. J., was 
elected president of that company’s Gen- 
eral Agents Association at its recent an- 
nual convention in Edgewater Beach 
Hotel, Chicago. 

Brooks Claridge, Portland, Ore., was 
elected vice president and Howard E. 
Nevonen of Los Angeles, who is vice 
president of International Association of 
A. & H. Underwriters, was named 
secretary-treasurer of the association. 
Mr. Levine served as co-chairman of the 
Leading Producers Round Table in the 
same organization. 

The board of directors in the General 
Agents Association is composed of Jeff 
3ranscom, San Francisco; J. V. Fitz- 
gerald, Storm Lake, Iowa; Marion F. 
Houston, Kansas City, Mo.; Stanley 
Olyniec, Milwaukee, and Hoyt Shore, 
Charlotte, N. C. 

President Levine announces that the 
1955 annual meeting will be held the 
latter part of next April in New York 
City. 
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Management Problems 
Seen by Noel Baker 

CHALLENGE OF NEW CONDITIONS 

Retiring LOMA President Sees Elec- 


tronic Operations and Decentrali- 
zation Big Questions 





Washington—Use of electronic equip- 
ment and the trend toward decentraliza- 
tion are the two biggest questions chal 
lenging home office management today, 
Noel S. Baker, vice president of John 
Hancock Mutual Life, told the Life 
Office Management Association in his 
address as president here last week. 

“Two relatively recent developments 
in the field of Life Office Management 
seem to me to be pin-pointing the need 
for a pretty thorough going examination 
of our pre-conceived notions of company 
operation,” said Mr. Baker. “Those two 
developments are namely: first, the 
availability of large scale electronic busi- 
ness machine equipment and second, the 
possibility already being explored by 
many companies of wr decentralization 
of functions which had always been con- 
sidered strictly home office property. 

“There is a very popular school of 
thought at this pz irticular moment that 
in view of the unique and revolutionary 
developments in the field of electronic 
equipment, that Gargantuan monster 
the mechanical brain—will dictate all fu 
ture organization structure as well as 
procedural and personnel requirements 
Sees Two Concepts Needed 


“There is another school which feels 
that by decentralizing, the home office 
work load can be spread and assimi- 
lated without recourse to complicated 
and expensive machine equipment. | 
think there has been a tendency on the 
part of management to view these two 
developments on an_ either-or basis. 
Many people feel that either a company 
makes one or the other of two policy 
decisions—either it decentralizes or it 
adopts a highly centralized organiza- 
tional pattern and uses digital computors 
or other electronic equipment of a size 
appropriate to its present and antici- 
pated work loads. I don’t feel, however, 
that these two things cancel out each 
other. I believe we will see in many 
companies a synthesis wherein both con 
cepts are employed — simultaneously. 
However, this will require highly crea 
tive, imaginative planning, as well as a 
willingness on the part of management 
to turn its back on methods and sys- 
tems which have been traditional in the 
industry. 

“Because of the tremendous impact 
the adoption of either of these two de- 
velopments under discussion will have 
on company organizational structures, 
as well as on their personnel and pro 
cedural requirements, and because thesc 
things are no longer dreams but ac 
tualities, management can no longer af 
ford the indulgence of indecision. Man 
agement faces a real challenge 

“It may seem to some of you, that | 
am approaching this entire problem of 
‘Challenge to Management’ from the 
standpoint of the larger companies. 
That is not my intention nor do I be- 
lieve it to be true. In the interest of 
economy or costs, as well as efficiency, 
there is no company, no matter how 
small, that can afford to ignore the po- 
tential gains available through the use 
of rapidly improving mechanized proce- 
dures. 

“Conversions as we have known them 
in other years were accomplished by de- 
grees. They were studies in gradualism. 
The changes involved were evolution: iry 
rather than revolutionary. The transi- 
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Solar Energy Forums at 
Industrial Conference Meet 


The rapid progress being made in the 
commercial development of solar energy 
and its impact on other energy sources 
will be highlighted at the National In 
dustrial Conference Board’s third an- 
nual atomic conference to be held Octo- 
ber 13, 14, 15, at the Commodore Hotel. 
One forum will discuss public safety 
cond reactcr operations under the chair 
manship of Francis K. McCune, gen- 
eral manager, atomic products division, 
General Electric Co. 

Speakers on the public safety forum 
will be A. E. Gorman, sanitary engineer, 
division of engineering, U. S. Atomic 
Energy Commission; J. L. Gray, vice 
president of administration and opera- 
tions, Atomic Energy of Canada, Ltd.; 
C. Rob Rogers McCullough, chairman, 
advisory ¢¢ mmittee on reactor safe- 
ruards, U. S. Atomic Energy Commis- 
sion; and Ruel C. Stratton, acting su 
perintendent, engineering and loss con- 
trol division, the Travelers Insurance 
Co. 





tion from handwritten records to typed 
records was a simple one. The change 
from manually prepared statements to 
bookkeeping and _ billing = machines 
seemed only one more step in a logical 
toward better work from 
better These were changes in 
degree. With the advent of electronic 
equipment, the changes will not merely 
be in degree, they will be basic changes 
affecting our entire method of opera- 
tion. We will have to be ready to 
accept new concepts of handling and 
storing information. Basic records upon 
which we always relied will no longer 
exist and we will have to learn to ac 
cept calculated procedural risks. This 
will require a great deal of missionary 
work throughout the many organization 
levels in our companies.” 


progression 


tools. 





Bankers of Iowa Sales 

New business issued and paid for in 
Bankers Life of Des Moines, for the 
month of August totaled $19,087,521, Of 
this amount $11,553,021 was Ordinary in- 
surance and $7,534,500 was Group. 

For the first eight months of the 
year the total of new business was 
$172,254,740 compared with $135,239,609 
for the same period last year—an_ in- 
crease of more than 27%. Ordinz iry sales 
for the eight months were $105,164,691 
compared with $95,712,315 last year. 
Group sales for eight months this year 
totaled $67,090,049 compared with $39,- 
527,294 last year. 





Monroe Chicago Speaker 

Rollin D. Mansfie'd, president of the 
Chicago Life Insurance and Trust Coun- 
cil announces that the speaker at the 
first fall meeting, October 15, will be 
Stuart Monroe, general agent, Mutual 
Benefit Life, Chicago. His subject’ will 
be “Insurance and the Revenue Act of 
1954.” Raymond B. Anthony, Equitable 
of New York is program chairman. 


K. C. Life Conference 


Kansas City Life agents from through- 
out the state of Oregon met September 
28 and 29, at the Benson Hotel, Port- 
land, for a sales conference and agency 
meeting with B. C. Carter, general agent. 

Featured on the program were home 
office officials James T. Langston, as- 
sistant general counsel; Director of Field 
Training Verne N. Barnes and Division 
Supervisor in the field training depart- 
ment George S. Gallupe. 


Promote G. F. Purvis, Jr. 

G. Frank Purvis, Jr., has been pro- 
moted to associated general counsel of 
Pan-American Life of New Orleans. 
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Made Medical Director 
Provident Mutual Life 





DR. PAUL “H. 


LANGNER, JR. 


Provident Mutual Life of Philadelphia 
has announced the election of Dr. Paul 
H. Langner, Jr., as medical director 
succeeding Dr. Ernest J. Dewees who 
retired under the company’s retirement 
plan on September 30, after 35 years 
of “age e with the company. 

Dr. Langner is a graduate of Univer- 
sity of Pennsylvania and its Medical 
School. He joined Provident Mutual 15 
years ago and was made assistant medi- 
cal director in 1942. In 1948 he was ap- 
pointed associate medical director, which 
position he has held up to the time of 
his election to medical director. 

A member of Phi Beta Kappa and 
Alpha Omega Alpha, Dr. Langner is a 
Fellow of American College of Physi- 
cians, a Diplomat of American Board 
of Internal Medicine, a Fellow of Amer 
ican Society of Clinical Pathologists, 
and a Fellow of College of Physicians 
of Philadelphia. He is attending phy- 
sician for cardiac clinics at both Uni- 
versity of Pennsylvania Hospital and 
Philadelphia General Hospital, and is 
ae ieee by the Subspecialty Board in 

Cardiovascular Disease. Dr. Langner is 
the author of numerous articles which 
have been published in the prominent 
medical journals. 


To i E. B. Whittaker 


_ Edmund B. Whittaker, vice president 
in charge es ‘Group insurance activities, 
The Prudential, will — the meet- 
ing on October 11 of the Group Super- 
visors division of the Chicago Associa- 
tion of Léfe Underwriters. Mr. Whit- 
taker’s subject will be, “The Sorderline 
of Group Underwriting.” 


To Restore Boston Steeple 


The Paul Revere Life of Worcester, 
sent Gov. Christian A. Herter of Massa- 
chusetts, a check for $5,000 to help 
restore the steeple of the Old North 
Church in Boston, which was blown 
down in the August 31 hurricane. Call- 
ing attention to the fact that it wes the 
Old North’s steeple from which hung 
the lanterns that sent Paul Revere on 
his famous ride in 1775, President Frank 
L. Harrington wrote the Governor: “We 
feel a particular allegiance to this worth- 
while cause. The cost of restoring 
the steeple is estimated at $150,000 and 
contributions are coming in from busi- 
ness firms, patriotic groups and_ indi- 
viduals all. over the country. 
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Life Institute Opens 
Broadest Ad Campaign 

506 DAILIES IN 310 CITIES 

To Reach 53,000,000 Families; Theme “In 


Change There Is Opportunity” 
1954 Followup 





The broadest advertising campaign 
ever undertaken by the Institute of Life 
Insurance, using 506 daily newspapers 
published in 310 cities, as well as six 
farm and small-town magazines of na- 
tional circulation, opens this week 
throughout the country. More than 53,- 
000,000 families are expected to be 
reached through these media. 

The 1954-55 theme of the Institute is 
“In Change There Is Opportunity,” a 
sequel to last year’s campaign entitled 
“How America Is Changing.” 

This cooperative advertising program 
of the life insurance business will call 
attention in twelve 1,000-line messages 
appearing from now until May, to many 
of the dynamic developments in Ameri- 
can life and show how millions of people 
are using life insurance to help take 
advantage of new opportunities. 

Symbolic illustrations will feature’ the 
art treatment in the new series. For 
example, in the first advertisement, a 
pay envelope denotes increased incomes, 
and hands are used to personalize this 
and subsequent messages—on education, 
recreation, suburban life, retirement and 
other subjects. 

Has Part in Dramatic Changes 

“This campaign will relate the life in- 


surance business still more closely with 
the dramatic changes taking place 
throughout America,’ said Holgar J. 
Johnson, president of the Institute. “It is 
a natural follow-up on our theme of 
last year. In that campaign, the Insti- 
tute called the turn on what developed 
into one of the most exciting and pene- 
trating news stories of the year. Now 
we move into the second phase of this 
story, dealing not only with the news 
of change, but also the consequences of 
change. 

‘By complimenting policyholders on 
their foresight, good management and 
thrift, these messages will also reflect 
credit on the life insurance business. In 
addition, they will create a better under- 
standing of life insurance and build a 
friendly attitude toward the business. 
We hope to bring the public, 90,000,000 
of whom already own this family pro- 
tection, still closer to life insurance as 
an institution in their everyday living.” 

According to Mr. Johnson, the Insti- 
tute and its planning committee of life 
insurance executives selected the “oppor- 
tunity’ theme as a result of the tre- 
mendous response which the “How 
America Is Changing” campaign of 1953- 
54 drew from the public—people in all 
walks of life. Favorable comment poured 
in from business, industrial, university, 
church, editorial and advertising groups 
throughout the country, and the series 
won comment and many articles in maga- 
zines and newspapers as a sociological 
contribution to our times—an identifica- 
tion of the life insurance business mith 
the progressive forces at work in Ameri- 
can life today. 

The 1954-55 copy goes a step further 
and points out the significance of the 
Principal social and economic changes, 
and leads even more naturally into the 


,Story of life insurance. 


\s Mr. Johnson expressed it, “by 
showing how millions of Americans are 
using life insurance to meet the needs 
arising from these changes, the messages 
put life insurance in natural and proper 
Prospective to family financial planning. 

hey are part of the affirmative lead- 
ership our companies are endeavoring to 
take in tying in stability with adventure 
in the American dream—home, family, 
thrift, opportunity.” 


NALU Trustees Elected 


At the annual meeting of NALU re- 
cently in Boston the following trustees 
were elected: 

Albert C. Adams, John Hancock, 
Philadelphia; Winslow S. Cobb, Jr., 
Connecticut Mutual, Boston; William S. 
Hendley, Jr., Mutual Life of New York, 
Columbia, S. C.; Harry N. Phillips, CLU, 
Sun Life of Canada, Detroit; O. P. 


Schnabel, Jefferson Standard, San An- 
tonio; Sam B. Starrett, Jr., Guarantee 
Mutual Life, Omaha; Jack White, CLU, 
The Prudential, Los Angeles. 


New Underwriting Officer 

Provident Life, Bismarck, N. D., an- 
nounces the appointment of Donald C 
Wendt as underwriting officer of the 
company to succeed the late George 
B. Baird. 

Mr. Wendt, an army veteran, joined 
Provident Life in 1944 in the under- 
writing department. In 1950 he was ad- 
vanced to underwriter and claims super- 
visor of the company’s newly formed 
accident and health department, a posi- 
tion which he has held to this time. 


K. C. Life Sales Meeting 


General Agent Bayard Judd, Kansas 
City Life, directed the sales conference 
and agency meeting for Southern Cali- 
fornia representatives of the Bayard 
Judd agency at Los Angeles this week. 

Participating in the program were J 
T. Langston, assistant general counsel; 
Verne N. Barnes, director of field train- 
ing and George S. Gallupe, division 
supervisor in the field training depart- 
ment, all of the home office at Kansas 


City, Mo. 





_Jassachusely Matual 


now offers... 


Deposit 


Administration Plan 








@ 30 YEAR PURCHASE RATE GUARANTEE 


e@ REALISTIC, UP-TO-DATE MORTALITY TABLE 
(Gd -1951 Table with Projection produces lower initial 
Annuity Rates) 


e@ INTEREST RATE GUARANTEE INCREASED 
(234% credited during first five years; 2!/,°/, thereafter) 


e LOADING FACTOR REDUCED 





For further details on how 
our new DEPOSIT ADMINIS- 
TRATION GROUP ANNUITY 
PLAN can solve YOUR re- 
tirement problem . . . Send 


coupon. 


Group Dept. GSP-6 
Springfield, Massachusetts 


Name . 


Address . 








Massachusetts Mutual Life 


Massachusetts Mutual Life Insurance Company 


Please rush me your free brochure on the new 


DEPOSIT ADMINISTRATION GROUP ANNUITY PLAN. 





Insurance Company - Springfield, Massachusetts 
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Colonial Life Convention 
In New York, October 13-15 


More than 150 top producers of 
Colonial Life will attend the company’s 
57th annual convention at the Park 
Sheraton in New York City on October 
13, 14 and 15. 

Featured speakers at the Thursday and 
Friday business will be Alfred 
J. Bohlinger, Superintendent of Insur- 
ance for New York State Insurance De- 
partment; Charles Zimmerman, manag- 
ing director of LIAMA, who will ex- 
ee in the fo i ula “S plus S equals S plus 

- Loran E. Powell, managing director 
of the LU Te ; and James G. Bruce, CLU, 
Colonial Life’s vice president and secre- 
tary, who will pose- the question “Is 
There An Ideal Life Insurance Sales- 
man ?” 

Holgar 
stitute of 
the deleg 
given in 


sessions 


Johnson, president of the In- 
Life Insurance, will address 
rates at the closing luncheon 
honor of the company’s 1954 


National Quality Award winners. His 
subject: “In Change There Is Oppor- 
tunity.” 

Other events slated for the meeting 
includ a panel of underwriters’ wives 
who will discuss “How I Helped My 
Husband Become a Successful Life Un- 
derwriter”’: a luncheon for members 
of Colonial’s honor clubs; a boat trip 
around Manhattan Island; and a dinner 
party. 


H. J. McKeon Supervisor of 
Publications, Aetna Life 


Aetna Life announces the promotion 
of Harry J. McKeon to supervisor of 
publications in the advertising and pub- 
licity department. In his new position, 
Mr. McKeon will. continue to serve as 
editor of the company’s national 


monthly field magazine, “The Life 
\etna-izer,” a post he has held for past 
four years, and in addition will assume 


new respons sibilities for the development 
of sales promotioni il material. 

Mr. McKeon, who is a CLU, became 
associated with the Aetna Life in 1946 
as an estate control plan representative 
with the New Haven general agency. 
He is a member of the Hartford 
Life Underwriters Association, Hartford 
chapter of Chartered Life Underwriters 
and the Life Insurance Advertisers As- 
sociation. 


Boston Mutual Changes 
Boston Mutual Life announces the 
following prom tions and changes in 
the agency fiel ld force effective October 
4: Angelo Giacosanzio, manager of the 


Quincy District agency, since 1949, will 





now his Games city district at 
Walt! he fills the vacancy 
peaked recent promotion § of 
Jerry to assistant superin- 





tendent of agencies at the home office. 

Haverhill Manager Laurence P. Ac- 
kerson takes over the Quincy post and 
Arthur L. Deery, Fitchburg has been 


promoted to district manager at Ha 


ver- 
hill. With Boston Mutual for over 20 
years Mr. Deery has been one of the 
company’s top assistant managers since 
1943. Noel R. Roberts has been pro- 


moted to take Mr 
district mz 


Deery’s place as 


assistant anager in Fitchburg 


R. R. Jackson Advanced 


Robert R. 
irector for 


formerly personnel 
Republic National Life, 
1as been made assistant secretary and 
supervisor of home office operations. He 
joined the company in 1950 after being 
agency secretary and director of service 
for Western Reserve Life, Austin. 


Jackson, 
1; 
i 


( 
1 
i 


Cashiers Head Office 


Life Agency Cashiers Association of 
.os Angeles has been designated as 
eadquarters for the National Associa- 
ion of Life Agency Cashiers of U. S. 
and Canada. Hilda Andress, Canada 
Life, is president. 


I 
h 
t 


Philadelphia Life Names 
A. A. Slater for D. of C. 


Philadelphia Life has appointed A. A. 
Slater as regional director for the Dis- 
trict of Mr. 
Slater Johnson as bro- 
kerage manager. 

Mr. Slater is a veteran of 
in the industry, with experi- 
ence as an outstanding producer and ex- 
the 


Columbia. Associated with 


will be Harry P. 


23 years 


insurance 


ecutive. He began his career with 
Washington National in Cleveland in 
1931. After several years, he was pro- 
moted to field and in 1939, 
he was appointed manager of the com- 
pany’s Washington, D. C. 

In 1944, Mr. Slater 
a position as West Virginia agency di- 
rector of American Home Mutual Life 
of Washington. With that company he 
rapidly rose to agency supervisor in 
1946, and vice president and agency di- 


supervisor, 


office. 
resigned to accept 


rector in, 1949. 
Mr. Slater joined Educators Mutual 
of Lancaster, Pa., in September, 1949. 


Shortly 
was 


thereafter, in January, 1950, he 
elected vice president in charge of 
sales. Little more than a year later, Mr. 
Slater resigned as vice president be- 
cause of a desire to get back to produc- 


tion, and was elected as Educator Mu- 
tual’s “Production Man of the Year” in 
1952. 


In 1953 he joined Union Casualty and 
Life of Mt. Vernon, N. Y., as general 
agent for the District of Columbia, 


Maryland, and northern Virginia. From 
this position he goes to Philadelphia 
Life. 

Mr. Slater’s appointment marks the 


expansion of Philadelphia Life into the 
District of Columbia area. Already li- 
censed in 15 states, Philadelphia Life’s 
first representative in the District of 
Columbia will be Mr. Slater. 

Mr. Johnson has 36 years of experi- 
efice in the insurance industry. From 
1918 through 1951, he was associated 
with the Penn Mutual Life, rising to 
agency assistant. In 1951, Mr. Johnson 
became a branch manager for another 
life insurance company. Since May of 
1954, he has’ been an independent life 
broker. 


Continental Assurance _ 
Has New Policy Contract 


Shifts in competitive selling and great- 
er emphasis on merchandising in the 
brokerage market have resulted in the 
announcement of a new policy contract 
and rate revision on a second policy by 
Continental Assurance. 

The new policy, a family security 
contract, is a non-participating coverage 
providing $10 a month for each unit of 
protection. The first installment is pay- 
able as of date of death and payments 
end with the installment due in the 
month prior to the policy’s expiration. 
This plan is very similar to a family 
income rider except that there is no 
basic policy. 

In effect this policy provides reducing 
Term insurance forall periods from 10 to 
50 years. The policy features an especial- 
ly liberal waiver of premium clause 
since it permits conversion to Ordinary 
life with waiver of premium without 
evidence of insurability. 

This..new contract has many ad- 
vantages for the young prospect through 
the opportunities it offers for high in- 
surance value at a premium level within 
his means. It is an extremely flexible 
tool for estate planning and finds ex- 
cellent application as mortgage insur- 
ance. 

Rates have been substantially reduced 
on Continental’s underwriter’s preferred 
policy (participating life paid-up at 90). 
In addition, the policy now features a 
termination dividend, making this new 
plan the ultimate in low net cost pro- 
tection without unusual underwriting re- 
strictions of any kind. Competitive rates 
on this policy are possible through the 
savings in expense resulting from the 
high minimum ($12,500) face amount. 


Now a LOMA Fellow 


Geraldine Laubach, office supervisor 
of The Prudential’s Henry F. Tyndall 
& Associates agency, Allentown, Pa., 
has become the first woman in the com- 
pany’s Ordinary agencies field organiza- 
tion to become a Fellow of the Life 
Office Management Association. 

To obtain this distinction Miss Lau- 
bach successfully completed a six-year 
course of studies in all phases of life 
insurance and agency management. 





HEARD On The WAY 











More than 30 life insurance companies 
are contributing material for a historical 
display to be exhibited in the Los 
Angeles County Museum during the 
week of October 13-19, which will 
dramatize the important part the life 
insurance industry has played in the 
development of Southern California. 

The exhibition will be one of the high- 
lights of a week dedicated to the ob- 
servance of the 50th anniversary of the 
founding of the Life Underwriters Asso- 
ciation of Los Angeles. 

John Yates, chairman of the anniver- 
sary committee, said that the displays 
wili depict the fabulous growth of the 
Southern California area. It will show 
the vast growth in water supply, trans- 


portation, schools, residential, commer- 
cial and industrial areas. : : 
Using photographs, comparisons will 


be made of the motion picture, oil, air- 
craft and other important Southern 
California industries as they were in 
1904 and as they are today. Specific 
photographs will point to major civic 
developments wholly financed through 
life insurance funds such as_ leading 
hotels, apartments, office buildings, in- 
dustrial plants and housing develop- 
ments. 

Lester O. Schriver, New York, man- 
aging director of the National Associa- 
tion of Life Underwriters, will visit Los 
Angeles to be the principal speaker at 
the golden anniversary banquet to be 
held on October 19. 

Scores of outstanding business and 
civic leaders of Southern California will 
be guests of honor at the banquet and 
more than 1,000 life underwriters and 
their guests are expected to attend. 


Mary Mills, for some years with Pen- 
insular Life, has been elected an officer 
of that company. She is now assistant 
vice president. 

Uncle Francis. 











rates, 


cash value. 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattancaga - Si 


PROVIDENT 


Proof of the Pudding 


Cash income of all of the qualifiers for our recent 
Life Department Convention averaged a cash income 


for the preceding 12 months of $15,512.87. 


The top third averaged $28,941 
The middle third averaged $12,195 
The lower third averaged $5,402 


We believe that happiness in working conditions — 
practices, broad coverage and service—has a 
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YOU'LL FIND 


it profitable to check with us 
when you want to make the bes? 
possible placement of business. 


$1} Billions | 52 Billion 


of life insurance in 


in force assets 


If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 
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from coast-to-coast 


policyowners 
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ANNOUNCING 


CONTINENTALS NEW PREFERRED 
LIFE POLICY 


Low Premium High Cash Values 
Substantial Dividends 


Attractive for Business and Professional Men 


ILLUSTRATION AT AGE 35: 


Amount of Insurance ............... $12,500.00 

PE TE 5 cn i ee eaves 298.00 
a 5 ah la Race oo wee elaine areca $6,300.00 

ee I SO WINDS 6 ak ine Sick a ee ee enean 3,960.00 
*RETURN OVER COST IN 20 YEARS............... $ 340.00 
*RETURN OVER COST PER YEAR PER $1,000....... 1.36 


Minimum policy: 
May be written substandard. $12.500.00 


Brokerage business 
Maximum policy: 


$250,000.00 


*Includes accumlated dividends and surrender dividends, not guaranteed, 


accepted 


but based on present schedule and interest rates. 


CONTINENTAL ASSURANCE COMPANY 


Chicago 


EASTERN DEPARTMENT 
76 William Street, New York 5, N. Y. 


METROPOLITAN GENERAL AGENTS 





David A. Carr Agency, Inc. Carl E. Haas, CLU Leitner Agency, Inc. Harry A. Gruber & 

50 East 42nd Street 32 Court Street 384 E. 149th Street Harold N. Sloane, CLU 
New York, N. Y. Brooklyn, New York New York, N. Y. d/b/a Life Associates 
OXford 7-3424 TRiangle 5-7362 CYpress 2-3105 111 John Street 


New York, N. Y. 
BEekman 3-4545 


Meyers-Crisona Agency W. L. Perrin & Son, Inc. Samuel D. Rosan Agency, Inc. H. Malcolm Teare 
89-30 161st Street 75 Maiden Lane 76 William Street 500 Fifth Avenue 
Jamaica, New York New York, N. Y. New York, N. Y. New York, N. Y. 
JAmaica 3-3540 HAnover 2-4044 WhHitehall 3-7680 LOngacre 4-8130 
Philip C. Belber C. J. Simons Corporation Zaun-Conroy Life Agency, Inc. 
744 Broad Street 563 Broad Street 45 John Street 
Newark, New Jersey Newark, New Jersey New York, N. Y. 


MArket 2-0354 MArket 3-8100 BEekman 3-2395 
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Congress, March 3. 1879 ‘ 
COST CONTROLS LIVE TOPIC 
FOR MANAGEMENT 
Time was, not so long ago, when the 


costs of ottice operations were absorbed 
them as 


he 


with scarcely a about 


a basic factor of expense. During t 


past ten years clerical salaries alone 


and related items have increased more 


than 100%. Rents or real estate taxes 


on owned property have risen sharply 


These and other elements add up to 


making office costs a very live and even 


hot subject for consideration of man- 


agement today. These matters were con 


sidered from the inside point of view 
of intimate association before the Life 


Management \ssociation at 


Mc( fall 


controller 


Office 
Washington last 
Hughes, 
of Mutual Life of New 


sucl 


week, by J 


vice president and 
York, who came 
$20 billion for 


ngures as: 


up with 


the annual payroll of all industry for 
oftice workers ; $2.5 billion paid for office 
Almost 


major topic for manage 


equipment overnight office costs 


have become 


\t once one can realize the pressure 
for mechanized operation as against 
hand operation in the office. Also, wl 


the keen interest now in the electron 








equipment being developed especially 

lor use in operations such as those in 
life insurance company. Here 

when one used to talk about offi 1 

chines, such items from $1,909 

$10,000; the new “electric * involy 

expenditures of hundreds of thousands 


or even millions of do 





No longer may a company manage 
ment shrug off costs by thinking “that 
is the problem of the controller,” as 


pointed out by Mr. Hughes. He believes 





that every employe down t ottice 
boy should be made conscious of thi 
cost factor and show a personal interest 


in the matter. He believes it can be ac 


complished by establishing a program 


] 


which will provide cost information to 


each unit in the organization and at 
the same time the tools necessary to 
control those costs. 


Foreign countries $6.50 a year. 


the f 


Single cepies 25c. 
y Postal or Express Money Order or by Bank 


st office of New York City under act of 





FUTURE OF THE CASUALTY 
BUSINESS 
NAIA’s 


this 


Three speakers at annual 


meeting in Chicago week posed 
some thought-provoking questions as to 
the future of the casualty business, and 
while optimism was generally expressed 
there were certain areas where real 
thinking and planning by stock agency 
companies and their producers is vitally 
necessary. 
Thomas ©. Carlson, actuary, National 
Bureau of Casualty Underwriters, sound- 
talk that “this is 
sweetness-and-light 


But 


ed a warning in his 


no time for smug 


all’s-well-with-the-world claptrap.” 


ieither is it a time for discouragement 


or defeatism, he said. Rather, it is a 


time for joint action based upon un 


trainmeled discussion, mutual trust and 


recognition “that our continuing impor- 
tant role in the future of the business 
depends upon realization that we are all 
shipmates and as such our destinies are 
inextricably woven together.” 


Mr 


“lack of 


Carlson frankly said that the 


aggressiveness on the part of 


the sellers of insurance” is disturbing. 


He pointed to an easy-going, complacent 
attitude which must be changed to one 


of aggressive selling if the \merican 


\gency System is to hold its own, par 


ticularly in the automobile insurance 
market 
He then made the point in urging 


“tree and untramineled discussion among 


the various parties” that discussion must 


not be restricted by any sacred walls, 


by the one-way visibility of harem 


screens. As to the latter, he said that all 
such, in 
that 


parties are guilty of varying 


He NAIA 


spokesmen have indicated on a number 


degrees. pointed out 
ot occasions that certain items, such as 


continuous policies and direct billing, 
will just not be discussed. In Mr. Carl 
son’s opinion, the adamant decision that 
they cannot be discussed is a good 
illustration of the sacred walls that mus‘ 
not be erected if we are ever to arrive 
at a solution. Some of these changes, he 
difficult to 
guard as would appear at first sight, and 


(Continued on Page 44) 


said, may not be as safe 
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Metropolitan Information Service 


Frederick H. Ecker, honorary chairman of Metropolitan Life, presided at the 
dedication on Sunday, September 26, of the $26,500,000 New York Veterans Admin- 


istration Hospital, at 


First Avenue and Twenty-third Street, Manhattan, imme- 


diately north of the Metropolitan’s Peter Cooper Village and Stuyvesant Town 
apartment developments. Pictured are, left to right—Harvey V. Higley, Adminis- 


trator of Veterans Affairs; 


Mr. Ecker; Vice Admiral Joel T. Boone, chief medical 


director; William J. Dann, Jr., manager of the hospital, and Thomas J. Kelly, one 


of the New 


York veterans to receive the 





partment of the North British Group at 
508-510 Walnut Street. Mr. Miller’s du 
ties are to consist primarily of super 
vising the general routine of the office 


and the underwriting division. He will 
have been with the grouy 25 years on 
this coming November 16—the entire 


period in the Vhiladelphia office. For 
some years he had been city examiner 
Mr. Miller is no relation to Edgar H. 
assistant rmaanager in the same 
artment office. 


Miller, 
Philadelphia dey 


WALDO M. HATCH 

Waldo M. Hatch, president of John C. 
Paige & Co. Inc., has accepted the 
chairmanship of the Life Insurance Di- 
vision of the New York Arthritis and 
Rheumatism Foundation, it was an- 
nounced by William M. Holmes, cam- 
paign chairman. Native of Logan, Utah, 
Mr. Hatch attended Utah State College 
and started work with the Board of Un 
derwriters of the Pacific. He joined 
John C. Paige & Co. in 1938, was ad- 
mitted to the Boston firm in 1952. 





Medal of Honor in World War II, who 


Association in 
after 4] 


Insurance 
retired October 1, 
the organization. A native 
of Provincetown, Mass., Mr. Adams 
joined the FIA as an inspector in 1913 
following his graduation from Worces 
ter Polytechnic Institute. For several 
years he worked in the field and in 
1917 was transferred to the inspection 
department in Hartford as a supervisor 
In 1924 he was advanced to superin 
tendent of the inspection department 
and, in 1932, assumed the duties of 
general adjuster for the Eastern Re 
gional Office. Two years later he was 
named assistant manager of the ERO 
In 1950 he became general adjuster with 
over-all policy supervision of the nation- 
f the association. 


the Factory 
Hartford, 


years with 


wide loss activities of 


x ok Ok 
Leroy A. Lincoln, chairman of the 
board of Metropolitan Life, will head 


the 1955 Red Cross Campaign for mem- 
bers and funds in New York City next 
March, it was announced by John S. 
Sinclair, chairman of the New York 
Chapter, American Red Cross. Mr. Sin- 
clair said that Mr. Lincoln was invited 
by a delegation of civic leaders to serve 
both as chairman of the New York 
Chapter’s appeal in Manhattan and _ the 
Bronx, as well as citywide chairman 
f the campaign to be conducted jointly 
in all boroughs by the city’s five Red 
Cross chapters. Mr. Lincoln served in 
a similar capacity in 1952 and was na 
tional chairman of the 1953 Red Cross 
Campaign. In June, 1953, Mr. Lincoln 
elected to the board of directors 


was 
of the New York Chapter, American 
Red Cross, to fill the unexpired term 


of President Eisenhower. 


* * * 


Theo. P. Beasley, president of Repub- 
lic National Life of Dallas, who is presi- 
dent and director of the Dallas Metro- 
politan Board of the YMCA, also a 
member of the National Council, the 
Southwestern Area World Service Com- 
mittee and on of 15 U. S. members of 
the World Committee of YMCA’s, in- 
stalled officers at the yewly organized 


Tyler, Texas, YMCA this week. 
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Travelers to Set Up Own Weather 
Research Organization 


Establishment of a new privately 


owned research organization for the 
study of weather, the first of its kind 
in the world so far as is known, was 
announced by J. Doyle DeWitt, presi- 


dent of the Travelers insurance compa- 


nies. The organization, 
the Travelers Weather Research Center, 


be known as 


will investigate weather phenomena as 
they relate to accident causation, prop- 
erty damage, highway conditions and 


crop losses. 

At the same 
nounced that the 
lish a privately owned weather station, 
Travelers Weather 


time, Mr. DeWitt an- 
Travelers will estab- 


be known as the 
Service. It will provide weather reports 
and forecasts tailored for the immediate 
thus supplementing the 


Hartford area, 

service of the U. S. Weather Bureau 
which moved recently from Hartford 
Bradley Field. Licenses for complete 
communications facilities have been 
granted the companies by the U. S. 


Department of Commerce. 

To head both phases of this new ac- 
tivity, the insurance company has named 
meteorological 
States. He is 
pro- 


foremost 
United 
Malone, 
meteorology at 
Technology. Dr. 


one of the 


scientists in the 
Dr. Thomas F. associate 
Massachusetts 


Malone 


has been retained on a consultant basis 


fessor of 
Institute of 


Center is 
take 
up residence in Hartford to devote his 


until February 1 while the 


being set up, after which he will 


full time to the project. 
“This action is being taken after 
long and thorough investigation of the 


possibilities of weather study in relation 
to insurance underwriting,” Mr. DeWitt 


stated. “Throughout our investigations 
we have received enthusiastic encour- 
agement from the U. S. Weather Bu- 


reau in Washington and prominent gov- 
ernment and private meteorologists. The 
ieeling has been expressed repeatedly 
in these circles that private industry 
has not only the right but also perhaps 
the duty to enter into such activity. 
“Our investigations have led us to a 
fascinating and, we believe, significant 
conclusion: that the science of meteor- 
ology, as it pertains to weather and 
Weather forecasting, has not been de- 
veloped as fully as it might be. In a 
civilization where we have research fa- 
cilities in existence for the study of 
Virtually every illness or hazard to life, 
limb and property, and to which we and 
our industry contribute each year vast 
sums of money, the study of weather 
has thus far been confined to a govern- 
ment bureau and to a few small meteor- 
ological departments i in a handful of col- 
leges and universities. Yet, the vicis- 














know, be 


weather 
devastating.” 


situdes of can, as we 


The Travelers’ president pointed to 
recent Hurricanes Carol and Edna as 
apt confirmation of these facts. 

“The Travelers alone,” Mr. DeWitt 
asserted, “paid hundseds of thousands of 
dollars in claims resulting from these 
two storms. 


“Our investigations have revealed that 
vast areas of knowledge about weather 
have been unexplored. We are literally 
astounded at the possibilities we see 
where g gaps in weather knowledge might 
be filled if facilities, money and time 
were made available to researchers. 
Naturally, we have no thought that re- 
sults can be obtained overnight; how- 
ever, we do believe that in a few years, 
by concentrating on some of these unex- 
plored areas, an advance can be made 
which otherwise would not come _ for 
decades.” 

Mr. DeWitt said he believed that 
much could be accomplished for the 
public as to what weather forecasting 
can and cannot do. “There exist in the 
public mind,” he continued, “many mis- 
conceptions about the whole field of 
meteorology. Through the Weather 
Center and its sister Weather Service 
we believe it will be possible to educate 
people as to the possibilities and the 


limitations @ weather forecasting, and 
we strongly believe that the public will 
eventually be better served if the veil 
of mystery which shrouds this science 


is lifted.” 

The simultaneous inauguration of a 
Weather Center and a Weather Service 
seems ideally timed, according to Mr. 
DeWitt, because the Service itself will 
provide a workshop for the Center 

In making the announcemer@, Mr. De 
Witt said he hoped and believed this 
new research project would be the first 


of many similar activities to be brought 
into being eventually by other insur- 
ance companies or associations and by 
private industry in other fields where 
weather factors enter into business cal- 
culations. He pointed to the fact that 
the Travelers had pioneered in many 


fields during its 90-year history and ctted 
specifically the fact that the company 
was the*first to establish a department 
devoted to the control of accidents 
through safety engineering. 

“There is a definite parallel here,” 
Mr. DeWitt said. “The science of en- 
gineering and loss control has paid off 
handsomely over the years in the reduc 
tion of industrial accidents. It seems 
reasonable to believe that in time to 
come a more thorough knowledge of 
weather will have equally favorable re 
sults in the field of public safety. 

“The facilities, the findings and the 
staff of the Travelers Weather Research 
Center will be available at all times to 
government, to sche industry and to 
the public,” Mr. DeWitt said. He fur- 
ther asserted that if the potentialities 
for great service develop as he believes 
they will, the Center in time may well 
gain an international reputation for 
Hartford and Connecticut. 


Cartwright Gives Estimate of 
L. C. Irvine 
i the following estimate of the late 
L.. Irvine, general manager of American 
Foestin Insurance Association, Levering 
Cartwright, widely known insurance re- 
porter and editor, tells from first-hand ob- 


servation how highly AFIA’s general 
manager was regarded, how greatly he 
will be missed in the day-by-day integna- 


tional operations of his organization, and 
how valuable was his work at the Hemi- 
sphe ric Insurance Confere yd which was 
held in August at Rio de Janeiro, Brazil. 
Mr. Cartwright writes as follows: 

The death in his prime of L. C. Irvine 


is a startling loss to American Foreign 
Insurance Association. It is a 


loss to 


the whole cause of U. S. insurance 
abroad. Indeed, insofar as foreign com 
mercial dealings bear on governmental 


relationships it is a loss to the nation. 
Just recently at the Rio de Janeiro 

Hemispheric Insurance Conference 1 

was captivated by what I saw of Irvine’s 


activities, ways and style. Since then 
I had been spreading word of my “find” 
to insurance friends with relish and 
satisfaction. News of his death was 


stunning to me. It was 
Forty-seven, trim, slight, bronzed, with 
the whole world as his oyster (so | 
thought) for another 15 years. That was 
my vivid recollection of him just a 
month or so ago. j 

At Rio Mr. Irvine had in charge three 
principal executives of member com- 
panies and AFIA wheels (Hebert of 
Springfield, Smith of Home, Ackerman 
of Great American). Also he had a com- 


incongruous. 


pany of perhaps 20 staff people from 
throughout Latin America, not to men- 
tion a newcomer to the ranks who flew 


in from Spain to get some briefing be- 
fore going on to New York. Irvine had 
been escorting Messrs. Hebert, Smith 
and Ackerman to AFIA points in South 
America and then presided at a Latin 


American roundup of AFIA men prior 
to H.C. He would have had a_ full 
schedule just keeping up with HLI.C. 


activities and personalities and looking 
after the daily affairs of AFIA as they 
pursued him relentlessly by mail (even 
in Brazil he managed to get mail, which 
to those who know the ways of the cor 
reos in that great country, is tribute to 
his management.) ; 

_ But he worked in all these other ac- 
tivities and responsibilities and his ef 


fectiveness in dealing with these situa 
tions was wonderful to watch. And, as 
if this were not enough, afterwards he 
flew to New York for 40 hours and 
then was in the air again for the In 
ternational Marine Insurance Union 
gathering at Scheveningen, Holland. Just 
telling it makes you gasp and yet this 


was just a_ brief glimpse of what with 
him was standard procedure. 

This kind of schedule would be enough 
of a drain on the energies of a man who 
works with broad strokes—but Irvine 
was a perfectionist. He left nothing to 
chance. It seemed to me that he knew 
the whereabouts of each of his men 24 
hours a day, not only the ones at Rio 
but those throughout the world. He 
certainly knew the whereabouts and 


wants of the three AFIA executives at 
all times. . 

It isn’t that Irvine was “fussy.” He 
Wes attentive to everything and every 
body. He had a way of giving a matter 
or a person the most penetrating atten 
tion, doing what was indicated, often 
doing a gracious thing, all in a seem 
ingly effortless fashion and then mov 


ing on to the next detail or question ot 
person. He was unhurried in manner 
and yet he was allowing no pauses for 
himself. 

To give a homely example of his at 
tention to detail and the niceties of a 
situation, a staffman subsequent to his 


death told of the time he was enter 
taining visitors from Venezuela in New 
York. He had ascertained that they 
wanted to see the rodeo. A party was 
made up. Upon getting seated Irvine 
asked the Venezuelans what they 
wanted in the line of pop or stuff to 
eat. Popcorn, they said. Instead of 


waiting like a big shot for a vendor to 
come around Irvine was off like a flash 


Travelers Meteorologist 








DR. THOMAS F. MALONE 
and back in jig time with a bag of 
popcorn apiece. 
Despite his perfectionism and atten- 


tion to detail Irvine was far from a one- 
man show. His example was engaging 
and the people around him were ob- 
viously making the effort to come up to 
his mark. They were emulating his 
spirit and pace as well as striving to 
do the correct job that Irvine required 
There was a remarkable responsiveness 
to his example, policy and momentum 
There was a spirit of precision without 
harshness among the AFIA team. The 
word team is used advisedly because 
there is throughout the organization an 
esprit de corps. 

I happened to overhear a discussion of 
departure schedules from Rio by air 
for various AFIA men, with Harrington 


Putnam, assistant general manager. The 
arrangements had been nicely  per- 
fected, even to the point of complying 
with Irvine’s order that not more than 
two (I believe that was the number) 
AFIA men should ever fly together 
This was just a detail in the matter of 


deploying members of a worldwide or- 


ganization, yet it was done strictly a 
la Irvine. 

Irvine each day would have a large 
volume of mail to handle, thus carrying 
on the duties of chief executive of a 
worldwide organization while at the 
same time going at a night and day 
pace with his own big AFIA group and 
the H.I.C. crowd at Rio. He seemed 
to have time for everybody and every- 
thing and nothing was slighted. I used 
to stand off and watch him in cir- 


culation. His poise was splendid, he was 
perceptive and at the same time the 
warmth of his personality was always at 
work. 

He was born in a diplomat family and 
he was the finest kind of diplomat in 
the realm of international insurance. 
In my imagination | projected him over 
the years and saw great gains for US. 
insurance by virtue of his hand alone 
But this is not to be. 

At Rio I had introductions to banking 
and industrial executives. Each of these, 
upon learning that I had to do with in- 
surance, launched into praise of Bert 
Irvine. That caused me to rivet my 
attention on him all the more. 

Harrington Putnam (who incidentally 
came dowh with hepatitis after HI.C. 
and was in Harkness Pavilion in New 
York) supplied me with letters to AFIA 
managers in all the South American 


cities I might be visiting after Rio. At 
each point I made these calls and at 
each place I ran into wholehearted Ir- 
vine fans. They were triggered by his 
persenality. They loved to talk about 
him. I sensed that they felt they had 
been correctly evaluated by him and 
that they were willing to trust their fu- 
ture to him. They all had a stimulating 


zeal and zest for their post, even though 
(Continued on Page 47) 
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Roy Carr President 
Providence Washington 

ALSO OF INDEMNITY COMPANY 

George B. Salter Named Executive Vice 


President and Walter Perry, Jr., 
Is Senior Vice President 





Directors of the Providence Washing- 
ton and the Providence Washington In- 
demnity announce that they have 
elected Roy E. Carr, president and di- 
rector; George B. Salter, executive vice 





ROY E. CARR 


president; and Walter 
sident of both 


Perry, Jr., senior 


vice pre companies. 

Mr. Carr, who has been executive vice 
president of both companies since April 
6, 1954, was born in Tacoma, Wash., 
and graduated from the United States 
Naval Academy, in 1923, remaining with 
the Navy until January, 1928. He then 
joined Appleton & Cox, Inc., marine in- 
surance managers, of New York City 
He was associated with the Atlantic 
Mutual of New York from 1934 until 


after the war, serving as manager of the 





Bachrach 
SALTER 


and subsequently as vice 


GEORGE B. 
Boston office 
president. Mr. Carr served as a com- 
mander in the Navy during World War 


II. In 1949 he joined the Providence 
Washington and was made general 
manager of the New York office in 
1950, returning to the home office, 


Providence, R. I., as vice president early 
in 1954. 
George B. Salter 


Mr. Salter was born in Cranston, 
R. I. in 1901 and has been with the 
Providence Washington since 1917. 


Starting in the fire underwriting de- 
partment, he was a special agent from 
1932 to 1944 in New England, and vari- 
ous other fields. He was elected as- 
sistant secretary in 1944, secretary in 
1946, and vice president in 1947. 

Active in civic work, Mr. 
served on the city council of Warwick 
for 12 years. At the present time he 
is chairman of the Fire Commission in 
the City of Warwick. He is vice chair- 
man of the board of governors of the 
New England Fire Insurance Rating 
Association, and holds committee posi- 
tions in the National Board of Fire Un- 
derwriters. Mr. Salter has been senior 
vice president of both companies since 
\pril 6, 1954. 

Walter Perry, Jr. 

Mr. Perry, who has been vice presi- 
dent of the companies since 1951, is a 
native of New Haven and a graduate of 
Yale University, Class of 1936. He was 
associated with the Guaranty Trust Co. 
of New York from 1936 to 1946 during 
which time he was on active duty with 
the United States Marine Corps for five 
years. 

In 1946, he joined the 
surance Group in their investment de- 
partment and served as assistant secre- 
tary until joining the Providence Wash- 


Salter has 


American In- 


ington Group in July, 1950. Mr. Perry is 
president of the Providence Society of 
Financial Analysts and a director of 


Smithers Tools and Machine Products, 
Inc., in Red Hook, N. Y 

As president, Mr. Carr will be chief 
executive officer of both companies with 
Claude R. Branch remaining as chair- 
man of the board of directors of the 
companies. 


NEW HONOR FOR S. M. SHELDON 


Simon M. Sheldon, Deputy Insurance 
Commissioner for New Hampshire, has 
been elected president of the National 


Association of Securities Administrators. 


NAIA Resolutions Adopted 


Chicago, Oct. 6—Following are sum- 
marized resolutions adopted by NAIA’s 
national board of directors at the annual 
convention here: 

One resolution, 
successful attempt 


adopted after an un- 
to have it tabled, 
states that the NAIA is “opposed to the 
principle of writing insurance on a 
group basis in the property and casualty 
insurance business at rates or on forms 
not available on an individual basis.” 
This resolution “neither approves nor 
disapproves the philosophy of the writ- 
ing of group A. & H. insurance.” 

Another resolution states that as the 
NAIA has long been opposed to Gov- 
ernment entrance into the insurance 
field, the NAIA now opposes entrance 
into this country of any insurance com- 
pany owned by an alien government. In 
Florida and in one Western state two 
such foreign government controlled com- 
panies have sought admittance. 


Third, the NAIA supports simplifica- 
tion of the bond manual and_ backs 
adoption of such a manual. 


Finally, the NAIA pledges cooperation 
and_ participation in the forthcoming 
traffic safety campaign endorsed by 
President Eisenhower. In this campaign 
December 15 will be nationally observed 
as safe driving day. Likewise the NAIA 
pledges support to the civil defense 
administration. 


Artemas C. Leslie Indicted 
On Conspiracy Charge 


Artemas C. Leslie, Pennsylvania In- 
surance Commissioner, was indicted by 
an Allegheny County grand jury on Oc- 
tober 4 on charges of conspiring to force 


state workers to contribute funds to a 
Republican political campaign in the 
May primary election this year. He was 
charged along with 14 others in the 
GOP campaign. 

The case is being pushed by District 
hecariey James Malone, Jr., former In- 
surance Commissioner of the state and 


a member of a wing of the Republican 
party at loggerheads with Leslie group. 
Mr. Leslie declined to comment on 
the indictment. 
The district attorney’s office said the 
penalty for conspiracy is punishable by 
a fine of $500 and/or imprisonment of 


up to two years. “Macing” is punishable 
by a $1,000 fine and/or one year im- 
prisonment. Mr. Leslie and the others 


indicted will next face trial. 

Also indicted on the same counts as 
Mr. Leslie were Russel Keiser, assistant 
manager of the State Workmen’s Insur- 
ance Fund, and Michael J. Wargovich, 
Pittsburgh district supervisor of the 
State Workmen’s Insurance Fund.’ 





“SERVICE is Our Business”’ 


THis IS THE THEME of the 58th annual 
convention of the 
Insurance Agents. 


THE ROYAL EXCHANGE Group heartily endorses the 
progressive spirit of the N.A.I.A. and while the Royal 
Exchange Assurance was first to go definitely on record 

"agency company, 

reaffirming its declaration of fidelity and co-operation 

with the American Agency System. 


in 1721 as an 





AD 1720 


hoyal Exchange 


ROYAL EXCHANGE ASSURANCE 
Henry C. Pitot, United States Manager 
. 

PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


Representation in Principal Cities and Towns of the United 
States and 


Fire & Casualty 


National Association of 


it has pleasure in 


se coroty Ga cuff 


111 JOHN STREET, NEW YORK 


in Most Countries Throughout the World 








G. W. Blossom, Jr., Now 
F. S. James Co. Chairman 


DAUWALTER EXECUTIVE  V>p, 


Election of E. W. Geisler of Pittsburgh 
to Senior V.P. Also Announced; 
Respective Careers Given 


George W. Blossom, Jr., president of 
Fred S. James & Co., national insur- 
ance brokers, has been ‘elected chi 1irman 
of the board. In an announcement, 
October 6, Mr. Blossom designated E. 
Schuyler Dauwalter to the newly cre- 
ated post of executive vice president in 
addition to his present duties as treas- 
urer. At the same time E. Walter Geis- 
ler of Pittsburgh was elected senior vice 
president. 

Mr. Blossom has been associated with 
Fred S. James & Co. since his gradua- 
tion from Yale in 1914. He was elected 
president in 1929. 

Mr. Dauwalter joined this 95-year-old 
brokerage firm 11 years ago in its New 
York office, and in 1946 was transferred 
to the general offices in Chicago. His 
insurance career began in 1912 in the 
local agency field. Later he was associ- 
ated with several of the large fire in- 
surance companies. He left the company 
ranks in 1936 to join the Business De- 
velopment Office and the Insurance 
Executives Association in New York. 
From 1939 until he joined Fred S. James 


& Co., he was assistant general manager 
in New York with National Board of 
Fire Underwriters. He was elected a 


vice president of Fred S. James & Co., 
in 1951, and treasurer in 1953. 


Mr. Geisler entered the insurance 
business in 1922 with Fred S. James & 
Co. as an inspector directly from Ar- 


mour Institute of Technology. In 1931 
he opened the Pittsburgh office of the 
firm as manager and was made vice 
president in 1942. 


UNIVERSAL COS. MERGE 





Universal Insurance Co. Is Survivor; No 
Change of Officers and Directors; 
Has $1,125,000 Capital 
Universal Indemnity Insurance Co. and 
Universal Insurance Co. merged as of 
September 30, ac cording to an announce- 
ment by officials of both companies. The 
survivor company is the Universal Insur- 
ance Co. and it now has a capital of 
$1,125,000, and a_ policyholders’ surplus 

of approximately $3,450,000. 
The company has acquired additional 
underwriting powers and it will write 


all the business formerly handled by 
Universal Indemnity. The officers and 
directors of the company remain the 
same. 

S. Curtis Bird is company president 
and John T. Byrne is board chairman: 
Talbot, Bird & Co., Inc., managers of 
the company since its formation, will 
continue in that capacity. 

The Universal Insurance Co. was 


formed in 1921 and in 1928 the Universal 
Indemnity was created to write auto- 
mobile casualty insurance. The merger 
resulted in enlz irged underwriting powers 
for the survivor, the Universal Insur- 
ance Co., officials declared. 


E. N. O’BEIRNE PROMOTED 





Made Secretary of Automobile Ins. Co. 
in Charge of H. O. Fire Division; Has 
Served 20 Years in Atlanta 

E. N. O’Beirne, Jr., who has been as- 
sociate manager of the Automobile In- 
surance Co. southern fire department at 
Atlanta, has been promoted to the home 


office post of secretary of the fire divi- 
sion, effective November 1. He has been 
associated with the company for the 


past 20 years. 

A graduate of Georgia Institute of 
Technology, Mr. O’Beirne has served the 
Automobile in Atlanta as special agent, 
superintendent of production and as- 
sistant manz iger, being promoted to his 
present post in 1953. He is a graduate 
of the Aetna Casualty & Surety sales 
course. 
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Public Relations in NAIA Spotlight. 


(Continued from Page 1) 


He said: “Our advertising program is 
frankly experimental. Although we have 
been using national advertising for sev- 
eral years, this is the first time we’ve 
played up the agent's role so strongly, 
and the first year we’ve spent so much 
time, energy and money in developing 
advertising tools for the local agent. Now 
we want to see how these tools are going 
) be used. If they are used widely and 
efi ‘ectively I am sure this type of adver- 
tising campaign will receive continued 
support.” 

At Wednesday’s meeting of the direc- 
tors suggestions of Executive Committee- 
man Kenneth Ross as to what the Na- 
tional Association can do to further pro- 
mote its part in public relations and ad- 
vertising were to be considered. A sum- 
mary of that action appears elsewhere. 


Slawsby for Dwelling Policy Uniformity 


Tuesday afternoon Archie Slawsby, 
Nashua, N. H., chairman, NAIA property 
insurance committee, told the national 
board of state directors, which has a 
director and alternate from every state 
in the country and likewise from the Dis- 
trict of Columbia, Alaska, Hawaii and 
Puerto Rico, that now is the time to 
achieve some uniformity in policies in 
the dwelling field. Also he feels that this 
uniformity, which producers generally 
seem to want, can be achieved without 
stagnation, or lack of progress. Dis- 
cussing early moves toward broad poli- 
cies Mr. Slawsby continued: 

“Impressed by the success of MPIRO 
other companies got together and the 
Interbureau Insurance Advisory “Group 
was organized. Months later the Inter- 
bureau form was introduced. This form, 
as did MPIRO, provided the same old 
coverages in a new binder. Competition 
for the dwelling business has provoked 
vengeful battle. 

“Forms, companies, and even personnel 
have been villified because company man- 
agements have thrown their entire fa- 
cilities, their assets and their future be- 
hind’ MPIRO or Interbureau, with no 
“quarter” asked or given. 

“Last spring the Inter-Regional was or- 
ganized. Immediately it set about mak- 
ing available better dwelling coverages 
through the introduction of broader 
forms on a specified peril basis and on 
an all physical loss basis. We now find 
that one of the package plans has made 
available Inter-Regional’s all physical 
loss form on an optional basis effective 
October 1. 

“Inter-Regional, composed and sup- 
ported by most MPIRO and Interbureau 
companies, gives every indication of be- 
ing the agents’ hope of ultimate simpli- 
fication. Inter-Regional filings are being 
made and approved apace. 

“While the offerings of MPIRO and 
Interbureau represent entirely divergent 
approaches to a solution, we all hope that 
these two rival camps may soon agree 
on a single offering. The sooner this 
comes about, the sooner we can all go 
back to selling insurance and servicing 
our customers instead of wasting our 
time in criticizing each other. 


Retaliatory Competitive Action to Come 


Company leaders, who have talked 
privately with agents, indicate they may 
not long stand idly by and watch their 
business flow to insurers offering lower 
rates. Hence retaliatory competitive ac- 
tion may be expected, which the agents 
understand, though they do not approve. 

Some company spokesmen hope that 
in this period of rate war threats the 
organized local agents will state their 
views clearly and vigorously against 
Steps that may result in discriminatory 
rates for assureds in the same classifi- 
cation, The local agent is bound to find 
himself in the center of any battle which 
may develop. 

The convention returned to Chicago 
after an absence of three years, the last 
two annual meetings having been at 


he 


Washington a year ago and Cleveland in 
1952. In the last decade Chicago has had 
six NAIA conventions—1945, then 1948- 
1951 inclusive and again this year. The 
Conrad Hilton, being one of the largest 
hofels in the country, is also one of the 
few hotels which can take care of a 
gathering of this magnitude. 

Next year Los Angeles will be the 
convention center and New York will be 
host in the relatively near future. 


Careers of Neumann and Ross 


Election of Joseph A. Neumann of 
Jamaica, N. Y., as the new president of 
the National Association of Insurance 
Agents will be viewed with satisfaction 
by the insurance industry as a whole and 
will be particularly pleasing to.-agents 
and others in Eastern States where Mr. 
Neumann has long been a popular fig- 
ure. “Joe” has a particularly pleasing 
personality, smiles readily, is a fluent 
speaker and thus makes a lot of friends. 

On the other hand, he is not a “Yes” 
man by any means and his strong views 
against commission reductions and other 
proposals offered by some segments of 
the insurance business reveal his deter- 
mination to uphold the position of the 
American Agency System. He has been 
one of the outstanding opponents of 
compulsory automobile insurance. 

Of course, election of Mr. Neumann to 
the presidency of the NAIA this year 
came as no surprise, for election as vice 
president carries with it assurance of 
advancement to president, unless illness 
or some extraordinary turn of events 
should intervene to block the normal 
course: Also, it was no surprise last 
year at Washington when Mr. Neumann 
was elected vice president for it had 
been known for close on to a year that 
he was the logical nominee by virtue of 
his leadership activities in the NAIA. 

Four years ago Mr. Neumann became 
president of the New York State Asso- 
ciation after having served for two years 
as executive vice president. In 1951 he 
went on the executive committee of the 
NAIA and for & year after that was 
also president of the New York Asso- 
ciation. He is owner ‘of the Flynn- 
Neumann Agency, Inc., of Jamaica, Long 
Island. 

Mr. Neumann has had a broad _ back- 
ground in*casualty affairs. He was chair- 
man’ of the producers’ liaison commit- 
teé with the New York State Work- 
men’s Compensation Board and _ chair- 
man pro tem of the policy forms sub- 
committee of the All-Industry commit- 
tee on the New York disability benefits 
law. 

During the late years with the NAIA, 
in addition to many other important 
duties, he served as head of the special 
automobile insurance commitee which 
has been fighting, successfully so far, 
adoption of compulsory insurance laws. 


Ross Student of Business 


Kenneth Ross of Arkansas City, Kan., 
new vice..president, is another ‘popular 
figure in the NAJA and insurance busi- 
ness generally. A member of the na- 
tional executive committee since 1951 he 
has steadily gained stature and support 
from NAIA members who have ob- 
served his high qualities since he be- 
came the Kansas state national director 
in 1950. Previously Mr. Ross had been 
president of the Kansas Association in 
1949-50 and before that headed his local 
association. He is a man of determina- 
tion, studious, with a firm personality 
and high character. 

Born April 30, 1908, Mr. Ross started 
in insurance in 1938 with the J. E. Crane 
Co., in Arkansas City. Four years later 
he organized his own agency. He served 
in the Army in 1944-45, Before and 
after his. army service he took an active 
part in his local association and the 
state body. 


WALTER SHELDON HONORED 





Awarded Coveted Woodworth Memorial; 
Hawaii Gets Sparlin Cup; Penna. 
Fire Safety Winner; Other Awards 
Chicago, Oct. 6—At the closing gen- 

eral session of the convention President 

E. J. Seymour today conferred upon 

Walter M. Sheldon, Chicago, NAIA past 

president, the highest award given to 

an individual by the association when 
he presented him with the Woodworth 

Memorial for performing outstanding 

work for the property and casualty in- 

surance industry. 

Mr. Sheldon, vice president of W. A. 
Alexander & Co., Chicago, has been ac- 
tive in NAIA work for m: iny years. He 
served on several special ‘committees, 
was a member of the NAIA executive 
committee before becoming chairman of 
the committee, and_ led the association 
as its peonern: in 1952-53. 

The Board of Underwriters of Hawaii 
was awarded the Sparlin Cup which is 
presented to the state association that 
has contributed the most to the Ameri- 
can Agency System during: the fiscal 
year. 

The Pennsylvania 
the Fire Safety Contest 
sented by the National 
Underwriters to the state 
that has performed the most outstand- 
ing work in fire safety during the pre- 
ceding year. 

Highway safety contest awards, spon- 
sored by the Association of Casualty & 
Surety Companies, were awarded as 
follows: state award to the Oregon As- 
sociation; local board awards to Grand 
Ledge, Mich.; Sterling-Rock Falls (ill.) 
Association; Whitley County Associa- 
tion (Columbia City, Ind.); Orlando 
(Fla.) Insurors Association, ae Sacra- 
mento (California) Association. 

The Illinois Association won the Con- 
necticut Association membership trophy 
presented to the state association which, 
during the preceding fiscal year, achieved 
the highest total of points on the basis 
of numerical membership increase, per- 
centage increase, low turnover and local 
board development. 


Lederer Presides at Breakfast 
Of the Large Lines Agents 


Chicago, Oct. 6—Emil L. Lederer, Chi- 
cago, chairman of NAIA’s metropolitan 
and large lines agents committee, pre 
sided over breakfast meeting here this 
morning of his group, attended by nearly 
200. Leading topics of discussion were 
new dwelling policies and how best to 
reduce handling installment 
premium business. : 

C. N. Mullican, Jr., Fireman’s Fund, 
said that dwelling premiums, under some 
new broad forms, are now bringing 
dwelling business to an average of over 

250 per policy. Thus, it is no longer 
something which can be considered rou- 
tine by large agents and brokers. He 
feels that at present the package form 
like that of MPIRO, or the all physic: ul 
loss form of Inter-Regional, are prefer- 
able for assureds seeking broad forms. 

Victor ©. Schinnerer, Washington, 
D. C., was moderator in the installment 
premium discussion. John C. Weghorn, 
New York City, said that whether pro- 
ducers like it or not they must now 
accept installment business as here to 
stay. Those who resist it face a loss 
of business, and those who encourage it 
often build new premium volume through 
sale of additional coverages. He said 
the new broad form dwelling policies 
are “naturals” for installment business. 


Association . won 

Award pre- 
soard of Fire 
association 


costs of 





Bowen Public Relations ; 


Trophy to Oklahoma Assn. 


Chicago, Oct. 6—The Bowen public 
relations trophy was awarded today to 
the Oklahoma Association by an award 
committee headed by F. Chandler Mof- 
fat, Westport, Conn., with President 
Forrest H. Witmeyer of the Excelsior 
Insurance Co. of Syracuse, N. Y., and 
Editor Kenneth O. Force of the Na- 





WEGHORN | 
IS GOOD TO’ 
BROKERS 





PRESIDENTIAL CITATIONS 


Eleven NAIA Members Honored by 
Pres. Seymour for Bringing Prestige, 
Credit to American Agency System 
Chicago, Oct. 6—President E. J. Sey- 

mour today bestowed individual honors 

upon 11 member agents at the closing 
general session of the 58th annual con- 
vention of the association. 

Presidential citations were awarded to 
the following men for bringing prestige 
and credit to the American Agency Sys- 
tem during the past year through em- 
inent accomplishments in their business, 
civic or personal lives: 

Kenneth Ross, Arkansas City, Kan., 
member of the NAIA executive com- 
mittee and state national director of the 
Kansas Association; E. M. Allen, Char- 
lottesville, Va., past president of NAIA; 
Allan I. Wolff, Chicago, past president 
of NAIA; Joe H. Bandy, Nashville, 
Tenn., chairman of the NAIA. casualty 
insurance committee; Paul C. Sackett, 
Albuquerque, N. M., state national di- 
rector of the New Mexico Association; 
Kenneth Nehring, Tucson, Ariz., former 
executive committee member of NAIA. 

Also Archie M. Slawsby, Nashua, 
N. H., chairman of the NAIA property 
insurance committee; George O. John- 
son, Oakland, Cal., president of the 
California Association; Glenn J. May, 
Spencer, Ind., chairman of the NAIA 
rural and small lines agents. committee; 
Jose Luis Hernandez, San Juan, P. R., 


state national director of the Puerto 
Rico Association, and Harry W. Poul- 
son, Boise, Idaho, state national director 
of the Idaho Association. 


America Fore Directory 

Chicago, Oct. 
of the ever-popular 
Group Directory of 
Guests” .were quickly picked up this 
morning after Frank S. Ennis and his 
associates had supervised preparation of 
this valuable booklet. With an attractive 
cover this directory gives the name, 
home address and hotel room number 
here of everyone registered. 


Unger Succeeds Fairleigh 

Chicago, Oct. 5—Charles J. Unger, 
Newark, executive secretary of the New 
Jersey Association, was elected here at 
the NAIA convention as chairman of 
the state secretaries group. He succeeds 
George Fairleigh, secretary of the 
Georgia Association, who was formerly 
with the headquarters staff of NAIA. 


5—A couple of thousand 
“America Fore 
Delegates and 











tional Underwriter also on the commit- 
tee. The Oklahoma Association was 
chosen for. the work of its speakers 
bureau, high standard association adver- 
tising in papers in the state and -for 
distribution of. information. pamphlets. 
The California Association was a close 
second and honorable ;zmention went to 
the Hawaii Association, Nebraska Asso- 
ciation and Pennsylvania Association. 
New York State Association won the 
California Association mileage cup, 
em greatest combined mileage of 
members attending NAIA convention. 
Indiana Association won the Des Moines 
attendance cup for largest number of 
members registered at convention. 
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Munz Reports on Conferences With 
EAU on Dwelling Forms, Expenses 


toward 


4—Progress 
dwelling 


Chicago, Oct. 
uniformity in 
current 


greater house 


policies and other matters of 
interest to agents were reviewed by H. 
Earl Munz, CPCU, Paterson, N. J., 
chairman of the Eastern agents confer- 
ence committee, when he spoke before 
the meeting of the Eastern Agents Con- 
ference at the Conrad Hilton Hotel 
here this morning. He also commented 
on the additional competition created by 
the entrance of Allstate into the field. 
This led to consideration of expenses 
and commissions. 

Mr. Munz also spoke in his report on 
business interruption forms, improve- 
ments and betterments, and _ endorse- 
ments. He said the agents’ committee 
had met with the conference committee 
of the Eastern Underwriters Association 
pn September 22 in New York and 
earlier in the year on May 27. Outlin- 
ing what was accomplished Mr. Munz 
told the Eastern agents: 

“The same spirit of frankness and 
friendly cooperation which has marked 
these meetings from their inception, 
continues to exist, and we are especially 
grateful to Fred Doremus, manager of 
the Eastern Underwriters Association 
and his staff, for furnishing us with in- 
formation, research material and statis- 
tics, and for multigraphing copies of this 
report for our members. 

“Dweiling policy forms provided the 
most important subject for discussion. 
You may recall that we prepared a last 
minute supplemental report on_ this 
problem in Boston, and that we then 
expressed the fear that unless some 
prompt action were taken by responsible 
agents and companies, chaos would re-, 
sult. 


Some Uniformity in Dwelling Forms 


“Perhaps it would be presumptuous 
of us to take any credit for the ameli- 
oration of the situation, but the fact 
remains that a pattern of reasonable 
uniformity has begun to appear. With 
the acceptance of its SHO policy by the 
Inter-Regional Insurance Conference, 
and the recommendation for its adop- 
tion in all territories, the Fireman’s 
Fund graciously withdrew its independ- 
ent filings. There are now a compara- 
tively few forms which give the agent 
a choice of coverage according to the 
needs of his customers. 

“The ‘All Physical Loss’ form which 
grants the broadest cover, is unfortu- 
nately a misnomer, as its exclusions be- 
lie its name. It has been suggested that 
the word ‘all’ be removed and that the 
policy be described simply as a ‘Physical 
Loss Policy’ to distinguish it from the 
‘Broad Form’ which names perils and is 
available for both dwelling and contents. 
Then comes the Comprehensive Dwell- 
ing policy limited to owner-occupied 
dwellings, offered by the Inter- Bure: 1 
Group, and the Homeowners A 
policies of the MPIRO Group,” Mr 
Munz told the Eastern agents. 

“The dwelling insurance problem has 
not been solved. For example, the All- 
State, a newcomer in the dwelling field, 
has entered one state after another with 
filings of rate levels usually 20% below 
tariff. A well-known ‘old line’ agency 
company is apparently: following the 
same pattern. 


Expenses and Commissions 


“In our Boston supplemental report 
we suggested that this whole problem of 
competition be studied by the property 
insurance committee of the National 
\ssociation of Insurance Agents and 
the fire and casualty company execu- 
tives: Among other things we recom- 
mended that agency and company ex- 


pense factors be one of the subjects 
studied. We cannot afford to ignore the 
trend. 


‘Based on our observations since that 
time, we again recommend an_ objec- 
tive study by companies and agents 
because we do not believe that the 
agent is overpaid for the many services 
which he renders to his customers and 
his companies. If the price of insur- 
ance must be reduced to preserve the 
business for the American Agency Sys- 
tem and those companies which are 
loyal to that system, then let us make 
sure that all the cost factors are con- 
sidered, and not just the agents’ com- 
mission. The need for this joint study 
is urgent and without the ‘fanfare’ or 
loose talk which sometimes precedes 
such a realistic undertaking. 

“With respect to the dwelling situa- 
tion we also reviewed the ‘Credit for 
Existing Endorsement’ or the so-called 
‘Pick-up Endorsement’ being suggested 
for use in conjunction with the newly 


recommended ‘All Physical Loss’ dwell- 
ing building form. We point out that 
such an endorsement attached ir con- 
nection with the sale of a personal prop- 
erty floater policy has a valid usage but 
we suggest that it has no place in the 
dwelling building policy coverage. 

“We believe that all outstanding poli- 
cies covering a dwelling can be endorsed 
with the new form and proper additional 
premium collected by the agents. The 
so-called ‘Pick-up Endorsement’ would 
merely serve as a means for switching 
business from one agency to another 
and that all agents would be best pro- 
tected by a rule requiring substitution 
of form on outstanding policies. 


Business Interruption 


“Business interruption insurance con- 
tinues to have a place on our agenda. 
Sampling of daily reports passing 
through the stamping offices of our sev- 
eral rating organizations, by the rating 
methods research committee of the 
EVA, brings out a few interesting facts. 
30,793 daily reports were listed, 14,695 
were two-item forms, 15,528 were gross 
earnings forms, 543 were new earnings 


forms, 27 were non-standard forms. 
“Comparatively few of the two-item 
forms covered on Item II. The gross 


earnings forms showed a definite pref- 





Every agent knows how much time 
and effort it takes to build a suc- 
cessful business. He knows, too, 





that his burden can be lighter, his 
goal attained quicker when he is 
backed by saleable merchandise 
and tools with which to sell. Peer- 
less offers both to alert agents in- 
terested in increasing their volume. 


PEERLESS 


LAE 


COT BBL Ly 


tA n Old New England Company J 
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MUNZ 


erence for either the 50% or the 80% 
contribution clause. Very few used the 
60% and 70% clauses,” Mr. Munz con- 
tinued. 

“Reports seem to indicate that the 
new earnings form has been used exten- 
sively to promote the sale of business 
interruption insurance under the regu- 
lar U & O forms. Comparison usually 
shows the gross earnings or two-item 
form to be the best buy for the insured. 

“Some thought was given to the de- 
velopment of a single business interrup- 
tion form to take the place of the sev- 
eral now in use. It was decided that 
such a form was not practical, but that 
efforts should be continued to improve 
the present forms to keep pace with 
changing conditions. 


Improvements and Betterments 


“The controversial improvements and 
betterments coverage has now been re- 
vised, and it appears that all territories 
will be satisfied with the form which 
has been, or will be recommended for 
use in all rating jurisdictions. The new 
form will prevent duplication of claim 
payments, but will not penalize the 
legitimate claimant. 

“It was approved by the property in- 
surance committee of our National As- 
sociation, and we subscribe to their sug- 
gestion that the use of the revised cov- 
erage be recommended as mandatory 
rather than permissive. 

“A member of our committee, Russell 
M. L. Carson, of Glens Falls, N. Y., is 
the father of a suggestion for a seli- 
inspection program for schools in the 
state of New York. Through the coop- 
eration of the National Board of Fire 
Underwriters, copies of this program 
were sent to all of the presidents and 
secretaries of the state associations in 
our territory. 

“Your committee felt that this offered 
an opportunity for good public relations 
activity on a local level, and that it 
should be supported by loc ‘al associations 
and field clubs. The EUA will under- 
take the promotion of this plan through 
its staff and the field clubs. : 

“The Underwriter§ Association ot 
New York State, the Underwriters As- 
sociation of the Middle Department, and 
the New England Insurance Exchange 
have been dissolved as rate-making or- 
ganizations. 

“Rules and forms committees will be 
created in each of the field clubs in the 
territory to bring to the rating methods 
research committee of the EUA, the 
production viewpoint on rule and form 
revisions and new coverages. It is hoped 
that this innovation will proyide real 
‘grass roots’ contacts for the EUA. We 
agents can profit by close cooperation 
with these field club members, particu- 
larly in the public relations field.” 


‘ 











October 8, 1954 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 








National 


Association of Insurance 


Agents 





in Chicago 





Seymour’s Administration Report 


NAIA President Recommends Attendance at All Insurance Commissioners’ Meetings, Coop- 


eration With Other Producer Groups, Improved Committee Structure; 


Chicago, Oct. 4—In his report of the 
administration to the opening general 
session of the 58th annual convention 
of the National Association this morn- 
ing at the Conrad Hilton Hotel here, 
President E. J. Seymour, Monroe, La., 
devoted himself largely to outlining work 
of the various committees and of the 
members of the NAIA headquarters staff, 
paying appropriate tribute for the many 
hard workers who have assisted the na- 
tional officers during the past year. 

Mr. Seymour also impressed upon his 
audience that there is evident throughout 
the country “a feeling of unity, de- 
termination and a compelling urge to 
prove the worth and value of the Ameri- 
can Agency System and each individual 
local agent’s position in it.’ He de- 
clared that this unified, potent force has 
made its impression on the national 
scene and that it points toward a strong- 
er, more powerful National Association. 

Drawing upon his many years of ex- 
perience as an active NAIA member and 
as president for the 12 months prior to 
this convention Mr. Seymour offered five 
incoming ad- 
headed _ by 
NN... Wiz 


under 


recommendations to the 
ministration which will be 
A. Neumann, Jamaica, 
who served as vice president 
President Seymour: 


Joseph 





| Five Recommendations 


| 

“First, that the NAIA continue to be 
represented at all meetings of the Na- 
tional Association of Insurance Commis- 
sioners; 

“Second, that we continue and en- 
courage the cooperation with other pro- 
ducers’ organizations, so that common 
problems can be dissolved by coopera- 
tive effort; : 

“Third, that the committee structure ot 
the NAIA be revised periodically so that 
the greatest possible good can _ be 
achieved, consistent with ultimate aim 
for maximum efficiency and minimum of 
duplication, especially when similar work 
is being done at the state level; 

Fp ire that we continue to uphold 
and defend the ideas and ideals embodied 
in our code of ethics and our constitu- 
tion, and that we be prepared at all 
times to vigorously oppose any and all 











of the 





TheIngurance Company 


actions contrary to these principles; 

“Fifth, our NAIA must continue to 
grow in respect and stature with all it 
touches and continue to merit the appre- 
ciation of other trade associations, the 
companies we represent and the public 
we serve.” 

Direct writer competition and the auto- 
mobile situation received President Sey- 
mour’s attention and he made the follow- 
ing comments on developments in each 
in the past year: 





Direct Writer Competition 





“When our present Administration 
took office last year there were quite a 
few rumbles of fear and uneasiness being 
expressed due to the threat of direct 
writer and specialty company competi- 
tion. Amazingly enough that attitude or 
feeling was the tonic needed to bring 
the better agents to the fore and give 
off with a loud ‘who says we're licked!’ 
Mere talk of a threat to the agency 


“business was enough to wake up many 


an agent and give him a new incentive 
to do a better job. Where some agents 
were inclined to coast on their present 
volume, with little or no thought to 
adequate service to the small accounts, 
they now bristle at the mention of com- 
petition and can prove to you that the 





direct writers can’t hold a candle to 
agency service ona they can show you 
why. 


“Dodging the doldrums by disch: arging 
your responsibility to the ‘public is the 
best antidote to prevent loss of business 
to specialty competition. Sell service, and 
then deliver it—and you will never have 


to worry. Your business will remain 
secure and profitable as long as you 
keep faith with the insurance buying 
public. 





= as 


| Automobile Situation | 





“Probably the most serious problem 
facing agents throughout the country 
in the past year has been the so-called 
“automobile situation.” The special auto- 
mobile subcommittee, which I reap- 
pointed, composed of your vice president, 
Joseph A. Neumann, and the chairman 
of the NAIA casualty committee, Joe H. 
Bandy, have been hard at work on this 
matter. 

“They have met many times with the 
National Bureau of Casualty U nderwrit- 
ers and other factors of the insurance 
industry. An outstanding accomplishment 


Defends Ideals in Code of Ethics 


of this subcommittee was the reversal 
of thinking following their meeting with 
the National Bureau last October which 
might have led to a reduction in the 
production cost allowance. I can also 
say without fear of contradiction that 
their efforts have produced a framework 
upon which can and will be built a solu- 


tion to this perplexing situation. Both 
of these men richly deserve the grati- 
tude of their fellow agents for their 


sincere selfless contribution.” 


Cooperation With AIA 








President Seymour then gave special 
attention to closer cooperation with com- 
pany organizations and cited specifically 
meetings with members of the American 
Insurance Association as follows: 

“In December of last year, the Ameri- 
can Insurance Association was organized. 


In January, your president met with 
Arch Jackson, chairman of this new 
organization, in our New York office, 


and offered our wholehearted cooperation 
as well as our best wishes for success 
in the new adventure. A spirit of appre- 
ciation of our problems was shown and 
a sincere willingness to cooperate was 
indicated by Mr. Jackson. 

“I accepted an invitation to attend the 
first annual meeting of the American 
Insurance Association, held at Skytop, 
Pa., in May of this year. I was accom- 
panied by Kerineth Ross, member of our 
executive commiftee, and John F. Neville, 
executive secretary. We were cordially 
received and afforded every opportunity 
to discuss with those present the prob- 
lems of common interest to both com- 
panies and agents. 

‘As further evidence of the amicable 
relations and willing cooperation which 
now exist between our organization and 
the AIA, a sub-committee of the Ameri- 
can Insurance Association met informal- 
ly with the NAIA executive committee in 


july. Although the purpose of this meet- 
ing was not to solve problems but, 
rather, to exchange ideas, it was tre- 


mendously successful. 

“It is my fond hope that this may be 
the forerunner of many such things and 
that they will serve as a foundation 
upon which mz ay be constructed a fortress 
of understanding and cooperation be- 
tween companies and agents; a fortress 
which will defend the American Agency 
System and the welfare of the insur- 
ance-buying public—a fortress from 
which will come militant and affirmative 
action to meet and repel the threat posed 





Eo J: 


SEYMOUR 


by the direct writers and forces inimical 
to the American Agency System. 

“We should strive to continue this 
close liaison with our companies. We 
should convince them of our desire and 
ability to help in solving some of the 
problems—iwe should lend our voice in 
ever-increasing numbers toward protect- 
ing our industry against adverse legisla- 
tion, unfair practices and adverse pub- 
licity and direct our efforts to a better 
understanding through closer opera 
tion, 





Fewer Committees 





President Seymour then directed at- 
tention to reduction in the committee 
structure of the NAIA in the past year, 
and recommended budget increases for 
the property and casualty insurance com- 
mittees. He pointed out: 

“Following recommendations of the 
practic es committee, the committee struc- 
ture of the National Association was re- 
duced by three. The legislative commit 
tee, trade association contact committee, 
and the practices committee itself were 
discontinued. In addition, this administra- 
tion did not rez ippoint the comprehensive 
war rating plans committee and the com- 
missions comuinittee. 

“Thus, we have carried out the purpose 
of our association with five committees 
less than in other years. I firmly believe 
that it is possible to further consolidate 
and combine the committee structure of 
our association so that still greater et 
ficiency may be maintained. I suggest 
that perhaps, in time, the NAIA could 
function with but six committees and 
still provide the service, information and 
assist ance required by it by its members 

“Some of our committees, especially 
the casualty and property insurance com- 
mittees, are operating on a budget which 
is not in keeping with the important 
work that they are doing. Their present 
budget does not permit them to meet 

(Continued on Page 44) 
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Greetings from New York City to the 















It is a matter of record that 
Weghorn has cooperated with 
brokers all through the recent 
uneasy period. 


AND NOW— 


Steps have been taken to en- 
hance the income of his broker 
clientele by adding life insurance 
to his line. Weghorn now repre- 
sents Canada Life Assurance 





111 JOHN STREET 


Company, and invites old and New York 38, N. Y. 
new broker clients to profit from 
that 100 year old company’s life Telephone: Digby 9-3560 


and annuity plans. 


JOHN C. WEGHORN 
AGENCY, INC. 


102 Maiden Lane, New York 5, N.¥. 
Digby 4-8420 
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LOUIS D. KRASNER 


INCORPORATED 


INSURANCE AGENCY The Center of 
15 Gold St., New York 38 THE INSURANCE 


DISTRICT 


Samuel A. Mehorter-John D. Hickey 


FIRE MARINE AUTOMOBILE 


Metropolitan and Country Wide Facilities for 
Countrywide Binding Facilities Writing Life, Fire, Inland and Ocean Marine, 
Hulls and Automobile Insurance 
Whitehall 3-0616 


Serving Our Brokers Since 1909 








26 Cliff St., New York 38 BEekman 3-4328 








THE GOSZ AGENCY, Inc. FRANK J. ROGERS AGENCY, INC. 


Alex J. Gosz, President 45 JOHN STREET NEW YORK 38, N. Y. 


Representing the following companies for New York City, 





Insurance Underwriters suburban and countrywide: 
— Caledonian Ins. Co. Northern Assurance Co., Ltd. 
FIRE e INLAND MARINE e OCEAN MARINE e AUTO Connecticut Indemnity Co. Glens Falls Insurance Co. 
Twin City Insurance Co. American Employers’ Insurance Co. 
AAA Marine Office of America 
45 John Street New York 38, N. Y. Digby 9-1736-7-8-9 
ee: Se ee INLAND MARINE OCEAN MARINE FIRE 
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Emil Lederer Succeeds Roy Ashton As 
Midwest Territorial Conference Chr. 


Chicago, Oct. 4—The chairmanship of 
the conference committee of NAIA’s 
Midwest Territorial Conference has un- 
expectedly passed from. J. 3, “Roy” 
Ashton of Milwaukee to Emil Lederer of 
Chicago. Mr. Ashton who had been ex- 
ercising this leadership responsibility for 
the past two years, succeeding the late 
George W. Carter of Detroit appeared 
at the NAIA gathering here yesterday 
to give the melancholy word that his 
doctor had directed him to decelerate. 
He had to return last evening to Mil- 
waukee and hence was not able to report 
at the meeting of the conference here 
this morning. 

Mr. Lederer is president of the Stew- 
art, Keator, Kessberger & Lederer 
agency, Chicago, and is head of the 
me tropolit: in and large lines agents com- 
mittee of NAIA. He is fully equipped 
to take on this important task, which 
year by year has an increasingly impor- 


tant bearing on decisions on fire insur- 
ance procedures by companies and 
bureaus in the midwest. 

Howard Fullington of Wichita pre- 
sided at the midwest conference and 


announced the news about Ashton’s re- 
tireinent as chairman and Mr. Lederer 
as his successor. 

Mr. Lederer in turn reported on the 
meeting at Chicago last June with the 
conference committee of agents and 
company, bureau and association men. 
Much of his review was based on a state- 
ment that had been prepared by George 
Timm of Racine, Wis., secretary of the 
committee. The innovation that Mr. 
Ashton brought about of getting agents 
together on the day preceding the gath- 
ering with the company men was well 
advised. In that way the agents got any 
dissensions out of their systems and went 
to the companies in like minded vein. 

Especial satisfaction was taken in the 
fact that the improvements and better- 
ments form that had been shaped up by 
a subcommittee had been filed in all mid- 
western states and is being considered 
for nation-wide use. 

The agents wanted the company people 
to rush the publication of rates on 
blanket forms so as to do away with 
unnecessary endorsements. On the re- 
quest of agents that statements of value 
be filed each three years, the companies 
were unresponsive. 


Cos. Opposed Multiple Company Policy 


The agents’ group submitted the idea 
of a multiple company policy that would 


serve the purpose of cutting to a mini- 
mum the number of documents for the 
insured. Under this proposal the agent 


would issue the policy with a reference 
hat it is underwritten by his office com- 





panies. There were cited in behalf of 
such a program examples of what was 
claimed to be similar practice, such as 


Underwrite rs Grain Association in issu- 
ing a single contract, registered mail 
coverage ae on that plan and co- 
surety bonds. 

The agents were unanimously in favor 
of the plan, while the companies were 
100% opposed. One company said it 
would agree if its heading were used on 
all policies. Nevertheless the agents per- 


suaded the companies to consider this 
or some other plan that would enable 
a single policy to be issued for a risk. 


The forms committee of Western Under 


writers Association had a meeting two 
weeks ago with an agents group on this 
plan. The companies seemed to be 
adamant. Besides their objection that it 
would cause loss of identity by the com- 
pany there was the argument that the 


companies stood to gain nothing from a 
handling standpoint because they would 
still have to go through the same steps 
with daily reports, etc. The company 
committee agreed to submit it, however, 


to the WUA at its 75th annual meeting 
at White Sulphur Springs. The recep- 
tion there was no more favorable but it 
was referred to the research committee. 

Another matter at the June meeting 
in Chicago was the desire of the agents 
for a uniform dwelling classification. 
Presently the definition of a dwelling as 
a place with from one to four families 
has been introduced in Illinois outside 
of Cook county and in Iowa, Ohio and 
Wisconsin and is on the tapis elsewhere. 

The agents wanted a change in the 
automatic sprinkler clause so that noti- 
fication of temporary disconnection of 
the system could be given to the rating 
bureau, oy me or agent, rather than 
only to the bureau. 

In reporting Form A the agents cited 
the fact that if the insured reports only 
the value of stock, and if he suffers a 
total loss he would be out of luck on his 
debris removal coverage. 

There was discussion of the strain on 
the mathematical talent of agents in 
figuring additions and deductions under 
the installment plan. WUA is working 
on a manual to simplify this. 


Placement Office for Large Lines 


On the question of a placement office 
for large lines the consensus was that 
the best procedure for an agent to follow 
is to get lined up with top officials of his 
own companies and endeavor to get them 
to cooperate. This is for the agent who 
wants to avoid the necessity of approach- 
ing competitors for accommod: ition. 

On the matter of the charge for re- 
moving the deductibles on TV antennas 
the decision was that this was a matter 
to be handled state by state. Some 
alleged inconsistencies were cited, in- 
cluding the fact that under certain cir- 
cumstances the premium for waiving the 

(Continued on Page 32) 
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Harman Extols Advantages of 


Comprehensive General Liability 


Chicago, Oct. 6—Thomas A. Harman, 
Seattle, who is a member of NATA’s cas- 
committee, impressed today’s ses- 
here with 


ualty 
sion of the annual 
the importance of “Comprehensive Gen- 
eral Liability.” In his opinion all of the 


meeting 


business and much of the personal in- 
surance, can be lifted out of the fold 
of the direct writer through the use 
of the comprehensive liability policy. 


Mr. Harman pictured the professional 
agent as standing on the threshold of 
a new era—one which has none of the 
dark and foreboding chasms predicted 
during the past few years by the proph- 
ets of doom. He declared that the 
key to the agent’s future is what ap- 
pears to be the end of, and a reversal 
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Aviation Insurance and the 


almost synonymous terms. 


Organized in 1928 to service the then fast grow- 


comprising 37 leading stock insurance companies 
has served industry s many aviation insurance needs 


continually for over a quarter century. 


In this twenty five years of operation, United 
States Aviation Underwriters Inc., 
gers for the group, takes pride in its cordial agency 
relationships and in its enviable reputation for 
prompt and equitable claim and loss adjustments. 


A “U.S. Group” policy is your client's assurance 
of sound protection and dependable service. 


UNITED STATES AVIATION UNDERWRITERS INC. 


80 John Street, New York 38, 


Branch offices in: Chicago, Atlanta, Los Angeles 
Kansas City, Dallas and San Francisco 


are 


“U. S. Group” 


aed, >. Group , now 


aviation mana- 


N. Y. 








from, the trend toward standardiza- 
tion, 

“Standardization—its only virtue pos- 
sible economy—is in itself a vice, a 
crutch for lazy agents and incompetent 
company men. The growth of the direct 
writer is largely an outgrowth of stand- 
ardization,” the speaker declared. Con- 


tinuing he said: 
Competition Again Holding Forth 


“Tust how the trend is changing is 
evidenced by the recent changes in 
broad form dwelling and all risk policies. 
The industry is starting to think again, 
competition is again holding forth. We 
are all beginning to show signs of 
coming to life. It took a long time but 
faith in the industry and the agency 
system is bearing fruit. The future is 
before us and God help those who won’t 
learn their business. For the first time 
in years we have been able to sell 
effectively against those who practice 
coercion. We have a product that we 
can tailor to our clients’ needs. No 
longer do we have to fit our client to 
the available policy. 


Brightest Jewel and Sharpest Sword 


“The brightest jewel and the sharpest 
sword in our new-found armory is the 
comprehensive liability policy. It is 
loaded with value and in skilled hands 
is Saint George’s sword and David's 
sling—all rolled into one. 

“The comprehensive liability policy was 
introduced in the Pacific northwest by 
a relatively young, but progressive, com- 
pany that since has grown to a place 
of prominence on the West ‘Coast. West- 
ern agents and companies alike im- 
mediately took to the comprehensive 
liability policy and its use has become 
so widespread that in many offices the 
O.L. & T., M. & C. and other individual 
policies are practically non-existent. 
Many large companies looked with jaun- 
diced eye at this policy and reluctantly 
and timidly followed suit. 

“Even today, I have been advised by 
Eastern company officials that they do 
not consider the comprehensive liability 
policy suitable for the smaller risks, The 
agent who values his business will look 
carefully at the comprehensive policy 
before listening to that sort of talk. 
I say again, this policy form, properly 
used is an asset that will pay handsome 
dividends.” 

Mr. Harman explained that basically 
the agent has three major reasons to 
extend the use of this form widely. 
First, he will be doing a top job for 
his client. There is no better reason 
needed. A society constantly becoming 

(Continued on Page 46 
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The caty 


that wouldn't 


burn down! 


In the Philippine port of Davao one night, a terrifying 
light flared and spread with the wind. Fire was loose! 
It burned beyond control, despite all efforts to quench 
it, devouring warehouses, offices and stock worth mil- 


lions of dollars. 


Fires burned for a month. 


But so swiftly did agents for American International 
Underwriters go to work that within the month, 90 per 
cent of their claims were processed — and closed! Re- 


building started before the fires were out! 





claims payments are typical of AIU, whose representa- 
tives are located just about everywhere in the world. 
Payments are in the same currency as premiums, in- 
cluding U. S. dollars wherever local law allows. 


AIU policies are written in broad forms of coverage, 
yet conform to the insurance laws and customs of the 


country concerned. 


Financial security is assured by the stability of lead- 
ing insurance companies in the United States. 


WORLD, A phone call will place AIU’s 35 years of specialized 
RY, %, Such on - the - spot service and quick experience at your service. Offices are listed below. 
g 
: American International Underwriters companies 
INSURANCE AND REINSURANCE WORLD-WIDE 
OFFICES IN 





Antwerp—38 Avenue de France 
Bangkok—1169 New Road 
Beirut—Bisharat Building, 
Parliament Street 
Berlin—138 Clay-Allee, Berlin-Dahlem 
Bermuda—Woodbourne Bldg., Hamilton 
Bogota—Edificio de la Bolsa 
Bonn—21 Roemerstrasse, Bad Godesberg 
Boston—148 State Street 
Bremerhaven—Building F., 
Barkenhausenstrasse 14 
Brussels—50 Avenue des Arts 
Buenos Aires—Avenida Roque 
Saenz Pena, 648 
Caracas—Edificio Karam, 
Ibarras a Pelota 
Casablanca—l1, Avenue de la 
Republique 
Cebu—Osmena Building 
Chicago—208 South La Salle Street 
Chittagong—Sadarghat Road 
Dacca—Chittaranjan Ave., 8, Sadarghat 
Dallas—801 Corrigan Tower 


Detroit—Free Press Building 
Frankfurt/Main—2 Mainzer Landstrasse 
Frankfurt/Main—Rossmarkt 14 
Fukuoka—47 5-chome Watanabedori 
Hanoi—8 Rue My-quoc 
Havana—Obispo 306 
Hong Kong—12-14 Queens Road Central 
Houston—1619 Melrose Building 
Kanazawa—l 5-banchi, Ura-cho, 
Misokura-machi 
Karachi-Nadir House, McLeod Road 
Kobe—32 3-chome Kaigandori Ikutaku 
Kuala Lumpur—Loke Yew Building 
Kyoto—Matsubara-agaru 
Karasumarudori Shimogyoku 
Lahore—Laxmi Mansions, 49 The Mall 
London—46 Moorgate, E. C. 2 
Los Angeles—612 South Flower Street 
Manila—153-155 Juan Luna Street 
Mexico City—Avenida Juarez 28 
Milan—Via dei Giardini 7 
Munich—18 Moehlstrasse 


Nagoya—l17 2-chome Miyukihonmachi 
Naka-ku 

Naha—C.P.O. Box 56 

New Orleans—831 Whitney Bank Bldg. 

New York—102 Maiden Lane 

Osaka—25 4-chome Doshomachi 
Higashiku 

Paris—52 Rue St. Lazare 

Paris—7 Place Vendome 

Penang—2A Church Street Ghaut 

Phnompenh—5 Quai de Verneville 

Rangoon—555 Merchant Street 

Rio de Janeiro—Edificio Seguradoras, 
Rua Senador Dantas 74 


AGENCIES IN 


Rome—Piazza San Bernardo 101 
Saigon—15 Rue Lefebvre 
San Francisco—206 Sansome Street 
Sao Paulo—Rua Libero Badaro 152 
Seattle—811-814 White Building 
Seoul—Bando Hotel 
Shizuoka—15 4-banchi 1-chome 
Ryogaecho 
Singapore—Finlayson House, 
Raffles Quai 
Tangier—18 Rue San Lucar 
Tokyo—8 2-chome Ohotemachi 
Chiyodaku 
Washington, D. C.—312 Barr Building 
Yokohama—Nishida Building, Naka-ku 





Agana, Alexandria, Amsterdam, Asuncion, Athens, Balboa, Barquisimeto, Barran- 
quilla, Basse-Terre, Bridgetown, Cabanatuan, Cairo, Cartagena, Charlotte Amalie, 
Christiansted, Colombo, Ciudad Bolivar, Ciudad Trujillo, Davao, Djakarta, George. 
town, Guatemala City, Guayaquil, Hamburg, Iloilo, Jesselton, Kingston, Kuching, 
La Ceiba, La Paz, Legaspi, Macao, Madrid, Managua, Maracaibo, Mayaguez, 
Medellin, Miri, Naga, Nassau, Oranjestad, Panama City, Papeete, Paramaribo, 
Ponce, Port-au-Prince, Port-of-Spain, Port Said, Puerto Cabello, Puerto La Cruz, 
Pusan, Rangoon, Rotterdam, Samar, Sandakan, San Juan, San Pedro Sula, San 
Salvador, Sarikei, Sibu, St. Nicholas, St.;Thomas, Tacloban, Tawau, Tegucigalpa, 


Valencia, Willemstad, Zamboanga, 
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fs know the advantages in 
offering policies of a well known 
insurance company. For more than 
244 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 


proper protection to fit the ever 


changing needs of the times. 





“Any insd™ 


FIRE AND ALLIED LINES 
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INSURANCE 
OFFICE . 


LIMITED 


PATRIOTIC INSURANCE CO. OF AMERICA 
SUN UNDERWRITERS INS. CO. OF N. Y. 


SUN INDEMNITY CO. OF N. Y. 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevard 
San Francisco: Swett & Crawford, Gen’! Agt:. 
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Agency Cost Study Figures Are 
Confirmed by a Survey This Year 


Nearly 10,000 post card replies re- 
ceived this year have verified the credi- 
bility of the $131,590 average premium 
for agencies which was first announced 
in the agency cost study issued a year 
the Washington convention, 
Arthur L. Schwab of the 


management committee, reported 


ago at 
Chairman 
agency 


in Chicago this week. Mr. Schwab, 
Staten Island, N. Y., who is also presi- 
dent of the New York State Associa- 


tion, and his confreres on the commit- 


tee, said in their report that the 1954 


“were distributed during the 


post cards 
summer months and_ produced 9,587 
usable answers. The committee feels 


that this large number of replies lends 
considerable credibility to the figures 
developed. We present herewith a com- 
parative result of the 1951 and 1954 post 
card surveys: 


Post Card Survey Results 





1951 1954 
Under $50,000......... 42% 32% 
$50,000 to $99,999...... 26 27 
$100,000 to $199,999.... 19 23 
$200,000 to $499,999... 10 14 
$500,000 to $999,999... Z KS 
$1,000,000 and over.... 1 1 

100% 100% 
Average premium 

WOME -i5.0520c5ub aes $118,339 $137,774 

Average employes .... 1.79 YAS A 
Average principals ...  — iD 


“Thus, the $131,590 average agency is 
backed up by the most recent mail sur- 
vey indicating an average premium of 
$137,774. The committee believed that 
the increase from $118,339 as an aver- 
age premium in the original post card 
survey to $131,590 in the agency cost 
study reflected the general increase in 
premium volume over the intervening 
years. The committee feels that the in- 
creased average premium of $137,774 
merely reflects a continuation of that 
trend. The committee recognizes the 
possibility that this trend may have 
slowed down or completely stopped in 
view of recently published company pre- 
mium writings. 


Office Systems and Equipment 


“During the year, suggestions were re- 


ARTHUR L. SCHWAB 

ceived by this committee that a study be 
made of office systems and equipment. 
Our committee felt that it was imprac- 
tical at this time for this committee to 
attempt any such analysis. In addition 
to this, the committee felt that 
unwise for any committee of the NAIA 


it was 


to be placed in the position of recom- 
mending one system or type of equip- 
ment over another. The executive com- 
mittee concurred in the position taken 
by the agency management committee 
when this problem was discussed with 
them. 

“Duties of the agency 
committee are defined as follows: ‘To 
concern itself with agency cost studies, 
research in office systems and methods, 
and all other activities in the field of 
insurance agency management designed 
to make the agent a better and more 
efficient business man.’ It is the recom- 
mendation of the agency management 
committee that this definition of duties 
be carefully reviewed.” 

Other members of the 
clude the following: W. 


management 


committee in- 
Gaston Caper- 


ton, Jr., Charleston, W. Va.; Guy W. 
Engle, Casper, Wyo.; Deane W. Merrill, 
South Orange, N. J., and Leon E. 


Werntz, Fort Smith, Ark. 











Bandy Sees as Big Asset 
Meetings With Co. People 


Chicago, Oct. 4—The annual report of 
Joe H. Bandy, Nashville, Tenn., as 
chairman of the NAIA casualty 
ance committee, was devoted to the 
beneficial results obtained from the an- 
meetings of his group with thie 
National Bureau of Casualty Under- 
writers and National Automobile Under- 
He told the NAIA 
annual convention that 
“through the medium of these meetings 
the express their 
thinking on new developments and also 
the future of the 
‘meeting of the 
he em- 


insur- 


nual 


writers Association. 


here today 


agency forces can 
have a part in shaping 
This true 

tremendous asset,” 


industry. 
minds’ is a 
phasized. 
All of the suggestions submitted over 
the years by the NAIA casualty 
mittee, as a representative of all agent 


com- 


members, have been given full consid- 
eration and study. 
Mr. Bandy then explained how the 


customary questionnaire, more widely 


distributed this year than ever before, is 


handled. “The casualty committee pre- 
sented the series of questions at each 
of the five territorial conferences in 
addition to regular distribution. Not 


only did this procedure produce a lively 
discussion but 
broadened the scope of participation in 
the questionnaire. Greater weight could 
be placed upon the results because we 
had the benefit of the thinking of many 
mare people. It was also possible to sift 
the discussion results at the territorial 
conferences. 

“After the 
returned, a subcommittee, 
Vice Chairman Herbert ¥ Brooks, East 
Orange, N. J., and Messrs. Roscoe A. 
3olton, Alexandria, La.; A. H. Criddle, 
Philadelphia; F. J. England, Cambridge, 


at the conferences, also 


questionnaires had been 
consisting of 


Mass.; Thomas A. Harman, Seattle; 
Charles J. Schoen, Mount Vernon, 
N. Y., and the chairman, met May 1/7, 


to review the results. Replies had been 
received from 45 states and the D. of C,, 
giving us a good. cross-section of 
opinion. This subcommittee went over 
the collated replies to be certain that 
nothing would be overlooked during the 
series of meetings with the bureau 
which began the next day... 

“During the year we have had_ the 
ready and willing services of the NAIA 
staff without which it would be impos- 
sible to complete projects such as the 
casualty questionnaire.” 


Tax Reserves for Term 


Business Commissions 
The legislation committee, J. V. 
Arthur, Winchester, Va., chairman, re- 
ported to the NATA convention in Chi- 
cago this week that it made a represen- 
tation in Washington, D. C., to the House 
of Representatives’ Ways and Means 
Committee and the Joint Committee on 
Internal Revenue, concerning the desire 
of some National Association of Insur- 
once Agents members for an amendment 
to the United States Tax Code. 
“NATA legislation committee action on 
this request for an amendment to allow 
a local insurance agent to set up a 
reserve for tax purposes on commis- 
sions received on term business, was the 
result of a_ resolution passed at the 
Washington, D. C. convention in 1953. 
“We are pleased to report that an 
interpretation of the provisions in the 
new tax law by NAIA counsel leads your 
committee to believe we have been ap- 
parently successful in complying with 
the sense of this resolution.” 
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The American Businessman’s Protection Plan 









ets a, 


“works for you. 








because it presents the story in, 
terms your clients understand # 





r Business * sarees or Aflecteg Le maenrae > 


wt @ECOMMins 


if the Income of You 
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Aden giness is rena med. tomy 
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adeseney equipment 
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funds to retein 


wate tund ; key 
adcovrell until business ie reemmegrees . 


wore funds te protece hip 
ae while hoy people are dinwtieng, 
- 


A clear, concise picture of the complete insur- 
ance needs of all of your present clients and 
prospects . . . this is what the American Busi- 
nessman’s Protection Plan provides. 


able to you. It presents a sound program of 
protection to your customers in terms they will 
easily understand. 


You can have all the facts on the American 
Businessman’s Protection Plan by sending in 
the coupon below . . . no obligation, of course. 


It is a powerful sales tool in searching out the 
undeveloped premium income which is avail- 











THE AMERICAN INSURANCE GROUP Public Retations, Dept. 0-10 


15 Washington Street, Newark, N. J. 


I would like to know more about making in- 
creased profits through The American Business- 
man’s Protection Plan. 





THE AMERICAN INSURANCE CO. - BANKERS INDEMNITY INSURANCE CO. 
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Eastern Agents Propose 
Use of TV and Radio 


ADOPT RESOLUTION ON SUBJECT 


Doremus Tells Contetednd of Efforts to 
Settle Realistically Recent Hurricane 
Losses; 1955 Meeting in Baltimore 

4—The Eastern Agents 


Chicago, Oct. 


Conference in its session here this 
morning adopted a_ resolution stating 
that as agents believe it important for 
the story of their services to be broad- 
cast generally to the public, the Na- 
tional Association should be urged to 
form a committee to meet with repre- 
sentatives of the insurance companies 
to study the feasibility of using tele- 


vision, radio and other media to get that 
story across to the public. This resolu 
tion will be presented to the board of 
directors later in the convention for 
consideration, and possible action. 

This resolution was offered by Alan H. 
Miller of New Jersey, chairman of the 
Eastern committee on public relations 
which has been studying the possibility 
of using TV as a medium. The New 
Jersey Association last month voted to 
proceed with preparation of such a TV 
program. He said use of such advertis 
ing by agents must be sponsored by 


agents, with some aid, possibly, from 
companies. In New Jersey it is hoped 
that other states will join in the new 


program, but New Jersey is going ahead 
with it alone, if necessary. 
1955 and 1956 Annual Meetings 

Chairman J. Vernon Coblentz, Fred- 
erick, Md., of the EAC who presided, 
announced that the 1955 annual meeting 
of the conference will be held on March 
22-25 at the Lord Baltimore Hotel, where 
the first meeting of the conference took 
place in 1949. In addition he stated that 
the 1956 annual meeting is scheduled 
for Hartford in conjunction with the 
mid-year gathering there of the nz ational 
board ot state directors of the National 
Association. 

Other officers of the EAC who hold 
office until the 1955 gathering are War- 
ren A. Bodwell, Manchester, N. H., and 
John J. Maguire, Philadelphia, 
chairmen; Charles H. Frankenbach, 





Westfield, N. J., secretary, and Arthur 
B. Fair, Natick, Mass., treasurer. 
H. Earl Munz, Paterson, N. J., chair- 


committee, 
meeting with his 
with the Eastern 
conference 


man of the EAC conference 
opened this morning's 
report on conferences 


Underwriters Association 


committee. His report appears in full 
elsewhere in this NAIA section. Other 
members of his committee include Rus- 
sell M. L. Carson, Glens Falls, N. Y.; 
Kenneth Faunce, Boston; Stuart Wind 
sor, Baltimore, and Preston Hadley, 
Bellows Falls, Vt. 


Doremus on Hurricane Losses 
Determined efforts to seek realistic 
settlement of losses arising out of hur- 
ricanes “Carol” and “Edna” are being 
made, Bre rick W. Doremus, secretary- 
manager of the EUA, told the confer- 
He cited the tremendous problems 


ence 

arising out of adjustments involving 
damage done both by wind and rising 
water. While wave damage is not cov- 
ered under windstorm insurance, many 
losses combine both wind and_ rising 
water. The National Board of Fire Un- 
derwriters, General Adjustment Bureau, 
other adjusters and fieldmen, he said, 


are seeking a solution of these siclilinins 
of liability. He stated that agents are 
sympathetic to this basic problem and 
are not trying to adjust such 

Mr. Doremus admitted that due to the 
wide extent of these hurricanes—“Carol” 
in intensity having exceeded the storm 
of 1938—it has not been possible to ad- 
just losses as rapidly as desired despite 
the high concentration of experienced 


losses. 
e 


adjusters in the damaged area. His per- 
sonzl view to agents is that assureds 
should get temporary repairs made as 
quickly as possible to prevent further 
damage. Emergency situations should be 
adjusted first and seasonal dwellings 


vice 


should come afterwards. He said he 
feels a certain sense of frustration be- 
cause claim adjustments cannot be com- 
pleted as soon as would be desired, but 
“Carol” produced a concentration of 
high loss per claim. 
Dwelling Forms 

The EUA is accumulating a file on 
dwelling forms objections, Mr. Doremus 
told the agents, and after a “trial run’ 
of five or six years some major revisions 
may be made, based on results of ex- 
perience. 

A new which Mr. 
feels certain will work out well is the 
rules and forms committees of field 
clubs. These groups are intended to aid 
the EUA to get “grass roots” appraisals 
from leading producers on how the pub- 
lic reacts to new developments in the 
fire insurance business. 


venture Doremus 


William F. Stanz of Brooklyn asked 
Mr. Doremus why notices of fire rate 
changes are not sent to agents some 


weeks before they become effective, and 
before such data appears in the public 
press, so that the producers will not be 
deluged with applications from brokers 
for policy changes, return premiums, etc. 
All the work could be handled much 
easier, Mr. Stanz said, if agents were 
“let in” in the forthcoming changes 
ahead of time. Mr. Doremus said similar 
complaints had been received from a 
few other states and consideration will 
be given to the problem. 


New York Agents Hope 
Stott Will Be Next Supt. 


Chicago, Oct. 3—Members of the New 
York State Association delegation, here 
in large numbers to honor their fellow 
agent, Joseph A. Neumann, Jamaica, who 
will be elected president of the NAIA at 
the final general session, also have an- 
other reason to be elated. It is the un- 
official hope that John C. Stott of Nor- 
wich, N. Y., past president of the Na- 
tional Association and also of the New 
York State Association, will be named as 
Insurance Superintendent of New York 
if U. S. Senator Irving M. Ives is elected 
governor in November to succeed 
Thomas E. Dewey. 

Mr. Stott and Mr. Ives, fellow citizens 
of Norwich, N. Y., have long been close 
friends. While Gov. Dewey strongly 
advocated compulsory automobile insur- 
ance this last year and had the full sup- 
port of Insurance Superintendent Alfred 
J. Bohlinger, Mr. Stott is just as vigor- 
ously opposed to compulsory coverage. 
The Republican party platform for this 
election does not support the compulsory 
idea of Gov. Dewey 

While Mr. Stott’s name has been 
linked with the superintendency for sev- 
eral years, it was thought that his health 
might preclude his taking a post of that 
responsibility. However, Mr. Stott has 
regained his former strength and looks 
fully fit again. 





when two hurricanes—Carol” 
striking twice in the same spot. 


“probable” 
gambling word. 


of insurance. 


Baltimore - Boston 
Indianapolis 
Pittsburgh 


+ Chicago + Cincinnat: 
Los Angeles 
Portland Richmond 





Things every Insurance Buyer should know—No. 75 


“‘Probable’”’ 


Gambling 
Word 


A good many people in the East underwent double jeopardy this fall 


and “Edna”—defied tradition by 


Of course, it’s seldom that disasters travel in pairs, and certainly the 
odds are against your being singled out for such misfortune. Also, it 
should be pointed out, it is not probable that your home will be ruined 
by fire ... that you will have a serious automobile accident next year 
... that a delivery man will slip on your walk and sue for six figures. 


Trouble is, it doesn’t make much difference whether an accident is 
or not if you are the one who suffers. 
“Insured” is a prudent man’s pledge that his family and 
fortune will be protected when trouble comes. 


Don’t gamble with the future. Have a competent, independent insur- 
ance agent or broker review all your insurance policies. He will make 
certain you are covered as completely as possible with the right kind 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 
Cleveland + Dallas - Detroit - 
Milwaukee 


+ St. Louis 
Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 





* Probable’ 


is a 


Grand Rapids - Houston 
Newark New Haven Philadelphia 
San Francisco Seattle + Syracuse 








This advertisement appears in the country’s leading newspapers in October. 





Past Presidents and 


Present Officers Dine 
Chicago, Oct. 3— Eleven past presi- 
dents of the NAIA and their wives at- 
tended the annual past presidents’ dinner 
at the Conrad Hilton Hotel here this 
evening. Also attending were the present 
officers and members of the executive 
committee who had been in session here 
since last Thursday. The veteran former 
secretary and general counsel, Walter 
H. Bennett, likewise was on hand. 
Past presidents of the NAIA who 
were honored this evening included Col. 
W. Eugene Harrington, Atlanta, Ga. 
1927; William B. Calhoun, now retired 


in Florida, 1931; Allan I. Wolff, Chicago, 
1933; William HH. Menn, Los Angeles, 
1938; David A. North, New Haven, 1942; 
Guy T. Warfield, Jr., Baltimore, 1946; 
John C. Stott, Norwich, N. Y., 1948; O, 
Shaw Johnson, Clarksdale, Miss., 1949; 
Melvin J. Miller, Fort Worth, Tex., 
1950; J. F. Van. Vechten, Akron, 1951, 


and Walter M. Sheldon, Chicago, 1952. 
In addition to President E. J. Sey- 
mour, Monroe, La., and Vice President 
Joseph A. Neumann, Jamaica, N. Y., the 
following members of the executive com- 
mittee, enjoying a respite after several 
arduous days, attended the dinner : Ken- 
neth Ross, Arkansas City, Kan. ; Robert 


E. Battles, Los Angeles; Ralph’ DD, Cate 
lister, Salt Lake City; Robert Max- 
well, Texarkana, Ark.-Tex.; Arthur M. 
O’Connell, Cincinnati, and Louie E. 
Woodbury, Jr, Wilmington, N. C. Ex- 
ecutive Secret: iry and General Counsel 
John F. Neville was another guest. 


Lederer Succeeds 
(Continued from Page 28) 
deductible might exceed the amount of 
the deductible. 

Western Actuarial Bureau notified the 
group that the form is now being re- 
vised so that property belonging to 
auxiliary groups may be included with 
the contents coverage of churches and 
schools. Presently this may be done with 
the 90% clause. 

Petition was made to change the 100% 
coinsurance provision to 90% on the 2- 
item contribution form. It was an- 
nounced that the new earnings form for 
non-manufacturing risks had been filed 
in all states except Oklahoma. 


_ The agents asked to have excluded 
from the garage business interruption 
form the gross earnings from the car 


1e1 WAB. so far _ has 
the position that this couldn’t be 
without setting a precedent that 


sales departments. 
taken 
done 


would be dangerous for other types of 
risk. 

The agents also asked how long it 
would be before EC and AEC are tele- 


scoped into one endorsement. “We don't 
know” was the company answer. 

The agents felt that the cost of load- 
ing and unloading of lumber should be 
included in the actual cash value at time 
of sale. 

The matter of insurance on unsched- 
uled jewelry and furs in the PPF policy 
was referred to the property insurance 
committee. 

There was complaint that in the re- 
placement cost cover the requirement 
that the new structure had to go up on 
the same spot is sending business to 
London Lloyd’s. However, the prospect 
of getting this revised was called “hope- 
less.” 

There is no stock reporting form for 


milling industries, but steps are afoot 
to get one out. 

Ken Parker, general manager of 
WAB, complimented Mr. Ashton for 
having encouragéd an atmosphere in 


which there had been free discussion of 
issues, with no hard feelings and with 
all hands intent on making progress. 
Mr. Ashton, he said, was forceful but 
cooperative. Mr. Fullerton closed the 
session by recalling that the 1955 Mid- 
western Territorial Conference will be 
at Wichita commencing April 17, 
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We don’t agree .. . 


There’s a lot of talk these days about 
the future of the American Agency 
System. 


A lot of talk . . . a lot of criticism . . 
and in certain places some pretty pointed 
predictions that the system has seen its 
best days. 

We don’t agree... 

We firmly believe — just as we have 
always believed — that the American 
Agency System provides the best way 
to serve the needs of the insurance 
buying public. 

For insurance is essentially a personal 
product — like medicine or legal advice. 
And, like medicine and the law, it deals 
with a very basic phase of a man’s life — 
his economic security and that of his 
family and his business. 


Impersonal, mass merchandising 
methods may be very well for ordinary, 
tangible products where the product 
itself represents the important value 
and where personal service is of little 
consequence. 


But insurance is different. Just as 
patent medicines and popular books on 
law cannot replace competent medical 
and legal counsel — so, too, we believe 
that cut-and-dried methods of insur- 
ance merchandising can never replace 
the personal counsel and the advice 


JETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 


STANDARD FIRE INSURANCE COMPANY 


Affiliated with AATNA LIFE INSURANCE COMPANY 
Hartford 15, Connecticut 


of independent, local insurance agents. 


— Only able, professionally trained 
local agents can supply the skill and 
knowledge that assures each client 
of an insurance program exactly 
fitted to his needs. 


— Only personally-interested, con- 
scientious local agents who are well 
known, well established in their 
communities, and in frequent con- 
tact with their clients, can offer a 
full measure of service and help in 
time of need. 








These are the extra values that make 
insurance sold through the American 
Agency System worth more. These are 
the great strengths that have won su- 
premacy for the system in the past — 
and they are as valid today as ever. 


Yet we are mindful of the dangers of 
complacency. We are acutely conscious 
of the fact that much can and should 
be done — by companies and agents 
alike — to better equip themselves for 
the very real competitive challenges 
which lie ahead. Currently, our best 
organizational efforts are being directed 
toward this end. 


Yes, the American Agency System 
still looks good to us—and we will 
continue to support and advance its 
cause in every way we can. 
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Aetna Executive Sees Bright Future 
For Rural and Small Lines Agents 


There is a bright future for alert rural 
and small lines agents who are willing 
to work reasonably hard and to place 
their customers’ interests first, stated 
Rush W. Carter, vice president and gen- 
eral manager of the Western depart- 
ment of the Aetna Insurance Co., when 
he spoke before the rural and = small 
lines agents breakfast conference on 
Wednesday during the NAIA conven 
tion at Chicago 

In his talk on ways to preserve busi- 
ness from competition of cut-raters in 
which he discussed possibility of writing 
all home risks in one policy, Mr. Carter 
said that he had conducted a survey to 
determine the position of dwellings lines 
in the average agency and came up with 
results: 

Dwelling Lines 


these 


The answers varied but a large ma 
jority felt personal accounts, that is, so 
called dwelling lines, were profitable if 
the premiums were not too small. Resi 
dential risks comprise 68% of policies 
written, produce 32% of fire premiums, 
produce 67% of E.C. premiums, average 
fire premium $20.78, and average E.C 
premium $15.81. 

Household policies constitute 
28% of policies written, produce 6.76% 
of fire premiums, average fire premium 
$9.97, and average fire commission $2.62. 

“I am all for agents selling more poli- 
cies and thereby earning more commis 
sions,” Mr. Carter declared. “It is pos- 
sible to make your services so valuable 
that you minimize the threat of losing 
business to the cut-rate specialty com- 


goods 


panies. 

“Agents must be fairly recompensed 
for their services. If this were not done, 
the local agency business would not 
attract high grade competent men, and 
if such men do not engage in our busi- 


all suffer. 


ness, we 
“These comments are made to show 
more clearly that we as companies are 


paid so much for protection, and you as 
agents are paid so much for services. 
We should both try to give as much as 
we possibly can for every dollar we re- 
ceive. 

Commissions 


“Each time we go into a huddle on 
one of these problems we have always 
come up with the same answer. We feel 
the American Agency System will best 
be served if we do everything we can 
to help our agents sell more and better 
contracts and render better service on 
they do sell than would be the 
entered into a commission 
a diminishing supply of 
business goes to the highest bidder. 

“With this thought in mind we have 
tried to help in every way we could to 
develop broader and more salable con- 
tracts. Special efforts have been made 
to put more qualified fieldmen at your 


those 
case if we 
auction where 


service. QOur line facilities have been 
increased that we might better serve 
you on your larger lines. In fact, every- 


thing we feit could be done has been or 
is being done to assist in enlarging your 
market that you might sell more rather 
than fewer policies. 


“To us this seems to be a positive ap- 
proach tot he problem. We hope it will 
be preferred by the majority of agents 
as against everyone bidding for the 
business you now have and cutting down 
on their efforts to help you get new 
accounts. 

“Most companies today are doing 
everything possible to cut operating 
costs without impairing the quality of 
their product or their services. It is the 
height of folly for either of us to in- 
sist on carrying out some function of 
our business in an antiquated or expen- 
sive manner if by so doing we increase 
the price of our product without adding 
a corresponding increase to its value. 

Making Product Worthy of Price 

“We are, in a sense, manufacturers of 
a commodity. As companies we supply 
some of the ingredients, such as protec- 
services,” 


tion, engineering, and _ loss 
continued Mr. Carter. “You as agents 
supply equally important parts, includ- 


ing personal contacts, insurance counsel, 
and other services. The cumulation of 
all we both put in the product makes it 
worth, or not worth, the price tag we 
put on it. 

“As companies it behooves us to do 
everything we can to operate more effi- 
ciently that the cost for our part of 
the product plus a reasonable profit will 
not be excessive. A similar responsi- 
bility lies with you as agents. If we ap- 
proach our problem in this fashion we 
meet the threat of di- 


will successfully 
or whatever else 


rect writers, cut rates, 
may come along. 
“One problem that many = agents 
stressed in their reply to our question- 
naire had to do with small premium 
dwelling and household goods lines. It 
is well known that these small premium 
policies are costly items to handle bv 
themselves, and yet this is a class of 
business that usually leads to other lines 
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and so cannot very well be ignored. It is 
also a class that specialty writers are 
eyeing with some relish at the moment. 
| refer, of course, to the personal ac 
counts, not just small premium policies. 

“What can we do about this situation ? 
If the premiums on this type of business 
were larger we could afford to devote 
more time to these accounts. If more 
time were devoted to these accounts it 
would increase the value of your servy- 
ices and so materially assist in holding 
business on your books. 


Increasing Coverage 


“The easiest way to make premiums 
larger is to increase the scope of cov 
erage or, of course, write more nearly 
full insurance to value which should 
ways be done. 

“When the experience on some class 
of business indicates a rate reduction is 
in order, we often hear the plea—don’t 
cut the rate, increase the coverage. In 
a sense this is the philosophy back of 
the rash of comprehensive dwelling poli- 
cies that are breaking out all over the 
place. 

“Personally I believe the comprehen- 
sive dwelling coverages will help you 
to hold your business for a while at 
least. They are not, however, the final 
word but merely a beacon pointing the 
way in which we are heading. 

All Risks of Home Under One Contract 

“If it is a good thing to combine a 
fire and E.C. coverage with additional 
E.C.E. plus some theft and liability cov- 
erage, why can’t we go even farther? 
What would be wrong with writing all 
of the insurance the average home 
owner needs under one contract? Why 
not add the automobile; maybe that 
would be a good method of getting the 
better personal auto accounts back on 
your books and ours. 

“Now don’t ask me how this could be 
done, for I don’t know, but surely if we 
want to do it badly enough there must 
be some way in which to accomplish our 
purpose. If practically all risk coverage 
were written on the average home and 
contents, plus personal cars, public lia- 
bility, health and accident, and hospitali- 
zation, you certainly could build up an 
account that would warrant your giving 
that client all the help, personal contact, 
and counsel he could use. 





Installment Plans 


“Tf we wrote such a coverage it would 
be necessary to devise the best possible 
plan for handling it on various install- 
ment plans. By various plans I mean 


annually, semi-annually, and probably 
even quarterly payments. 
“The American public is an install- 


ment buyer and regardless of whether 
we like it or not it is up to us to do 
business that way if we want these per- 
sonal accounts. Since we are destined 
to do this, it certainly behooves us to 
have the very best plans we can pos- 
sibly devise. 

“While installment plans make these 
contracts more salable certainly the 
cost of collecting and processing these 
payments doesn’t add one iota to their 
value. Consequently we should leave no 
stone unturned to make this part of the 
operation as efficient as we_ possibly 


(Continued on Page 44) 

















YUM 











XUM 


October 8, 1954 








National 


_ THE EASTERN CUGERW RITER - 


LOCAL AGENTS’ CONVENTION 





ee 


Agents 


of lenin 


Page 35 


in Chic 


ago 








Abandon Plans for Agency Cost 
Surveys for Large Line Agencies 


ans for agency cost surveys of large 
line agencies have been abandoned for 
the time being at least, due to raising 
of many objections to such a program, 
reported Emil L. Lederer, Chicago, 
chairman of the metropolitan and large 
lines agents committee, to the conven- 
tion this week. He said that originally 
“the question of agency cost surveys 
was discussed at quite some length at 
our breakfast meeting in Washington, 
last year, particularly in reference to a 
special survey for large lines agencies. 
The enthusiasm displayed at the meet- 
ing indicated that we would have no 
difiiculty in securing a sufficient number 
of offices to cooperate in this venture. 

“Victor O. Schinnerer, chairman of 
the subcommittee on. office efficiency; 
Arthur L. Schwab, chairman of the 
agency management committee, and the 
chairman held a meeting in New York 
on December 11, 1953, at which time 
plans were made to secure the neces- 
sary data for the purpose of complying 
with the wishes indicated at the Wash- 
ington meeting. 

“Mr. Schinnerer, together with Mr. 
Schwab, were to follow through on this 
program. Before they were able to get 
started, however, there were so many 
objections filed with both the executive 
committee and our committee, that it 
was evident that there was a complete 
change of heart and the cooperation we 
expected would not be forthcoming. The 
matter was then further considered and 
it was decided, for the present at least, 
that this project should be abandoned. 


Meeting With N.Y.C. Agents 

1954, at the request of 
the Association of Local Agents of the 
City of New York, a meeting was held 
in the NATA headquarters. At this 
meeting there were present 12 members 
of the New York City Association to- 
gether with Joseph A. Neumann, chair- 
man of the executive committee; John 
F. Neville, executive secretary, and 
myself as chairman of the metropolitan 
and large lines agents committee. 

“The meeting was called for the pur- 
pose of discussing the so-called New 
York City agents casualty and marine 
capacity problems. Both of these sub- 
jects were explored at length at the 
conclusion of which definite plans were 
made that we believe will improve con- 
ditions to the satisfaction of those pres- 
ent,” Mr. Lederer stated. 

“Problems referred to this committee 
again emphasize the need of a clearing 
house for matters peculiar to large lines 
agents or to metropolitan centers and 
the need to continue this committee. 
We, therefore, recommend a continua- 
tion of the metropolitan and large lines 
agents committee. 

“This committee was appointed by the 
president from names recommended to 
him by the state association officers. It 
was again broken up into three subcom- 
mittees, namely, large lines agents sub- 
committee with H. Herbert Corson con- 
tinuing as chairman, subcommittee on 
office efficiency with Victor O. Schin- 
nerer as chairman, and metropolitan 
agents subcommittee with me as chair- 
man, 


“On June 1, 


List of Large Line Agents 


“The list of large line agents, com- 
piled last year under the expert guid- 
ance of Vice Chairman Corson, has 
achieved its goal, having been enthu- 
Siastically received by the 970 agents 
listed. The fact that these agents have 
constantly kept us informed on changes 
occurring in their individual lists attests 
warmly to the immense and active in- 
terest on their part in keeping this list 
current and up-to-the-minute. 


ceived during the year, on April 5 Mr. 
Corson released the second revision, 
consisting of 45 reprinted pages which 
were mailed to the entire list, as well as 
to the various other holders of the list. 

“There is no doubt on the part of Mr. 
Corson and the large lines agents sub- 
committee that the list of large lines 
agents plays a vital role in the business 
routine of the listed agencies. During 
the first year and a half of its existence, 
it has proven its worth. The large lines 
agents subcommittee recognizes it as 


“In full recognition of the importance 
of keeping the list up-to-date in order to 
have it retain its value to the agents 
using it and, supplied with the continu- 
ous flow of notifications of changes re- 


its duty to maintain it and keep it con- 
stantly alive. 

“As this report,” he said, “is being 
prepared, in August, 1954, plans are al 
ready in progress for the third revision, 
involving 24 corrections to the list which 
have occurred since April 5, a period of 
four months. These changes, in the 
usual printed as well as mimeographed 
forms, are scheduled to be circularized 
from the New York office, probably be 
fore the date of this report.” 

(Continued on Page 39) 














American Pioneers 


In 1802, just three years after Providence Washington 
was founded, the endstroke engine ‘““Hero”’ started its 
fire fighting duties at Warren, Rhode Island. Now care- 
fully protected by the town government, the sturdy 
hand bucket served continuously for one hundred years. 
This pioneer apparatus is the oldest known American 
made fire engine in existence. 

Providence Washington . . . the oldest stock insur- 
ance company in New England .. . also is a pioneer in 
providing progressive protection. 


Join with the thousands of agents who now pro- 
vide dependable insurance protection in their 
communities through the Providence Washington 
Insurance Company. ; 


PROVIDENCE WASHINGTON INSURANCE COMPANY * 





Progressive Protection 
Since 1799 





PROVIDENCE 
WASHINGTON 


Susurance Company 
a 1799 - 


20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 


There are Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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Ross Asks Directors to Consider 
Expanding Public Relations Efforts 


Chicago, Oct. 6—As the problem of 


public relations is one of great impor- 
tance to the agents of this country, Ken- 
neth Ross, Arkansas City, 
ber of the NAIA executive committee, 
national board of 


Kans., mem- 


told members of the 
directors that establishment of a 
should be 


state 
relations committee 


public 
Up to this time the matter 


considered. 
of public relations and advertising has 
been handled by the NAIA officers and 
executive committee. 

At the Seattle meeting of the 
April representatives of the 


direc- 


tors last 
NAIA were instructed to confer with 
the American Insurance Association on 
public relations, including advertising 
of agency services. Mr. Ross feels that 
some accomplishments have been made 
since that date and he then said he 
believes the national board should give 
consideration to questions involved in 
this problem and serious thought to the 
direction further efforts of the NAIA 
shoufd take. He feels that heretofore 
the public relations and advertising pro- 
grams have been “in the category ot 
weaker tools, which should be materially 
strengthened to meet the increasingly 
competitive situation in which we find 
ourselves. 

Advertising Developments 
carried the subject 
under the general heading of public re- 
lations, actually it should be broken 
down under two headings, namely pub- 
lic relations and advertising,” said Mr. 
Ross. “Under the general subject of 
public relations is our relationships with 
our insurance commissioners and the 
commissioner's organizations; our rela- 
tionships with our company organiza- 
tions; our relationships with other headle 
organizations and above all, our every 
day relationships with the insuring pub- 
lic. All of these things are very impor- 
tant and consideration of the problem 
these contacts has been 
pointed out 


“While we have 


to improve 
given serious study and 
to our principals. 

“In conferring with our AIA prin- 
presentation was based on 


cipals, our 

the information developed during our 
Seattle meeting and, of course, had to 
do principally with the advertising end 
of our public relations program. We 


eikamnned the viewpoint that first ad- 

rtisine budgets would loubted! 
vertising budget would undoubtedly 
have to be increased and secondly that 
it was the consensus of many 
that a good portion of the advertising 
dollars now being spent were not being 
spent to the best advantage 





agents 








Emphasizing Local Agents’ Services 


“Company management is as aware 
of the competitive problems we face as 
are the agents,” Mr. Ross stated. “They 
have welcomed our suggestions and [| 
am certain they will continue to do so. 
Our immediate suggestion to our prin- 
cipals was that an industry-wide adver- 
tising program be adopted. Pending 
adoption of such a program we also 

starting immediately, 
company advertising should emphasize 
and devote at least a third of their 
space to the services of local agents. 

“IT am sure if you have noticed any 
of the recent ads in national magazines 
you have seen an indication that a 
good many of the companies have al- 
ready adopted such a program anc 
have been pointing their advertising 
in that direction 
“The National Board of Fire Under- 

I inaugurated a_ stepped-up 


writers has 
advertising program. On July 26 the 


suggested that 








KENNETH ROSS 


National Association addressed a letter 
to all state association officers on this 
subject, but in case some of you over- 
looked the letter, I would like to quote 
one or two paragraphs that explains 
briefly the new program. 


‘One important innovation, which 


is still in the process of development, 
will make it possible for state associa- 
tions to provide directly to their local 
boards a kit of advertising and promo- 
tional material which the local associa- 
tions can adapt to suit their individual 
needs. 

““As tentatively organized, these are 
some of the advertising and promotional 
aids these kits will contain: 

“*Art work illustrating specific insur- 
ance coverages which can be incorpo- 
rated in local board ads; pamphlets and 
booklets which will supply background 
information on the insurance industry 
and on various forms of coverages; 
proofs of national advertisements; post- 
ers of nation: il advertisements for win- 
dow display; radio and television scripts.’ 

“The first advertisements have al- 
ready appeared in The Saturday Eve- 
ning Post and other leading magazines 
and I am sure if any of you have seen 
them, you will agree they are very 
well done and pos bring out the 
activities and value of local agents. 


Home Insurance Co. Films 


“Recently I received a letter from 
Gene Toale giving me the information 
on three sound slide film presentations 
prepared by the Home Insurance Com- 
pany which were prepared specifically 
for the use of local boards and other 
groups of insurance agents. 

“One entitled ‘systematic profits’ con- 
cerns itself with the use of office sys- 


tems. The second is based on ‘earnings 
insurance’ and the third is a film on 
‘public relations.’ This film is excep- 


tionally good in that it outlines a 
fine public relations program’ which 
might be adopted by any local board 
or individual agent. All of these films 
are available through the Home Insur- 
(Continued on Page 50) 
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Walter M. Sheldon Points to 
Helpfulness of U. S. Chamber 


Chicago, Oct. 5—After attending his 
first meeting as the NAIA representa 
tive on the insurance committee of the 
U. S. Chamber of Commerce, Past 
President Walter M. Sheldon of this 
city believes the agents’ 
should constantly have a representative 
on this committee and be prepared to 
take an active part in its work. 
Speaking before the national 
of state directors he said there are 
30 separately identifiable national legis- 
lative issues, vitally affecting the inter- 
ests of business and the public, on which 
the national Chamber of Commerce is 
develop- 


association 


board 


presently active in research, 


ment of policy, dissemination of infor- 
mation, and as an authoritative voice 

business, speaking as the issues arise 
for legislative consideration. 

Some of these issues directly concern 
insurance, Mr. Sheldon stated. Those 
discussed at a meeting last month in 
Washington included the following: 
Highway safety, health reinsurance, na- 
tional fire waste, group insurance for 
Federal employes, national affairs com- 
mittees, marine and war risk insurance, 
foreign government-owned — insurance 
operations, atomic energy and Federal 
crop insurance. 

“There are three subjects that I want 
to comment on briefly here,” Mr. Shel 
don said: 

“1. Foreign government-owned insur- 
ance operations. Entry of the Sas- 
katchewan Guarantee and Fidelity into 
Montana and its reported application 
for entry into North Dakota, and the 
reported application of a French Gov- 
ernment-owned insurance company into 
Florida, were fully discussed. Particular 
attention was given to a long standing 
Chamber policy regarding government 
competition with private business. The 
appointment of a subcommittee was au- 
thorized to examine the entire subject 
and develop recommendations covering 
any action that shall be taken. 

“2. National affairs committees—trade 
associations. Under this heading, the 
function of a national trade association 
such as the NAIA in the Chamber was 
discussed in a report made by Mr. 
Jacobs, who is president of the Hard- 
ware Mutual Casualty, Stevens Point, 
Wis. The purpose of the report was to 
show insurance men on the committee 
what a trade association can do to 
stimulate interest among its members in 
p< irticipating more actively in national 
affairs. The National Association of 
Mutual Insurance Companies has_ made 
some real progress in this activity. | 
believe our local boards should give seri 
ous consideration to participating in this 
program. 

“3. Federal crop insurance. The re- 
port made by Clinton Allen, president 
of the Aetna Insurance Co. on this sub- 
ject follows very closely the report made 
to this body by our Washington repre- 
sentative, Maurice G. Herndon.” 
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NAIA Saate Directors Oppose Principle 
Of Writing Insurance on Group Basis 


Chicago, Oct. 4—-The NAIA national 
board of state directors considered brief- 
ly here today but put off until Wednes- 
da y for action a resolution on group 
insurance which would have the National 
Association “express its opposition to 
the principle of writing insurance on a 
group basis in the general property and 
casualty insurance business at rates or 
on forms not available on an individual 
basis.” This opposition would not apply 
in any way either to A. & H. insurance 
or to life insurance. 

This proposed resolution, unanimously 
approved heretofore by the NAIA execu- 
tive committee also states: 

“The members of this association have 
viewed with serious concern attempts of 
various groups to obtain wholesale 
favoritism in rates and forms of general 
property and casualty insurance. In the 
opinion of this association, such rate 
and form favoritism constitutes unfair 
discrimination and is contrary to the 
public interest. 

“While the National Association main- 
tains an active interest in accident and 
health insurance written by its members 
in casualty companies, it nevertheless 
recognizes that other producer organiza- 
tions have a more pervasive interest in 
this field. For that reason, the National 
Association neither approves nor dis- 
approves the philosophy of the writing 
of group A. & H. insurance.’ 

The resolution was offered by Execu- 
tive Committeeman Robert Maxwell of 
Arkansas. He stated that some insurance 
carriers are writing so-called group 
covers at preferential rates to assureds 


and thereby discriminating against the 
ordinary non-group prospect. The NAIA 
hopes to curb this practice, with the sug- 
gested resolution as the initial step. 


mee Island Asks Delay 


Robert S. Preston, Rhode Island direc- 
tor, moved ‘that a vote be deferred until 
W ednesday when the same board will be 
sitting as a resolutions committee. He 
said that would give time for some di- 
rectors to study the matter more closely. 
Mr. Preston’s position was then ap- 
proved by the board, without serious 
Opposition. 

President E. J. Seymour and Vice 
President Joseph A. Neumann shared the 
duty of presiding officer at this opening 
gathering of the national board of state 
directors. After the new directors and 
alternates had been introduced and Vic- 
tor Schinnerer of Washington, D. C., 
was named as chairman of the resolu- 
tions subcommittee, the main topics on 
the agenda were brought out for dis- 
cussion. 

The first topic was use by states or 
the National Association of the word 
“Insuror”’ as an_ official designation. 
After some discussion and a presenta- 
tion of legal problems by General Coun- 
sel John F. Neville the directors voted 
to leave this subject to the individual 
state associations to handle. 


“Insuror” Designation in Tennessee 

Clark Wade, Memphis, Tenn., intro- 
duced the proposal, saying the purpose 
would be to differentiate NAIA members 
from agents not adhering to the Ameri- 


can Agency System through use of the 
designation “Insuror.” Use of this in- 
signia in agency windows, in advertise- 
ments, etc. would indicate better quality 
of agency service and protection. This 
plan has been successfully employed in 
Memphis, Mr. Wade said, where the 
local board in advertisements in the 
newspapers, stresses “Insuror” superi- 
ority. 

William D. Sanborn, Colorado, said his 
state has used the “Insuror” designation 
for several years and this has actually 
tended to set association members as 
above average in the public mind. 

General Counsel Neville said this 
“trade mark” problem is not simple. No 
rights can be taken by any group to any 
title unless it is prior to use by anyone 
else. If some agent, not a NAIA mem- 
ber, happened to use “Insuror” in his 
agency name, before a local board or 
state association in the same state de- 
cided officially to adopt that word it 
probably could not prevent the first- 
named agent from continuing to use it. 

Mr. Neville, in reporting on the June 
annual meeting of the National Associa- 
tion of Insurance Commissioners at De- 
troit, said the National Association of 
Insurance Brokers is preparing a pro- 
posed uniform state licensing bill to go 
before the NAIC in December. This bill 
would apply to brokers only. The NAIA 
a year ago abandoned attempts to get 
agreement upon a uniform agents’ li- 
censing bill. Mr. Neville said this brok- 
ers’ bill, as now drafted, has broad pro- 
visions on controlled business which he 
feels may not be acceptable to all brok- 
erage interests. The NAIA will watch 
this bill but is not directly interested. 

A motion to change the name of the 
fire safety committee to the fire safety 
and civil defense committee was ap- 
proved as recommended = Chairman 
John J. O’Toole, St. Louis, in his com- 
mittee report, reviewed pe the a re in this 
issue. 


Mayor Welcomes Convention 

Chicago, Oct. 4— Mayor Martin A. 
Kennelly of this city told what the Fire 
Department and other departments of 
the municipal government are doing to 
aid fire prevention when he welcomed 
the convention to Chicago this morning. 
This is Fire Prevention Week and the 
Mayor commended the Chicago Board of 
Underwriters for its cooperation now 
and throughout the year. 

Right Reverned William J. Gorman, 
chaplain of the Chicago Fire Depart- 
ment, who gave the invocation, called 
fire prevention a matter of public and 
private conscience. Leaving the con- 
vention hall he went immediately to one 
of the large hospitals where a fire pre- 
vention program was to be inz 1ugur ated. 


W. Va. Proposal Withdrawn 

Chicago, Oct. 4—-The NAIA conven- 
tion this morning did not act on a pro- 
posed amendment to Article III, NAIA 
constitution, dealing with membership. 
At the last moment the West Virginia 
Association, which sponsored the pro- 
posed change, withdrew it for “further 
consideration.” 

This change was designed, in brief, to 
give the National Association power to 
act on violations of the code of ethics 
and to hand down penalties that would 
include expulsion from the NAJA. There 
would have been, of course, right of ap- 
peal from executive committee action to 
the board of directors. 

This proposal grew out of a complaint 
of a West Virginia agency that a Chi 
cago agency, both members of NATA, 
violated ethics, in taking over an insur 
ance line formerly held by the first- 
named office. 








FIRE 
MARINE 
AUTO PHYSICAL DAMAGE 


Founders’ Insurance Company 


Massachusetts Fire & Marine Insurance Co.* 


National-Ben Franklin Insurance Co. 
North River Insurance Company* 
Palatine Insurance Company, Ltd. 
Reliance Insurance Company 
Safeguard Insurance Company* 
Sun Insurance Office Ltd. 

Sun Underwriters Insurance Co. 


Whitehill PREMIUM Rabat hose) 


om-Made 


Tol a 


BONDING & CASUALTY 


Founders’ Insurance Company 
Ocean Accident & Guarantee Corp., Ltd. 
Springfield Fire & Marine Insurance Co. 


Sun Indemnity Company of New York 


SURPLUS, EXCESS 
and SPECIAL LINES* 


*Represented by Merrill Agency, Inc. 


MERRILL AGENCY, 
Nena athiciall PNelclalevanehaaiilehic 
10 GOLD ST., New York 38 HAnover 27-8850 





Inc. 














Page 38 


THE EASTERN U UNDERWRITER — LOCAL AGENTS’ CONVENTION 


October 8, 1954 








National 


As 


soclation 


of Insurance 


Agents 


in Chicago 








Favor Inter-Regional Forms Over 


Those of MPIRO and Interbureau 


Property Insurance Committee Feels Concentration of All 
Dwelling Lines in One Package, Subject to Mortgagee 
Control, May Cost Local Agents Many Personal Lines 


Broad dwelling forms of the Inter- 
Regional  I[nsurance Conference are 
preferable from the agents’ viewpoint to 
those of the Multiple Peril lisurance 
Rating Organization or Interbureau, in 
the opinion of the property insurance 
committee of the NAIA. This is so, the 
committee states, because the MPIRO 
and Interbureau policies concentrate all 
dwelling lines in one package and thus 
open the way for mortgage-finance com- 
panies securing both building and con- 
tents insurance, depriving agents of 
many a and casualty personal lines 
they now control under other policies, 
even if a ster ed building is mortgage 
controlled. 

Archie M. Slawsby, Nashua, N. H., 
chairman of the committee, told the 
NAIA convention this week in the com- 
mittee report that many other subjects 
were studied during the year including 
business interruption insurance, in trust 
and commission clause, extension of 
term rule, inland marine changes, im- 
provements and betterments. Assisting 
Mr. Slawsby as vice chairmen of the 
committee are John Ebaugh, Jr., Bir- 
mingham, Ala., and Porter Ellis, CPCU, 
Dallas, Tex. The committee report fol- 
lows herewith 


Inter-Regional Conference 


Be agypansernie of the Insurance Execu- 
tives Association at the end of 1953 de- 
prived our committee of a forum and a 
focal point. The later formation of the 
Inter-Regional Insurance Conference 
took some time and it was not until 
June that our committee was advised 
that Inter-Regional’s Conference execu- 
tive committee was ready to meet with 
us. Their invitation was promptly ac- 
cepted 

“The only formal meeting which our 
committee was able to arrange during 
the year was held in New York in July 
at which time a subcommittee of our 
committee appeared. 


Multiple Peril Dwelling Policies 


“During the past year insurance 
agents have been alternately encour- 
aged, bothered, and bewildered by the 
introduction of one multiple peril dwell- 
ing ‘package’ form after another. Fol- 
lowing the innovations of a few inde- 
pendent companies, the bureau compa- 
nies and their organizations are now 
engaged in full-scale production of new 
packages. All seem to offer the home- 
owner more for his money, and all have 
required careful consideration by agents. 
Every agent wants to give his clients 
the best in the way of protection, but 
none of us welcome disruption of our 
business 

“Without going into the details of 
coverage or comparisons of individual 
contracts, there are some aspects of the 
situation which should not be over- 
looked. Besides their effect on the es- 
tablished rating bureaus, some of the 
new package forms introduce a possible 
threat to an important part of agencies’ 
business. In many parts of the country 
fire insurance on new homes is largely 
lost by independent local agencies, being 
channeled to the insurance departments 
of mortgage- finance companies. 

“Up to now, the local agent has been 
able to salvage the contents fire and 
theft and comprehensive personal lia- 
bility lines. However, with the concen- 
tration of all the dwelling lines in one 
package still subject to the mortgagee’s 


control, the independent local agent in 
many parts of the country is in danger 
of losing all of this business. This situa- 
tion arises with ‘MPIRO,’ ‘Interbureau’ 
and all forms which combine dwelling, 
dwelling contents and third-party lia- 
bility at a reduced rate. 

Agents Can Lose Personal Lines 

“The reduced rate package policy con- 
cept, when pushed to its ultimate by 
these controlled agencies, is bound to 
result in the diverting of all personal 
lines away from established independent 
producers. This same business will also 
be lost to the companies who support 
the American Agency System and who 
are the mainstays of the industry. 

“This same business will go instead 
into the maws of a few extra-commis- 
sion-paying specialty underwriters. The 
growing tendency toward longer-term 
mortgages, up to 30 years, means that 
these personal lines will be lost for a 
generation. 

“These objections do not apply to the 
two new forms drafted by the Inter- 
Regional Insurance Conference. The 
forms to which we refer are I-R’s dwell- 
ing building broad form, or ‘super 
\EC, and the virtually all-risk ‘all phy- 
sical loss’ contract which have been ap- 
proved by many states. 

“It seems to us that there is a suffi- 
cient choice of combinations of coverage 
available between fire plus ECE, fire 
plus Inter-Regional’s broad form, or 
fire plus Inter-Regional’s ‘SHO’ con- 
tract to take care of the needs of all 
home owners. 

“With these two forms available, there 
seems to be no excuse for continuing 
the confusion that must necessarily ac- 
company the sort of ‘form competition’ 
that the business has seen in recent 
months. As most of the companies who 
are members of MPIRO or Interbureau 
are also members of Inter-Regional, the 
latter’s more desirable forms should be- 
come the common medium for improved 
coverage for home owners. 


Business Interruption Insurance 


“Widespread introduction of the so- 
called ‘earnings insurance’ form since 
the date of our last annual meeting 
represents an accomplishment in design 
despite the fact that it has not provoked 
the sales which were anticipated. The 
optimistic view expressed a year ago in 
our committee’s report was predicated 
entirely upon the form being made 
available without our having given any 
consideration to rate indication. The 
form has been used with some success 
as a door-opener for the sale of the 
older conventional two-item and gross 
earnings forms. 

“Earnings insurance itself has not 
achieved the premium volume _ pre- 
dicted; still the form has some excellent 
features which we hope may be written 
into the older forms. 

“It is about time that business inter- 
ruption insurance was made more sal- 
able by a new approach. The settle- 
ment of business interruption losses is 
on a realistic basis. Why then is not 
the writing of this coverage equally 
realistic? Why must a policyholder, buy 
insurance to fit a theoretical formula 
which will not be used when the loss 
occurs ? 

“The industry has already shown that 
it can be done with a coal mining form 
now in use in West Virginia. 


The In Trust and Commission Clause 


“The in trust and commission clause 
poses one of the most puzzling and in- 
triguing problems which has faced this 
committee. It arose from a sincere at- 
tempt on the part of fire insurance com- 
panies to fill a gap created by casualty 
insurance practice. The property dam- 
age section of liability policies custom- 
arily excludes coverage of property in 
the care, custody, or control of the in- 
sured. The usual ‘in trust’ clause ex- 
tends the coverage of the fire insurance 
policy to property of others for which 
the insured may be liable. 

“While this clause adds materially to 
the insured’s protection in some circum- 
stances, in others the result comes peril- 
ously close to meriting the criticism that 
‘the insurance companies give it to you 
in the big type and take it away in ‘the 
fine print.’ 

“When this clause is used there is 
always the possibility that the adjuster 
will include the value of the property of 
others as part of the value which must 
be counted in applying the co-insurance 
clause. Where co-insurance is not used 
there is no problem. 

“Co-insurance itself is incompatible 
with most legal liability concepts. We 
do not require co-insurance in sprinkler 
leakage, water damage, or other legal 
liability coverages, yet since we do re- 
quire co-insurance on contents contracts 
we innocently carry it over to the ‘in 
trust’ coverage. 

“In studying this problem our com- 
mittee has consulted company executives 
and submitted suggestions to advisory 
bodies. One suggestion would be to 
eliminate the ‘in trust’ clause from the 
blanket contents item and treat the 
legal liability aspect of the coverage as 
a separate item to which co-insurance 
would not apply. An alternative is to 
add the words ‘at the option of the in- 
sured’ at the end of the clause. 


Term Rule Extension 


“The general extension of the term 
privilege to practically all classes of 
property insurance has created new, and 
exaggerated old, problems. Our com- 
mittee has asked that reporting forms 
be made eligible for the same term 
treatment as other insurance covering 
contents. 

“With the present cost differential 
in favor of term treatment there is a 
natural tendency on the part of agents 
to reduce limits on reporting forms to 
the point where the premium earned no 
longer justifies the expense of handling 
monthly reports. 

“Another problem arising from the 
extension of the term rule involves pro 
rata increase and decrease of coverage. 
Formerly, as now, increases in insur- 
ance were available on a pro rata basis 
from the date of increase to the expira- 
tion of the policy. 

“Here’s what happens under our pres- 
ent rules: the policyholder receives the 
increasing endorsement and a bill for 
an amount much more than he knows 
he is going to have to pay. He puts the 
invoice aside and from that point on the 
agent gets no more money from his 
customer until his ‘rush’ season is over. 
In the meantime, he has ignored all 
monthly statements from the agency 
which include items not involved in this 
particular seasonable transaction. With 
the appearance of the reducing endorse- 
ment he (the custoner) is then able to 
figure out his net bill for the protection 
he has had. 

“The terminal date of a one-year 
policy would in most cases be only 
weeks or at most, a few months away. 
This procedure ties up agents’ funds for 
a month or two—but the amount of pre- 
mium involved is not too great. 

“Under the new term eligibility rules 
the increases must now be for months 
and even years ahead. The amounts of 
premium are larger and the condition is 
much more serious. The same objective 
could be achieved in one endorsement, 


31,665 Members in NAIA 


The National Association of Insurance 
Agents closed its fiscal year August 31 
with a total of 31,665 agency members, 
a net increase of 266 over the previous 
year and the highest year-end total ever 
recorded by the association, Sidney A 
Singleton, Orlando, Fla., chairman of the 
local board and membership committee, 
reported to the NAIA convention this 
week, 





an ‘increasing decreasing rider,’ a net 
bill rendered with the form which would 
be honored on the usual terms of credit 
extended to the policyholder by his 
agent. 

“If this suggested plan is adopted, the 
double handling of dailies and of bill 
ings, and the double checking by agents, 
stamping offices and companies would 
be eliminated, to say nothing of the 
freeing of the agent’s money. 

“Our committee has asked _ Inter 
Regional to approve this progressive 
step. 

Inland Marine Changes 


“Introduction within the last 12 
months of the furriers block, camera 
dealers, and physicians’ and surgeons’ 
office equipment forms indicate that the 
marine underwriters are going to take 
some more business away from the fire 
and casualty markets. 

“We can foresee in the not too dis- 
tant future the adaptation of the physi- 
cians’ and surgeons’ forms to accoun- 
tants’ offices and even to insurance 
agency offices. This move into the ma- 
rine market seems like an entirely logi- 
cal step. 

“The multiplicity of all-risk mercan- 
tile stock floater forms appearing in 
California is a_ recent development 
worthy of more than passing notice. 
The utter disregard of established rating 
formulas in competition is a source of 
concern. Our committee is in whole- 
hearted sympathy with the ‘all risk’ ap- 
proach and at the same time we are 
thankful that the proving ground for 
the coverage is currently confined to 
one State. 

“It is reasonable to expect that out 
of the rash of forms there will emerge 
a salable form available at a rate which 
will be proven by underwriting results 
rather than set solely by the exigencies 
of competition. 


Improvements and Betterments 


“Improvements and betterments de- 
manded attention following the decision 
of a New York Court which resulted in 
the payment of claim to a tenant after 
the landlord has been indemnified by 
another insurer on the same property. 
This subject was reported upon by my 
predecessor a year ago. 

“As a result of conferences between 
agents and companies in Western Ac- 
tuarial Bureau territory, a form now 
known as Form 100 was designed to 
eliminate possible sources of friction. It 
has since been introduced on a man- 
datory basis in that territory. 

“Early in the summer we heard that 
Inter-Regional had recommended the 
adoption of the form to the various un- 
derwriters associations across the na- 
tion. 

“We were distressed to hear that one 
of the territorial associations was going 
to approve this new clause on a ‘per- 
missive’ rather than on a ‘mandatory’ 
basis. Approval on a ‘permissive’ basis 
would have been futile, as the new form 
would not be used in competition with 
the older forms permitting duplicate 
payments. 

“This whole subject was discussed in 
our meeting with Inter-Regional and we 
believe the form will now be adopted 
uniformly on a mandatory basis by many 
underwriters associations.” 
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Nelson Sees State and Local Boards 
Taking Lead in Accident Prevention 


hicago, Oct. 4—Sidney E. Nelson, 
Racine, Wis., as chairman of NAIA’s 


accident prevention committee,  ex- 
pressed commendation in his annual re- 
pert at the National 
nual meeting here to those agents’ as- 


Association’s an- 


sociations in many parts of the country 
taking the 
work in 


that are lead in accident 


prevention their communities. 
‘\We wish to compliment the state com- 
mittees and local boards for the excel- 
lent job they have done, 
are magnificent and outstanding,” Mr. 


Nelson 


some of which 


said. 
Nelson called 


display of 


In this connection Mr. 
ittention to the several of 
the accident prevention exhibits from 
local and state units at this convention. 
He also said that safety 
available for distribution. 

During ‘the past year each member 
of his committee has been correspond- 
ing with the accident prevention chair- 
men of five or six states located as 
close as possible to his own. “Each of 
us has been encouraging grec iter activity 
in several of our programs,” Mr. Nelson 
remarked. 

He pointed to the close cooperation 
with the accident prevention department 
of the Association of Casualty & Surety 
Companies which has prevailed, and 
said: “We have endorsed several of 
their programs, the most recent being 
the ‘slow down and live’ campaign which 
has been successful in reducing acci- 
dents in 24 southern and northeastern 
states.” 

Christmas Safety Program 


literature was 


The report then brought out that 
many ideas and suggestions have been 
passed along to state associations as to 
where safety material can be obtained. 


Two excellent sources are the C. & S. 
Association and the National Safety 
Council. One suggestion made by the 


committee was that a Christmas safety 
program be adopted by agents, consist- 


ing of inserting timely safety leaflets 
in their daily mailings. 

It was noted that the “operation 
safety kit” put out by the National 


Safety Council has been publicized ex- 
tensively. In addition, Mr. Nelson’s 
committee has endeavored to obtain ma- 
terial to be used in a highway safety 
manual which is being planned in co- 
operation with the C. & S. Association. 
Consideration is also being given to the 


use of a bumper style “drive wisely” 
type decal, containing the NAIA em- 
blem, which could be used by members 


on their automobiles. “A strip of this 
type would surely identify our member- 
ship all over the United States,” he said. 


It was also suggested by one of the 
larger state associations that this re- 
flective strip be so designed that it 


could be given to policyholders. Con- 


tinuing, Mr. Nelson reported: 
Pleased Over S-D Day Designation 


“The setting aside of a special day 
or week on a nationwide basis to pro- 
mote highway safety has been advo- 
cated by agents for several years. This 
year we are happy to report that action 
has finally been taken and the White 
llouse Conference on Highway Safety 
las given approval to such a ‘save-a- 
life’ campaign. It has designated 
Wednesday, December 15 as ‘S-D Day’ 
(Safe Driving Day). 

“Your chairman was appointed a 
member of the traffic and transporta- 
tion conference of the National Safety 
Council and has attended meetings in 
Chicago. This committee comprises a 


membership of about 50 large groups 
which include railroad, traffic, transit, 
insurance compé anies, colleges, farm and 
safety organizations. Ways and means 
were discussed of interesting more or- 
ganizations in safety work and the plan- 
ning of uniform traffic laws. Walter 
Greenspan, NAIA committeeman from 
Chattanooga, is alternate member. 
“Maurice Herndon, our Washington 
representative, attended the meeting of 
the National Committee on Uniform 
Traffic Laws and Ordinances in June 
on behalf of this committee and has 
given us a splendid report.” 
Commenting on the meeting last Feb 
ruary of the President’s highway safety 
conference, which he attended, Mr. Nel- 
son said President Eisenhower  re- 
quested the governor of each state to 
organize the various safety groups in 
his state with the aim of greatly reduc- 


ing the 36,300 traffic deaths recorded 
in the United States in 1953. It was also 
emphasized that business and civic lead- 
ers should arrange for better traffic 
safety programs in every state. In 
closing Mr. Nelson said: 

“Your chairman gave a safety talk at 
the midwest territorial conference in 
Louisville, Ky., and also attended and 
spoke before the Wisconsin legislative 
committee meeting on compulsory insur- 
ance. That committee went on record 
for more safety education and a much 
stricter enforcement program. 

“It is recommended that the present 
duties of the NAIA accident prevention 
committee be changed to bring them up 
to date. To accomplish this the words 
‘National Conservation Bureau’ in the 
duties of the committee should be 
changed to ‘Association of Casualty & 
Surety Companies.’ The revised duties 
of the committee would then read: 

“*To develop plans and programs and 
furnish inspiration for local and_ state 
participation in accident prevention and 
safety and to cooperate with the Asso- 
ciation of Casualty & Surety Compa- 
nies and other organizations devoted to 
accident prevention and safety work.’” 
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FIRE SAFETY, CIVIL DEFENSE 


Committee Seeks to Broaden Name to 
Include Civil Defense in Addition to 
Basic Fire Safety Activities 

The fire safety committee, headed by 
John J. O’Toole, St. Louis, reported to 
this 


excel- 


convention at Chicago 


the NAIA 
week that many 
lent jobs in fire safety and civil defense 


cities have done 





Strauss Portrast 
JOHN J. O’TOOLE 
In order to further this work the 
seeks to 
safety 


we ork. 


committee have its name 


changed to fire and civil defense 
committee. 

year we set aside April 
Building Officials Day,’ and 


“This past 
for ‘Visiting 


many cities joined the ranks of good 


public servants. The building official in 


most instances has charge of boiler and 


elevator codes’ enforcement, and the 
result is that many rough spots have 
been ironed out along safety lines.” 

Mr. O’Toole commended the National 


Underwriters for its as- 
sistance in providing fire prevention ma- 
terial and commented on activities of 
the U. S. Chamber of Commerce and 
other organizations. 

“A couple of years ago the president 


Board of Fire 


of the NAIA added civil defense to the 
fire safety committee, and we under- 
stand it requires the action of the na 


tional board of state directors to change 
the name of this committee to the ‘Fire 
Safety and Civil Defense Committee.’ 
We feel this action will give the com- 
mittee more strength in dealing with the 
Federal Civil Defense in Washington, 
and we ask the national board of the 
NAIA to make this change. 
“Civil defense should be 
of each and everyone of us, particu- 
larly since the Federal Civil Defense 
Administration has been instructed by 
the President to handle all catastro- 
phes. If, for no other reason but a 
selfish one, we should become very ac 
tive in our own community.” 


in the minds 


Metropolitan Agents 


(Continued from Page 35) 


the metropolitan 
committee in- 


Eastern members of 
and large lines agents 
clude John C. Weghorn, New York 
City; S. S. Holland, Jersey City, N. J 
Thornley B. Wood, Philadelphia; Ken 
neth W. Faunce, Boston; J. Edw. 
Cochran, Baltimore, and Victor O. 
Schinnerer, Washington, D. C. 
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Small Town and Rural Agents Hear 
Young on Combatting Competition 


Chicago, Oct. 6—High overhead, too 
many small policies that cost too much 
to put on the books and service, loss 
of some business due to price differen- 
tials and other tend to 
plague rural and small lines agents Ken- 
neth A. Young, Blue Earth, Minn, 
told a breakfast conference this morn- 
ing at the Conrad Hilton Hotel. Glenn 
J. May, Spencer, Ind., chairman of the 
NAIA rural and ‘small lines agents com- 
mittee, presided. Believing that the 
agents should do their part to improve 
their own position and that the com- 
panies can also aid in educating the 
public on stock company insurance serv- 
ices Mr. Young cited other “sore spots, 
before offering his views on what can 
be done to improve the status of the 
agents, as follows: ; 
“An unappreciative clientele worried 
about their own ills—not yours, rate 
manuals that lack simplicity, policies that 
require too many endorsements, filing 
and storage space too crowded, ited 
personnel wasting too much time, too 
much of your time lost training new 
personnel, not enough time to write new 
bus iness. 

“Having endured them in ever-increas- 
ing intensity over a period of time, cer- 
tainly it is worth using some time to 
eliminate as much as we can by starting 
at the heart of business—the office,” said 


Mr. Young. 
Office Management Aids 


“Check the 


“sore spots” 


arrangement for greatest 
convenience to the flow of paperwork 
through it. The policy writer should not 
have to move out of her chair, except 
for a coffee or rest break. The office 
should be pleasant to the eye and well 
lighted. Files should be readily accessible 
to those who use them most. Book- 
keeping should be kept to the smallest 
number of operations compatible with 
the requirements of the operation, With 
the office geared to the lowest operating 
cost that can be attained, a survey and 
analysis of the present business on the 
books will reveal the presently profitable 
lines. It may also reveal a large number 
of smaller accounts that require too 
much service, and then another group 
that are just average. 

“Decide how you are going to remedy 
that situation, whether by concentration 
on larger lines, combining coverages to 
make an account profitable or get rid of 
the worst pests that show no indication 
of ever being developed. These things 
you can do for soon or you may 

ask for help from one of your com- 
panies which operates an agency service 
for this purpose,” observed Mr. Young 

“What about some of the other ills— 
policies, endorsements, manuals, rates? 
In this field we can make suggestions 
for improvement and simplification. We 
can discuss these things in our associa- 
tion at all levels, starting at the bottom. 
When a workable suggestion develops, 
pass this along to the state association. 
There it can be carried to the companies 
if it is a state or local problem or sent 
on to the National Association if na- 
tional or general in scope. 

“Now for that unappreciative clientele, 
why don’t they realize what we all know ? 
Namely, that we have a _ professional 
knowledge of our business, that we have 
a code of ethics to guide us, that we 
render them service at the time we write 
their business by recommending the 
proper kind and amount of insurance 
to fit their needs in companies of good 
repute, financially able to meet the con- 
ditions of the insurance contracts they 
write, that we are concerned about their 
insurance needs to guard them against 
financial loss, that we are ready at all 


3A, Article IV, 


times to assist them when loss occurs. 

“Perhaps we have been so busy giv- 
ing them professional service and have 
been too modest to tell them about our 
service. Perhaps it is well that the direct 
writers have been telling our clientele 
that price is the big thing. Apparently 
our family has been too busy, each for 
himself. And perhaps now the family 
can unite to tell the public that we are 
a professions il family, that we do more 
for their insurance doll ar, that we furnish 
local personalized service, that the in- 
terests of our client are foremost in 
our thinking and in our actions. 

“Then let us be sure that we live up 
to the code of ethics we have all sub- 
scribed to by our affiliation with the 
National Association of Insurance Agents 
that our actions may stamp us as genuine 
and not as mediocre practitioners.” 


Progress Reported by 
Rural Agents’ Committee 


During the past year the rural and 
small lines agents committee continued 
to encourage formation of rural and 
small lines agents committees in each 
state association, as well as urging that 
meetings of the various territorial con- 
ferences devote a part of their program 
to activities particularly effecting rural 
and small lines agents, Glenn J. May, 
Spencer, Ind., chairman of the commit- 
tee, reported to the convention in Chi- 
cago this week. The progress in this 
phase of activity has been good. 

“Each member of the committee has 
been assigned a group of states to be 
responsible for in promoting National 
Association activities concerning rural 
and small lines agents. We believe the 
assignment of committee members to 
specific areas plays a large part in pro- 
moting interest and developing an ex- 
change of ideas pertaining to the prob- 
lems which most concern rural and small 
lines agents,” he said. 

“A major step in dealing with particu- 
lar problems of rural and small lines 
agents has been taken in the Midwest 
Territorial Conference in the creation 
of a farm conference committee which 
meets with the farm committee of the 
Western Underwriters Association to 
discuss common problems of the industry 
pertaining to this very important field. 
Although the Midwest Agents had been 
represented for some time by a con- 
ference committee to discuss general 
problems with company spokesmen, this 
is believed to be the first attempt to 
set up specialized committees to deal 
specifically with farm insurance ques- 
tions. 


Directors’ Powers Expanded 

Chicago, Oct. 4—-The NAIA conven- 
tion adopted this morning, without dis- 
senting vote, an amendment to the 
NAIA constitution designed to put all 
policy-making powers in the National 
Board of State Directors, including ac- 
tion on resolutions. Hence at this con- 
vention and in the future the convention 
itself will not vote on resolutions pre- 
pared by the directors. However, any 
member of NAIA is always free to pro- 
pose a resolution from the floor of the 
convention. This seldom occurs. Section 
of the constitution now 
reads as follows: 

“The national board of state directors 
shall be the policy-making body of this 
association. Within the framework of 
the object as set forth in Article IT 
the board shall determine the general 
policies of the association; formulate 
and promulgate statements and resolu- 
tions relative thereto.” 


J. K. Cormack Stirs Up 
Interest in Bond Lines 


GIVES EDUCATIONAL TALK 


Tells NAIA That Agents Shouldn't 
Expect to Retain Fire Lines If They 
Ignore Fidelity-Surety Sales 


Chicago, Oct. 5—In a sincere attempt 
to stimulate insurance agents to take a 
greater interest in the development of 
bond business, J. Kenneth Cormack of 
Providence, NAIA’s fidelity-surety com- 
mittee chairman, gave the convention 
here today a rousing good talk under 
the heading, “There’s No Business Like 
Bond Business.” 

Warning against complacency, Mr. 
Cormack said that no longer can insur- 


ance agents expect to retain the fire 
and casualty business of customers 
whose surety needs they ignore. He 


argued that 
all agents 
to their 
casualty, 
declared: 

“The greatest service an agent can 
render—the greatest selling job he can 
do— is to provide | a bond when the cus- 
tomer needs one.” 

Mr. Cormack gave an interesting ac- 
count of how the pattern for fidelity- 
surety bond — selling was _ originally 
formed. “A small group of intrepid men, 
with vision perhaps but certainly with 
courage, adopted the bond field for 
their own and were the forerunners of 
the still comparatively small fraternity 
of ‘bond men.’ Some of them entered 
company employment; others chose with 
characteristic good judgment, to enter 
the agency field. Thus, it was sort of 
unwritten law that bonding agents would 
write fidelity and surety, insurance 
agents would write casualty and fire.” 

The speaker said that it became the 
custom for the insurance agent when 
faced with a bond problem “to throw up 
his hands with a pained expression and 
direct the prospect to the nearest bond- 
ing agent for service.” He then declared: 


“there is a crying need for 
to provide complete service 
clientele—whether it be fire, 
fidelity or surety,” and then 





Quick to Exploit New Bond Forms 


“As time went on ‘bond men’ were 
quick to realize the worth of the com- 
mercial blanket bond form and_ they 
fully exploited the almost limitless op- 
portunities for sales. The 3-D package 
policy was developed, adaptable for mer- 
chants, manufacturers, wholesalers, re- 
tailers, contractors, automobile dealers, 
fuel dealers, warehouses and so on ad 
infinitum. In fact, every employer was 
a prospect. Simplified rate formulas 
and new sales techniques were devel- 
oped. 

“Certain fundamental sales principles 
became evident. The 3-D package policy 
which offered comprehensive protection 
from loss from both within and without 
the framework of the business organi- 
zation was stressed. Bond men were 
quick to seize on the personal angle. 

“Many sales gimmicks came into use. 
Some bond men liked the news clipping 
approach. Others cited actual loss cases, 
the myriad ways that a firm can lose 
money. Always the producer hammered 
home the basic sales argument that em- 
bezzlements generally occur over a pe- 
riod of time in small amounts which are 
virtually impossible to immediately spot. 

“After the initial sales resistance was 
broken down and the major objections 
to the coverage successfully countered, 
many producers favored the injection of 
the financial statement angle. Strangely 
enough most prospective fidelity bond 
buyers will optimistically but foolishly 
decide on a limit of liability for lower 
than their potential loss exposure. There 
is no more graphic or convincing argu- 
ment than to compare the latest finan- 
cial statement to the selected limit of 
liability. 

“In passing, one additional thought on 





Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 


Baltimore Los Angeles 
Boston Montreal 
Chicago New Orleans 
Columbus, O. Philadelphia 
Dallas San Francisco 
Houston Seattle 





OCEAN MARINE 
INLAND MARINE 
HOMEOWNERS’ COMPREHENSIVE 
MANUFACTURERS OUTPUT 

and similar covers 








the art of selling. As we all know in 
insurance we frequently have to sell our 
merchandise twice. Once to the cus- 
tomer and then all over again to the 
company. Now it occurs to me that our 
companies could do the agents a great 
favor by establishing one department for 
underwriting the 3-D package policy. 
The way it is now, if you get safely 
by the fidelity underwriter, you've still 
got that gimlet-eyed burglary man to 
cope with. True or false? 


Underlying Reason for Reluctance 


Mr. Cormack figured that the under- 
lying reason for reluctance of some 
agents to service actively their own 
natural bond business “is a lack of clear 
understanding of the fundamental dif- 
ferences between surety and insurance.” 
He endeavored to explain that surety is 
not insurance; it is a service—an en- 
dorsement. In most cases it is a con- 
venience to the customer. It is a sub- 
stitute many times for a cash require- 
ment of a third party for the guarantee 
of performance, an act, or ultimate 
satisfaction. 

He also explained that surety bonds 
cannot be handled on a binder basis 
like fire and casualty lines. This is 
because most surety bonds once exe- 
cuted are non-cancellable, or at least not 
until the particular obligation is satis- 
fied. “As a result all data, all under- 
writing information, must be obtained 
and submitted before execution of the 
instrument will be authorized and the 
need of the customer fulfilled,” said the 
speaker. 


Surety Needed Only When Situations 
Occur 


Mr. Cormack then explained why 
surety bonds can only be solicited in a 
general way, saying: “Attorneys always 
a good source of court bonds, can be 
contacted for their future bond needs; 
contractor contacts can be cultivated. 
However, a situation must first occur 
before surety is needed. An attorney 
must be appointed by a court as ad- 
ministrator of an estate or as a re- 


ceiver. A contractor must require a bid 
bond through specifications in a con- 
tract. A customer must require permit 


bonds or be involved in litigation re- 
quiring a release of attachment bond or 
a cost bond, to cite a few of the many 
surety requirements that arise from time 
to time. 

“Generally surety is required in a 
hurry. While it isn’t always true, quite 
often the customer in need of surety is 
slightly annoyed by the requirement he 
faces and usually wants the whole thing 
over and done with by the prompt and 
immediate filing of his bond. The agent, 
who is qualified to satisfy these rather 
imperative needs, is without doubt exer- 
cising the greatest opportunity for sell- 
ing himself through surety service. .. .” 
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Future of the Casualty Business 


Explored in Panel Discussion 


Participants Carlson, Cook and Gelcher Generally Optimistic 
But Concerned Over Direct Writer Inroads; Agree That 
Service and Performance Are Paramount 


Chicago, Oct. 6—One of the highspots 
of today’s program here at the NAIA 
convention was the panel discussion on 
“The Future of the Casualty Business” 
of which Joe H. Bandy, Nashville, NAIA 
casualty committee chairman, was the 
moderator. Participants were Thomas 
O. Carlson, actuary, National Bureau of 
Casualty Underwriters; Ferd M. Cook, 
vice president, American-Associated In- 
surance Companies, and Joseph Gelcher, 
San Diego, vice chairman of the NAIA 
casualty committee. 

Making a realistic appraisal of the 
problems involved, particularly as they 
pertain to competition from direct 
writers and non-agency specialty com- 
panies, the speakers generally agreed 
that this is no time for discouragement 
or defeatism but rather a time for joint 
action based upon untrammeled discus- 
sion between the stock agency compa- 
nies and their producers. 


Continuous Policies, Direct Billing 


Mr. Carlson made somewhat of a bold 
move when he brought up the matter of 
continuous policies and direct billing, 
well realizing that these two items are 
simply not to be discussed at NAIA 
gatherings by top brass edict. “I am 
not advocating either innovation here,” 
he declared, “but the adamant decision 


that they cannot be discussed, because 
of the fear that adoption of either by 
a company would endanger the agent’s 
control of his renewals, is a good illus- 
tration of the sacred walls that must 
not be erected if we are ever to arrive 
at a solution. 

“The companies will not contemplate 
action that will destroy the foundations 
of the American Agency System, 
through which their life’s blood has been 
derived. But some of these changes 
mav not be as difficult to safeguard as 
would appear at first sight, and without 
discussion their potentialities can never 
be explored.” 


Has Outpaced Increase in National 
Income 


As to the growth of the casualty 
business, Mr. Carlson told his NAIA au- 
dience that since prewar its growth has 
outpaced the increase in national in- 
come. “For all lines commonly listed as 
casualty the increase in premium volume 
from 1940 to 1950 was about in line with 
national income growth, he said, but 
from 1950 to 1953 premium volume in- 
creased 70% and brought 1953 business 
to five times the 1940 level. In the auto- 
mobile liability lines the growth in vol- 
ume was even more rapid and resulted 
in bringing 1953 volume up to a level 


six times the 1940 premiums, he said. 

Stock companies in the aggregate, he 
pointed out, have maintained approxi- 
mately the same rate of growth as non- 
stock. The stock companies, for exam- 
ple, wrote a higher proportion of work- 
men’s compensation insurance than in 
1940, and although their automobile lia- 
bility volume dropped four or five per- 
centage points, stock companies. still 
write two-thirds of the total premiums 
for this form of insurance, most of it 
through the American Agency System 

Stressing that these casualty growth 
figures reach into the multi-billion dol 
lar area, Mr. Carlson said they did not 
“indicate any serious decadence that J 
can see. Far from being a_ blasted 
skeleton in the winter of its life, the 
tree of the stock casualty agency sys- 
tem is still putting forth vigorous 
growth,” he stated. 

In his opinion, package coverages will 
occupy a considerable role in the future, 
(1) because they represent a tendency 
toward simplified and comprehensive 
coverage which insurance purchasers de- 
sire for their own convenience, and (2) 
the remuneration to the agent makes it 
more worth his while to sell such cov- 
erages ... to the extent that never could 
be expected in the sale of the individual 
parcels. 

Mr. Carlson pointed also to many 
other areas, such as the general liability 
and burglary coverages, the fidelity 
surety lines which are far from being 
saturated. “They are all waiting to be 
cultivated by the casualty agent with 
imagination, initiative and 
rance,” he emphasized. 

_ He predicted that the volume of auto 
liability insurance, for example, cannot 
fail to increase in the next few vears 
because there is certain to develop 
nearly universal purchase of insurance 
by automobile owners. “While no ac- 


perseve 





curate figures are available, it may be 
estimated that no more than about 70% 
of the private passenger cars in this 
country are now insured,” Mr. Carlson 
said. “With 45,000,000 pleasure cars 
registered in 1953 and the constantly 
increasing number of cars on the road, 
there is still a sufficiently large voiume 
of new business coming along in the 
next few years to satisfy the desires of 
those who are now in the business and 
are consequently in on the ground 
floor.” 
The Most Acute Problem 

Agents, Mr. Carlson said, might ask: 
“How about the distribution of this new 
business?” Admittedly this is “unques 
tionably the most acute problem facing 
our section of the industry.” 

“We are all aware of its gravity,” he 
stated. “There have been many discus 
sions on all levels and a few facts have 
become apparent. The inroads that have 
been made by the competitors of the 
adherents to the American Agency Sys 
tem have been made possible in part, 
paradoxical as this may seem, by some 
of the outstanding merits of that system 
These are the service which contributes 
to the differentiation in cost per insured 
car on the expense side, and the provid 
ing of a market for the general run of 
business which contributes to the anal- 
ogous differentiation in cost on the 
loss side. Certainly all will agree that 
neither of these two meritorious aspects 
of the agency system should be tampered 
with. 

“The approach must be made in other 
ways. For one thing, refinement in rate 
schedules would seem to work more to 
the advantage of the agency companies 
than of their competitors. Secondly, fur- 
ther examination must be made of pos 
sible economies in order to meet more 
effectively the competition of mass mer- 
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Selling Inland Marine Coverage to 
Fit Particular Needs of Insured 


Insurance coverage tailored to fit the 
needs of the individual insured is the 
aim of H. W. Mullins, Rockford, III, 
vice president of the Illinois Association. 
Speaking at the s ales forum of the NAIA 
convention at the Conrad Hilton Hotel 
in Chicago October 5 Mr. Mullins 
stressed that “we make a real effort 
to fit our coverages, rates, policy periods, 
premium adjustments and reporting 
methods to best fit our insured’s needs 
and convenience. 

“We try to tie in insurance transac- 
tions with his business methods and pro- 
cedures so as to cause him a minimum 
of added effort. Usually this also saves 
our office and our companies work. We 
have found our companies most recep- 
tive to our ideas if they are sound and 
we try to avoid asking them for special 
arrangements of this kind unless we are 
first sure that our ideas are not unrea- 
sonable 

“In this way you can provide your 
insured better protection, you can save 
you, your insured and your company 
work, you can get additional premium 
and build up sizeable premiums in indi- 
vidual policies resulting in lower oper- 
ating costs and most important of all 
you can render your customer a real 
insurance service. 

“As more and more agents recognize 
this fact and practice it, then the future 
of the American Agency System is to 
that extent enhanced because I am sure 
that no salaried employe of a direct 
writer whose interest lies primarily with 
his employer is ever going to give that 
type of service.” 


Too Many Interpretative Bulletins 


3efore outlining specific ways in which 
he writes various lines of inl and marine 
coverage Mr. Mullins expressed the be- 
lief that the new nationwide definition 
of inland marine coverage should not be 
so strictly applied to individual cases. 

“T do regret —_— the large number 
of interpretative bulletins already issued 
since the new definition has been 
adopted,” said Mr. Mullins, “and I say 
I regret it because I believe that many 
of these hair-splitting distinctions apply- 
ing only to individual cases tend to re- 
strict and impair the broad general pur- 
poses for which such a definition is 
intended. 

“T believe that many times situations 
which should be resolved by the judg- 
ment of the underwriter are submitted 
for rulings which results in unduly im- 
pairing use of judgment by others in dif- 
ferent but similar situations, thereby 
setting up obstacles to providing proper 
coverages to fit real needs. 

“Not only in the field of inland ma- 
rine insurance, but also in other insur- 
ance fields, it is my observation that 
there has been too much intent to rigidly 
apply rules to borderline situations. 
Oftentimes they have been applied with- 
out consideration for the actual needs of 
the insurance buyer, but rather acting 
strictly from the standpoint of what was 
intended at the time the rule was adopted 
and attempting to make every case fall 
on one side or the other. Companies and 
bureaus have placed too much emphasis 
on the possibilities of discrimination 
which is frequently non-existent. 

“T realize that such broad interpreta- 
tions may create problems and particu- 
larly so if some agents and companies 
use broad rules as the nationwide defi- 
nition as a tool to provide additional 
coverage without proper loading. This 
amounts to nothing more or less than 
rate cutting, and does none of us any 
good, By the same token we are not 
properly serving the buying public if 
each time we provide something in the 
way of a tailored insurance job to fit his 
needs, we make excessive rate loadings 


which are out of line with the additional 
exposures involved. 
Industrial and Commercial Fields 


“T have found that in the industrial 
and commercial fields there is a great 
deal more opportunity to render this 
kind of service than on personal risks. 
There are more or less uniform require- 
ments for coverage on person: ul risks and 
the large number of inland marine poli- 
cies available providing coverages for 
all types of personal property, hobby 
properties, etc., adequately provide what 
is needed. 

“In the field of industrial risks my 
idea of tailoring insurance to fit the 
needs of particular risks goes farther 
than simply fitting the insurance cover- 
ages to protect his exposures. Not only 
do I think that we should fit our cov- 
erage but, further, that we can sim- 
plify our forms, provide composite rates, 
set up expiration dates and otherwise 
fit our insurance to fit in to the other 
operations of this insured. I have foun] 
that in applying composite rates it is 
usually most attractive to the insured to 
have these rates based on sales,” Mr. 
Mullins told his fellow agents. 

“In our city and I believe in the ma- 
jority of what we refer to as 
larger accounts or risks are those which 
are not large enough to have a full-time 
insurance buyer. In these cases usually 
someone in the accounting department 
or one of the officers more or less con- 
nected with the accounting work of the 
firm will handle the insurance. This 
being the case I have found that fre- 
quently they want to figure insurance 
costs on individual jobs or for anton ge 
periods of time and a rate applied to 
their gross sales will always enable them 
to quickly figure the insurance costs on 
any particular job or for any particular 
period of time. Because of this I have 
tried to write most of my policies with 
the premium adjusted on the basis of 
sales and this applies to inland marine 
lines as well as comprehensive general 
liability and other policies that nor- 
mally may require audits 

“T have found that when the end of 
the fiscal year of the insured rolls 
around, if policies are written to run 
concurrent with their fiscal year which 
is frequently the case, I do not have the 
insured on my neck wanting to know 
how soon the auditor can get around 
to make his audit so that he can close 
his hooks. 

“He can alwavs take his sales for any 
period of time he wants and apnly the 
rate per $100 of sales and have his own 
answer on insurance costs in just a few 
minutes, thereby saving not only his 
time but also mv own and that of the 
auditors and other company men. I 
have used this point effectivelv in sell- 
ing because it does have customer ap- 
peal—it convinces him I have his inter- 
ests in mind beyond merely the insur- 
ance coverage and premium. 


cases, 


Commercial Type of Risk 


“Our general appr oach to the commer- 
cial type of risk is along the lines of 
writing one comprehensive policy which 
we have referred to as the manufac- 
turers’ comprehensive floater policy. The 
first policv of this type which we wrote, 
and I might say the first three or four, 
was written in our office, that is, the 
form prepared and to a considerable ex- 
tent the sale completed before we looked 
for a company to write the line for us. 

We had no difficulty in this respect 
because our approach to the matter had 
been sound and our analysis of the in- 
sured’s exposures thorough. The result 
was that we began writing and have since 
written several broad policies producing 
substantial premiums which have tied in 


practically all of the inland marine lines 
of a commercial risk into one single 
policy. 

“Generally speaking these policies 
cover all exposures away from premises 
owned or controlled by the insured and 
we use this successfully as a strong sell- 
ing point. Usually the policy is written 
on an all risk basis both in transit and 
at location, covering all transportation 
exposures both incoming and outgoing. 
It covers patterns, goods on the prem- 
ises of others for processing, property 
of the insured which is in the hands of 
sub-contractors, all exhibitions, service- 
men’s tools, equipments, etc., salesmen’s 
samples, the insured’s interest only in 
all property sold on a conditional sales 
contract, coverages on leased and rented 
equipment, plus any other exposures we 
develop in our analysis of a particular 
risk, 


Favors All - Risk Covers 


strong believer in all-risk 
coverages and even though such all- 
risk coverage may contain certain ex- 
clusions T am firmly of the opinion that 
such policies will pick up losses that 
could not be pre-conceived or provided 
for under any type of specified peril 
policy no matter how long the list of 
specified perils might be,” said Mr. 
Mullins. 

“Writing any of these floater policies 
including transportation hazards, we are 


oe fie Yc are | 


careful to make certain that the word- 
ing of the insuring clause is broad 
enough to take in all exposures both 


known and unknown with a reasonable 
loading for the unknown hazards. As an 
example of this we make certain that the 
transportation hazard as_ defined is 
broad enough to include loading and un- 
loading accidents at both ends of the 
line because we believe this to be an 
important part of the transportation 
hazard involved. We have not had any 
serious losses nor many losses of this 
kind but we have found it to be a very 
good sales point so far as the insured is 
concerned. 

“In writing these broad coverage poli- 
cies it is necessary to check periodically 
with the insured to determine whether 
or not there have been any major 
changes in the exposure because if we 
do not do this our composite rate based 
on sales will not reasonably reflect the 
exposures and we may be overcharging 
the insured or we may be shortchanging 
the company. We trv to avoid either 
situation not only when the policy is 
written but during its entire existence. 

“In the field of mercantile risks while 
the possibilities are not as great per- 
haps as they are in that of industrial 
risks still we have found this to be 
a fertile field and here again have at- 
tempted to wrap up into one policy all 
the coverage an insured needs to cover 
his exposures away from his own prem- 
ises. 

Service Risks 


“In the fields of service risks we have 
also found that it pays to make a careful 
analysis of all exposures of each insured 
and then provide one policy that actually 
fits his needs. In the case of contractors, 
installation risks and other similar type 
businesses, the policy should be broad 
enough in wording to cover the tools 
and equipment carried by service men 
and it should also be broad enough to 
cover all the property your insured might 
have on the premises of the job includ- 
ing temporary structures, scaffolding, 
hoisting towers, etc., which are not in- 
cluded in the builders risk forms unless 
the builders risk policy is written in the 
name of both the contractor and the 
owner of the property or unless their 
contract provides that such coverage 
shoud be provided by the owner. 

“Ordinarily in our territory this is not 
done and, therefore, the only way to 
be sure that the contractor customer is 
covered is to specifically provide the 
coverage in his floater policy. 


U. & O. on Radio and TV Stations 


“So far as use and occupancy insur- 


PROGRESS IN EDUCATION 


Committee Reports 29 States Active, 

With 62 Discussion Groups; High 

Enrollments in All Courses 

During the past year there were 29 
states actively taking part in the educa- 
tional program through the educational 
division of the NAIA, Chairman Ernest 
F. Young, Charlotte, N. C., reported to 
the convention this week. There were 62 
discussion groups sponsored by various 
state and local associations. The total 
of introductory graduates as of this 
date is 2,956. There have been 1,032 
graduates in the standard course, and 
217 graduates in the agency 
ment series. 

New and significant trends were ol 
served during the educational division's 
completion of another successful year, 
said Mr. Young. During this period in- 
creased participation in the more ad 
vanced course of the NAIA educational 
program was noted. This year the 
agency management course was used in 
short .course campus schools more than 
ever before. 

Enrollments in the 
have increased appreciably. Although 
the introductory course’ enrollments 
have shown a decline, the educational 
division “has proved that a sound ag 
gressive educational program is the 
strongest force for unity in association 
activities. More and more agent prin- 
cipals are participating in our educa- 
tional program and realizing the advan- 
tages they acquire through membership 
in the national, state and local agents 
associations,” Mr. Young said. 

Enrollments in the introductory course 
totaled 2,916, and there were 5,448 for 
the standard course. Highest enroll 
ments were for fire and allied lines, au 
tomobile, inland marine, public liability, 
ofhfce management and time _ element 
coverage courses. 


manage 


standard course 


Agency Management Course 

The’ educational committee is grati- 
fied at the overwhelming success of the 
agency management series. This course 
was used in many new short course 
campus schools and expanded in those 
which participated in the program in 
the past. The cumulative number of en- 
rollments in the Agency Management 
course are as follows: 

Agency ownership, 156; agency man- 
agement, 289; building agency prestige, 
82; customer account analysis, 313; to- 
tal, 840. 

The educational division has com- 
pletely revised the public liability, bur- 
glary and glass, and inland marine sec- 
tions of the standard course. The work- 
men’s compensation unit is revised in 
line with the new policy which will be 
effective October 1. In addition to this, 
minor revisions have been made in sev- 
eral textbooks of all three units of our 
program. 





ance on radio and TV stations is con- 
cerned, the nationwide definition at the 
present time excludes the buildings and 
building equipment and furniture for 

J. & O. coverage as well as property 
damage coverage. While there is no 
reason why it should be included with 
the tower and equipment so far as direct 
damage is concerned, it should be 
written blanket with the other equip- 
ment so far as use and occupancy is 
concerned. 

“Under the present rules it is neces- 
sary to provide two policies, one of 
which to cover certain equipment on an 
all-risk basis and the other which must 
provide more limited coverage as apply- 
ing to the building, furniture and fix- 
tures. This does not make sense when 
we try to explain it to an insured. 

“T believe that provision should be 

(Continued on Page 44) 
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Urges NAIA Approval of 
Pocket Bond Manual 


J. K. CORMACK POINTS TO NEED 





Urges Setting Up of Compensatory 
Minimum for All Fid.-Surety Lines 
Where Not Now Existing 





hicago, Oct. 4—Chief recommenda- 
tion made by J. Kenneth Cormack, 
Providence, R. I., in his report to the 
NAIA annual meeting here as chairman 
of its fidelity and surety committee, was 
that the National Association give its 
oficial approval to the pocket bond 
manual upon which his group has been 
working, and that formal request be 
made to the Surety Association of 
America to make a pocket manual avail- 
able to insurance agents throughout the 
country. 
Simplification of the bond manual has 
been under way since 1951, the aim at 
that time being to get a shortened, con- 


cise, easily understood working tool 
“nto the hands of those agents who 
avoid the unabridged manual as_ they 


would a_ pestilence. .” At first the 
attempt was made to assemble selected 
pages from the format and insert under- 
writing “guides and tips” at strategic 
points. Later, as further studies were 
made, it became clear that, if simplifica- 
tion were to be really attained, an en- 
tirely new manual would have to be pre- 
pared. So Mr. Cormack presented in his 
report the following essentials of this 
proposed pocket manual: 

Complete Printing of New Edition 

“1, A complete printing of a new edi- 
tion, containing in essence, the material 
appearing in our ‘sample copy.” : 

“2, Augment the fidelity section of the 
sample copy by including material on 
individual and schedule bonds. 

“3. Retain, and improve upon the idea 
of inserting ‘underwriting guides and 
tips’ at indicated points. 

“4. Devise a new index 
clearly indicate exactly where to 
what.” 

In making these recommendations 
Mr. Cormack said: “We lay no claim to 
any miraculous curative properties of 
the pocket manual. We do strongly feel, 
however, that a concerted effort must 
soon be made to encourage  self- 
education and to stimulate more interest 
in more agents to provide more service 
to their customers through fidelity and 
surety.” 

North Carolina Situation 


Referring to developments of the past 
year, Mr. Cormack pointed to a desire 
in some quarters to abolish bid bond 
premiums. This situation came particu- 
larly to a head in North Carolina where 
the Insurance Department, in November, 
1953, ruled that the premium should ap- 
ply only on the contract bond of the 
contractor whose bid is accepted. This 
ruling eliminated all such charges since 
the bid bond premium for the success- 
ful bidder is credited to the premium 
on the performance bond. 

“The Surety Association of America 
promptly challenged the ruling and in 
January, 1954, it was set aside by te 
North Carolina Superior Court. The 
Insurance Department did not appeal. 

“However, as far as we can deter- 
mine, this practice still continues. While 
the committee’s opinion is presently 
divided, none of us advocates ‘free in- 
surance’ in any form. It is quite neces- 
sary that clarification and uniformity be 
achieved. We have expressed these 
views to the Surety Association.” 

The Cormack report also pointed to 
the committee’s efforts to work out a 
plan for collecting renewal premiums on 
small administrator and executor bonds. 
Noting that this has been a source of 
expense and loss for many years to 
both agent and surety company, Mr. 
Cormack said: 

“The committee is of the firm opinion 


which will 
find 


that a scale of term rates for small 
cases of administratorship and the like 
could be established commensurate with 
the probable time element and that re- 
newal charges could therefore be elim- 
inated. This proposal of course requires 
considerable study and research and 
must be proposed by an interested spon- 
sor. We are now searching for such a 
sponsor. 

“As a possible alternative, it has been 
urged that agents follow the practice of 


collecting renewal premiums in advance, 
for which a discount would be allowed 
as now provided by the rate manual.” 

A possible reopening of the matter of 


blanket bonding of Federal employes 
was indicated when Mr. Cormack re- 
ported: 


“Maurice Herndon has advised that 
the Post Office Department, which orig- 
inally opposed the idea of blanket or 
schedule bonding of Federal workers 
when first proposed in 1949, may now 
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in Chicago 
be interested. It is to be noted also 
that the Federal tax revision law per- 
mits the purchasing of blanket bonds by 
the Internal Revenue Department. Mr. 
Herndon has undertaken to keep the 
committee advised of further develop- 
ments.” 

Finally, Mr. Cormack brought out 
that “our agency cost survey demon- 
strates that production of fidelity and 
bond business is expensive and unre- 
munerative for many agencies.” 





A SEAL IS 





A SMALL THING 


mut ...; 


its real importance is more than just a means of 


quick identification. Over a period of years, it becomes 
a symbol of the reputation of a company’s 
management and the quality of its services. The 


Chubb & Son seal is your assurance of 


facilities that have been “Serving the Leaders” in all 
fields for more than 50 years. 
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Seymour's Administration Report 


(Continued from Page 25) 


as often as they should in order to 
accomplish the work that they are called 
upon to do—or is it possible for the 
chairman to invite more members of 
his respective committee from various 
sections of the country to these meetings. 
This is so necessary at this time so 
that a better cross section of thinking 
can be developed in their deliberations. 
I suggest that the budget of the property 
and casualty committees be substantially 
increased so that they can do their work 
without being handicapped.” 





Membership at Peak | 





glad of the 
pay tribute to the out- 
done by NAIA commit- 
year. He mentioned 


President Seymour was 
opportunity to 
standing work 
tees in the past 
in particular: 

“Under the able leadership of Sidney 
Singleton and his committee, our 
ciation now has the largest membership 
in its history, having increased its mem- 
bership from 31,399 in September, 1953, 
to 31,665 members as of August 31, 1954 
—in addition to welcoming Alaska as a 
new member. 

“I am happy to report that largely 
through the efforts of Emil Lederer, 
chairman of the metropolitan and large 


asso- 


lines agents committee and who was 
ably tssisted by other members of this 
committee, the Federal Reserve Bank 


System continues to carry insurance on 
their properties as they have done in the 
past. We are grateful to them for their 
success in preventing the Federal Re- 
serve Bank System from adopting a 
self-insurance program for their build- 
and contents. 


ings 
Tribute to Art Schwab 

“One committee which, because of its 
activities, deserves a special mention is 
the agency management committee. You 
may recall that last year, at the Wash- 
ington convention, Arthur L. Schwab 
president of New York State Associa- 
tion, chairman of this committee, pre- 
sented the results of the agency cost 
study by the agency management com- 
mittee 


“This year Art Schwab has conducted 


a postcard survey, similar to the ones 
conducted several years ago, to de- 
termine the average premium volume 


classification of the NAIA membership. 
Not only is Mr. Schwab and his com- 
mittee to be congratulated but congratu- 
lations are also extended to those agen- 
cies and state associations who have 
operated so wholeheartedly with the 
agency management committee in its 
quest for detailed information. 

“IT wish I had the time to comment 
on the activities of other committees 
especially the casualty and property in- 
surance committees because they have 
accomplished so much during this past 
year under the capable leadership of 
Joe Bandy and Archie Slawsby. To Joe 
Bandy and Archie Slawsby and_ the 
members of each committee, go my sin- 
cere thanks and appreciation for their 
untiring efforts in our behalf and for 
a job well done. 


co- 


New York Staff | 


“A major part of the service rendered 
by the National Association is made pos- 
sible through the efforts of our admin- 
istrative staff. Mr. Neville has assembled 
an outstanding group of.young men and 
women, all of whom have been faithful 
and loyal in support of my administra- 








tion. In fact, the entire staff is very 
efficient, capable and of absolutely top 
quality. 


“Our peerless chief of staff—executive 
secretary and general counsel, John F. 
Neville—is well known and highly re- 


spected throughout this land, not only in 
the insurance business but in legal and 





other circles as well. John and his entire 
staff have worked untiringly throughout 
the year to assist me and to promote 
the work of this association. I can say 
with the certainty of first-hand observa- 


tion and knowledge that your NAIA 
staff is superior to any I have seen 
either in or out of the insurance in- 
dustry. 


“An activity of your NAIA New York 
office which will prove very interesting 
and valuable to you is a book which is 
now being written by John Neville and 
George Hanson during their spare time. 
This forthcoming book will concern itself 
with the various legal aspects of agency 
ownership and operations, and they hope 
to have this work available for publica- 
tion and release within the next few 
months. 

“Our editor of 
Bulletin is Jim 


Agency 
ably 


The American 
Mathews who is 
assisted by Cliff Reckling. By the way, 
my travels around the country have 
shown me how much The Bulletin is 
pains and how helpful it is to the 
igents. We appreciate their efforts in 
our behalf. 

“When our former convention manager 
left for other fields we were very fortu- 
nate to have a worthy and capable sub- 
stitute in George Cross to take over 
the duties of running our convention. 


The talents and be gage of your 
treasurer, Mrs. Edith Coryell, are 
assets of incalculable importance to the 


strength of your association. 





Washington Progress | 





“For two days, early in February, dur- 
ing the course of another trip north 
from Louisiana in behalf of our National 
Association, I visited with our Washing- 
ton representative, Maurice Herndon. | 
want to report in brief detail on at least 
three of my experiences while visiting 
our Washington outpost as president of 
the NAIA, because of their importance 
as a matter of what, I believe, should 
be a regular operation of your top NAIA 
officers—periodic visits to our Washing- 
ton office. 

“While there, I called upon Mr. Arney, 
secretary-treasurer of the National As- 
sociation of Radio and Television Broad- 
casters, and was able to amicably 
straighten out a misunderstanding with 
reference to certain insurance coverages 
about which the NARTB had been 
bulletining its members, a program in 
which I found local agents can partici- 
pate. This at least removed the threat 
of group writing of this class and solved 
one group problem. 

“In addition, | conferred with the Fed- 
eral Crop Insurance Corporation man- 
eager, Charles Laidlaw, with whom | 
discussed the over-all problem. We con- 
sidered the possibility of private insur- 
ance activity taking over the crop insur- 
ance program and, short of that, of its 
being handled by an increasing number 
of local insurance agents, should the local 
agents so desire. 

“In this same vein, a clear understand- 
ing was achieved with the FCIC man- 
ager that the NAIA is in opposition, as 
a matter of principle, to the Federal 
Government being in the insurance busi- 
ness. As the third item of my W ashing- 
ton visit, I met with the director of 
information of the Small Business Ad- 
ministration and found that this particu- 
lar government agency would be willing 
to circulate, on a _ national scale, 
a bulletin showing why the small busi- 
nessman should buy his insurance 
through a local insurance agent and how 
a businessman might choose his agent 
wisely. 

“At this conference we confirmed that 
the government will print such an article 
and distribute the pamphlet through its 
field offices without cost to the NAIA, 
and we look forward to the day when 
this can be accomplished.” 





Ellis Sees Miracle 
In Service and Sales 


REBUKES SKEPTICAL PROPHETS 


Addresses NAIA Meet; Confident for 
Future; Cites Confidence as Corner- 
stone for Better Selling 


Chicago, Oct. 5.—Decrying the long- 
faced prophets who have been predicting 
that only a can save the inde- 
pendent insurance agent, William W. 
Ellis, field supervisor of the Aetna Casu- 
alty & Surety, declared in his talk here 
today at the NAIA meeting that he was 
“very confident of the future because 
the stuff that miracles are made of is 
ours if we want to use it.” 

Citing “the gigantic contribution made 
by the agency system to the American 
economy,” Mr. Ellis said “the two trump 
cards most likely to turn the tide in our 
favor are more and better and 
more and better selling. 

“It’s not surprising to hear the skeptic 
greet such a suggestion with a cry of 
‘old stuff.’ Old stuff indeed, old as the 
hills and just as enduring, for the 
miracles which have been worked by the 
use of selling and service emblazon some 
of the brightest pages in the recorded 
history of man’s progress through the 
ages,” he continued. 


miracle 


service 


Sales and Service 


Mr. Ellis pointed out that the miracle 
of our modern transportation system, our 
labor-saving devices and our means of 
communication are all products of these 
two wonderful workers—sales and serv- 
ice. 

“If the independent insurance agent, 
the entrepreneurs of this great industry, 
elect to preserve the system which has 
brought so much certainty to so many,” 
Mr. Ellis continued, “they need only 
sharpen up these two. miracle-making 
tools and put them into immediate and 
extensive use.” 

Focusing his remarks on the field « 
selling, Mr. Ellis contended that “all suc- 
cessful selling springs from a character- 
istic attitude typical of the star salesman, 
an attitude which reflects confidence in 
himself, confidence in his product and 
a tendency toward positive thinking.” 


Tell Story Regularly 


Continuing, Mr. Ellis said: “A sales- 
man can have the most attractive product 
and the most appealing sales presenta- 
tion, but unless he tells this story regu- 
larly to a sufficient number of prospec- 
tive buyers his results are bound to be 
something less than satisfactory.” He 
said many agencies have become so 
bogged down in detail work that addi- 
tional manpower was sorely needed to 
maintain personal contacts with clients 
and prospects. 

The “abysmal ignorance” of intelligent 
men, who often know more about the 
workings of their refrigerator than they 
do about the protection provided by their 
automobile policy, affords natural oppor- 
tunities for agents to be salesmen- 
teachers. 

Good salesmen must also be good 
listeners, Mr. Ellis stated, “paying strict 
attention to his prospect’s views and 
taking great pains to see the customer’s 
side.” Then, he said, the agent must 
learn to treat his clients as he himself 
would like to be treated. 


Most Valuable Sales Lesson 


The most valuable of all sales lessons, 
the speaker stated, is never to forget 
to issue an invitation to buy. “Great 
armies of salesmen of every product 
imaginable make thousands of effective 
sales presentations without ever issuing 
the invitation to buy. Most prospects 
expect to be invited, and are a little 
disappointed if they aren’t.” 

he men who practice the art of sales- 
manship, Mr. Ellis concluded, are “the 


Rural Agents’ Outlook 


(Continued from Page 34) 


can,’ ’ declared Mr. Carter. He continued 

“If comprehensive coverages of this 
type are to be developed and made sal 
able companies and agents alike should 
cooperate in every way possible to han 
dle this business as economically as pos 
sible and at a reasonable profit. 

“So if we develop an all-embracive 
policy such as I’ve described agents and 
companies alike should work together to 
see how it can be marketed at a profit 
to both and yet kept within a_ price 
range that will make if an attractive buy 
for the man who pays all the freight, 
Mr. John Q. Public. 

“IT am trying to get over the point 
that neither company nor agent should 
allow any extra costs to creep into this 
product of ours that aren’t necessary or 
don’t add anything to its value. On the 
company end of the bargain there are 
things that could and should be done to 
lessen costs, too. 

“What we need to make the future of 

rural and small lines, in fact, all agencies 
and agency-minded companies bright is 
a close working arrangement, a mutual 
trust and recognition that it is our bull 
which is being gored regardless of just 
which end is meeting the horn of an 
adversary.” 


Inland N Marine Lines 


(Continued from Page 42) 


made to cover under floater policies 
building materials and cost of labor be- 
longing to third parties even after they 


become pert of the building structure. 
Section E. (1)—Installation risks as 
it now sté ands prohibits such materials 


after they become a part of the building. 
Oftentime there is a very fine line be- 
tween presently prohibited materials and 
equipment, and equipment which may 
be covered. 

“Usually a marine policy provides the 
best way of protecting a sub-contractors 
values so why set up restrictions against 
doing a proper job of protecting him? 
Sometimes they can be covered under 
Section E. 2. (0) Installment sales so 
why limit coverage because of the terms 
of the sale when the exposures may be 
identical ? 

“An inland marine policy providing 
a limit of liability for any single loss and 
providing for a monthly report for total 


outstanding values is as I see it, the 
only type of policy that will sensibly 
take care of such a situation. It repre- 


sents good business to companies and 
answers a real need on the part of one 
class of insurance buyer and our rules 
should be broad enough to permit prop- 
erly taking care of such a situation. 


Raynolds Asst. Secretary 


Ned Raynolds has joined the Crum & 


Forster organization as an_ assistant 
secretary. He will be located in the 
home omice and will assist in the de- 


velopment and management of its new 
inland marine department. 

Mr. Raynolds has had seventeen 
years’ experience in the inland marine 
field as an underwriter and production 
manager on the East and West Coasts. 


Donald K. Maehel Promoted 


Donald K. Maehel has been appointed 
underwriting manage? of the New York 
City fire brokerage department of Provi- 
dence Washington. A native New York- 
er, he has been in the insurance field 
in the metropolitan area since 1942, 
handling general cover, brokerage and 
fire underwriting. 








miracle workers of this country: men 
who by their skill in the art of per- 
suasion dispel ignorance, misunderstand- 
ing and doubt—men who point the way 
toward better living—men who keep the 
frontiers of enterprise constantly moving 
forward.” 
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Boy Scouts of America 
Aid Fire Prevention Week 





The first of one million Fire Preven- 
tion Week posters distributed by the 
Soy Scouts of America was presented 
by Lewis A. Vincent, general manager 
of the National Board of Fire Under- 
writers, to Dr. Arthur Schuck, chief 
executive of the Boy Scouts of America 
(at right). Copies later showing up in 
shop windows, stores, business firms and 
theatre lobbies, were put there by the 
Cubs, Scouts and Explorers. Activity 
was part of their “Conservation, Good 
Turn” year. 


Marjorie May Director 


Prevention Drive in N. Y. 
Mrs. Marjorie B. May this week di- 
rected the Greater New York Safety 
Council’s annual fire prevention cam- 
paign throughout the metropolitan area. 
The campaign is being conducted during 
National Fire Prevention Week, Octo- 
ber 3-9 

Paul F. Stricker, executive vice presi- 
dent of the safety council, said the 
council is distributing fire prevention 
posters to 1,000 industrial plants here. 
Mrs. May prepared a bulletin on fire 
prevention which was sent to 2,000 
women’s clubs, civic groups, parent- 
teacher associations and other organ- 
izations for use at their October meet- 
ings. 

Mrs. May, who is the council’s director 
of home safety, said the special campaign 
for fire prevention would be followed in 
November by the council’s annual home 
safety inspection, in which the elimina- 
tion of home fire hazards plays an im- 
portant part. The council will provide 
1,095,000 home inspection checklists in 
English and Spanish for distribution, 
with the help of police and school of- 
ficials, to pupils in the public and 
parochial schools. The pupils and _ their 
parents use these lists on one week-end 
each year to hunt out and correct vari- 
ous types of hazards in their homes. 


Arnold Cogswell Succeeds 
_ Father as Albany Director 


_Directors of the Albany Insurance 
Company, Albany, N. Y., have elected 
Arnold Cogswell to fill the place on the 
board left vacant by the death of his 
father, Ledyard Cogswell, Jr. Herbert 
A. Jones, vice president of National 
Commercial Bank & Trust Company, has 
been named chairman of the finance 
committee to succeed the late Mr. Cogs- 
well, and Dr. Livingston W. Houston, 
president of Rensselaer Polytechnic In- 
Stitute, has been named vice chairman. 
Joseph J. Casey, Albany attorney, was 
elected to succeed the late Mr. Cogswell 
on the finance committee. 


O'BRIEN SPECIAL IN MICHIGAN 
kX. H. Forkel, vice president of the 
National of Hartford Group, announces 
appointment of William E. O’Brien as 
special agent for western Michigan. He 
Will be at the Group’s Lansing office. 








Van Note Glens Falls 
Special in Maine and N. H. 


B. M. Van Note, Jr., has, effective 
October 1, been appointed special agent 
in charge of the operations of the Glens 
Falls for Maine and New Hampshire. 
He is replacing Harold E. Trahey who 
is assuming duties with the Maine In- 
surance Department. 

Mr. Van Note was brought up in 
Waterville, Me., where he received his 
early education. He is a graduate of the 


Maine Maritime Academy, class of 
1949, with a BS degree in engineering. 
Within a year he entered the insurance 
business as an underwriter in the inland 
marine and special risks department of 
a large group of companies in Hartford. 

In August, 1952, he volunteered for 
a two-year tour of duty with the Navy 
and was ordered to the Insurance 
Branch, Office of Naval Material, as an 
insurance specialist. While in Washing- 
ton he pursued his insurance studies at 
George Washington University. He will 
make his headquarters at 565 Congress 
Street, Portland. 


Caledonian Names O’Grady 
New York State Agent 


John J. O’Grady has been appointed 
state agent to supervise the field activi- 
ties of the Caledonian-Netherlands in- 
surance Group in New York State. He 
will maintain headquarters at 317 State 
Tower DBuilding, Syracuse. He recently 
completed the practical field training 
program prior to which he was associ 
ated as an underwriter with another 
company in New York City 








at one, 


America Fore agents 


can arrange to budget 
their insureds’ premiums in 


convenient 


monthly, quarterly, 


semi-annual or annual 





installments 
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Brokers Get Buyer’s 
Viewpoint on Insurance 


I. B. SEIDLER OF BROOKLYN 


Wants More Information as to How 
Rates Are Established; Deplores 
Padding : of Claims 


Asa rae itive ape of insurance 
coverage I. B. Seidler, vice president and 
general manager, Radio Receptor Co., 
Inc. of Brooklyn, made some frank com- 
ments on insurance practices and the 
service of insurance brokers in his re- 
ent talk at the second New York In- 
Biltmore Hotel, New 


of “The Public 


surance Day at 
York. Under the heading 
Looks at Insurance” Mr. 
looked to 


against his 


Seidler said he 
insurance to protect him 


own follies and “those of 
my dog or car as we may injure others” 
and in turn to reimburse him for dam- 
from the acts of others. 
wi mdeaee 1 why he 
be paid for his actual out-of- 

incurred in replacing 
furnishings in case of 
to me the companies 
matter,” he re- 


ages resulting 
At the same time, he 
should not [ 
pocket expenses 
his house and 
fire. “It 
could look, into this 
marked. 

Generally speaking, Mr. Seidler said 
he is being well served in the matter of 
his personal insurance. “] have the cov- 
erages I need—or my broker thinks so— 
and I have implicit faith that the com- 
panies he put me in will come through 
if and when necessary.” However, he had 
a word of caution on automobile cover- 
age which he felt to be “the most per- 
sonal of all personal insurance because 
it touches on every pe! activity.” In 
this connection he said: “While John Q. 
Public wants you to be quick to protect 
him, he also wants to be sure that 
snes efficiency in fighting claims 

on’t be carried so far as to embroil him 
ninmcanialiay in litigation, or take too 
much of his time and energy.” 

It was his further opinion that only 
an improvement in the general level of 
morality will stop the trend to padc led 
claims. Thus, the companies might ini- 
tiate a determined public relations pro- 
gram to improve the situation. He de- 
plored this decline in morality, especially 
from a dollars and cents viewpoint, be- 
cause “it raises the over-all cost of the 
insurance I must buy both for myself 
and for my company—and from what I 
can see—rates are awfully high.” 


seems 


Insures for Business Protection 


insurance as an_ indis- 
pensable service for the protection of 
one’s business the speaker said: “Those 
of us who manufacture and distribute 
merchandise and een consider it 
a wonderful hedge against risks. We 
take certain msteminted risks ourselves, 


Speaking of 


such as producing new lines for un- 
known markets, building up inventories, 
plant expansion, etc. In many other 


demonstrated to us 
better off when we 
company take the 


cases it has been 
that we are far 
let -the insurance 
risks for a fee 
“We business men are 
the premiums needed to ‘hedge’ against 
such risks as fire burglary and 
employe dishonesty. No business man- 
ager could possibly maintain his sanity 


willing to pay 


losses, 





nowadays if he had to worry about these 
matters. 

“Yet we business men harbor many 
secret, and some not so secret resent- 
ments at the cost for all this protection. 
The controlling factor in the other serv- 
ices we buy is competitive pricing, but 
here in almost all instances this does not 
exist. 

“In insurance matters we feel we are 
singularly uninformed customers at the 
mercy of the seller. Babes in the woods, 
so to speak. 

“We like your product very much, 
and our hats are off to you for the fine 
selling job you do to make us aware 
of the “need and availability of those 
myriad coverages. But, in many forms 
of insurance the nature of the rate 
structure is such that it is well nigh im- 
possible for the ordinary business man 
to know whether he is overpaying or 
not. To aggravate the situation further, 
in almost every instance the rates of 
competing companies are identical.” 

Mr. Seidler wondered if the method 
for determining insurance rates could 
not be part of an educational program 
directed to insurance buyers so _ that 
they would be properly informed on a 
subject which is very close to them. 


His Attitude on Insurance Brokers 


Turning his attention to the insurance 
broker and the impression he leaves on 
the buyer, the speaker had mixed feel- 
ings. “Fortunately,” he said, “there are 
many able, competent and conscientious 
brokers, seriously interested in doing 
a professional job. At the same time, 
here are still too many who treat their 
occupation as a business rather than a 
profession. Some of them think that 
being a relative, friend or member of the 
same golf club entitles them auto- 
matically to handle the insurasrée. Others 
operate on the assumption that “once 
they have gotten into my office, a glib 
tongue will suffice to cover up their 


Trenton, 
newly elected president of the New Jer- 


Harry G. Mather (right), 
sey Association of Insurance Agents, 
and John S. Sheiry, Bridgeton, newly 


elected chairman of ‘the executive com- 


mittee, exchange congratulations at the 
organization’s 6lst annual convention 
held at Atlantic City. 





shortcomings. These and others of 
their ilk are fated to disappear—from 
our books, anyway.” 

Mr. Seidler gave the following as his 
ideal of the type of insurance broker 
who is truly serving in a_ profesional 
capacity: 

“In addition to the ordinary functions 
one expects him to perform, the broker 
must attempt to anticipate the insurance 
problems that can conceivably arise to 
plague his client. He must study every 
insurable risk that his client may have, 
thoroughly analyze the situation, and 
present the facts pro and con and his 
recommendations to his client for action. 


“He must recommend those actions 
which might benefit the client, even 
though they might mean loss of com- 


mission by doing so. Again, he must 
be watchful for changes which may af- 
fect his client’s insurance plicture. These 
changes may take place in the client’s 
own business, in laws governing insur- 
ance, or in types of policies available. 
Whatever and wherever the changes are, 
the insurance man must be alert enough 
and sufficiently well-informed to recog- 
nize them.” 











The Phoenix Ins. Co. 
The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co. 
The Central States Fire Ins. Co. 
Adlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 





WEGHORN IS 
GOOD TO 
BROKERS 











T. A. Harman Talk 
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more complex calls for an. insurance in- 
dustry and an agency system geared to 
provide the protection needed—only a 
comprehensive liability policy can give 
a family or a business the protection it 
eh 

He advised: “Children should all be 
named insureds; automatic coverage— 
both business and personal—is a must; 
coverage for non-owned automobiles 
whether driven by the insured or not is 
essential; and teenage drivers need care- 
ful attention if the parent is to be 
properly insured. 

Survey Is Powerful Selling Tool 

“A carefully and intelligently worked 
out survey is a powerful selling tool and 
when headed by the ‘comprehensive 
approach’ to the liability problems usu- 
ally turns the trick. It promotes cover- 
age over price and sells the agent’s 
service. It is so impressive that your 
prospect becomes a buyer of protection, 


(Continued from 


proud of his program and his agent. 
It is especially adaptable to small 
businesses. Immediately you put your 


insured on the same coverage basis as 
the many large firms he knows so well— 
Marshall Field, General Electric and 
Boeing Aircraft. 

“Tt is a big step in the job of selling 
when you can say his coverage is as 
broad as theirs, and the only difference 
is in the premium which merely meas- 
ures the risk, not dictates the coverage. 

“Second, the comprehensive _ policy 
opens the way to increased premium 
volume. When properly sold it has 
made the insured coverage conscious 
and, therefore, the sale of new coverages 
is faciliated. Many good premiums go 
with comprehensive coverage. Personal 
liability is a must and can be included 
almost without mention. No job of indi- 
vidual selling is necessary. Non-owner- 
ship, now rarely sold alone, is usually 
a part of the sale. The emphasis on 
coverage makes products a natural and 
this is true also of miscellaneous prop- 
erty damage. The so-called frills all 
provide good talking points and add val- 
uable coverage and premium income. 

“By providing these additional cover- 
ages you eliminate the natural selection 
against the company and improve your 
loss ratios. ‘Tough’ classifications be- 
come easier when they carry desirable 
business with them. For example, the 
under-age driver in the family is much 
more acceptable as a part of a compre- 
hensive program than on an individual 
automobile risk basis.” 

The speaker brought out that this all 
tends to improve the sale of other forms 
of insurance. The sale of protection has 
been accomplished and carries over into 
discussion of other lines. He went on: 

“The comprehensive sale is the easi- 
est, yet the most important, but it must 
be coupled with knowledge. An incor- 
rect analysis, or failure to evaluate and 
rate a comprehensive properly, leads to 
dissatisfaction of both company and 
client. Additional unexpected premiums, 
or undisclosed extra-hazardous risks, are 
real trouble makers. The reluctance on 
the part of some companies to push this 
coverage stems from a fear that the 
agent is not capable of doing this job 
right. Often they don’t trust their own 
fieldman. Knowledge is vital—you can’t 
go forward without it.’ 
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Future of the Casualty Business 


(Continued from Page 41) 





chandising methods in this line of busi- 
ness. Electronic developments in office 
machines may be of help in this direc- 
tion but I caution against overly hopeful 
expectations in this respect, because the 
introduction of such equipment will be 
a long-term process, particularly in its 
percolation down to the smaller com- 
panies 

“No. appraisal of this kind would be 
complete without mentioning the tradi- 
tional leeches of waste that have at- 
tached themselves to our business, such 
as the evil of the ‘not-taken’ policy and 
its concomitant problem of free insur- 
ace.” 
Points to American Home’s Consumer 

Survey 


Before closing Mr. Carlson put the 
question: “Have we been too compla- 
cent and easy-going? It would appear 
so. Have we always put forth the effort 
necessary to improve our standing as 
individual businessmen? I wonder how 
many of you have seen the insurance 
report of the Reader Consumer Panel 
queried by the ‘American Home’ maga- 
zine? Only one-quarter of those carry- 
ing automobile insurance were ever so- 
licited for such insurance by an agent. 
Less than one-quarter of those .who 
have in the past five years increased 
their fire coverage on home or contents 
were initially advised to do so by an 
agent, 70% initiated the step themselves. 
It is difficult to know whether this is 
a representative cross-section although 
the panel apparently has been carefully 
selected so as to be representative. But 
the results, and there are more that I 
could quote, indicate a lack of aggres- 
siveness on the part of the sellers of in- 
surance, which is disturbing, to express 
it mildly. 

“Personal contacts are too limited to 
be conclusive, but are interesting as a 
supplement to such a study. Inquiries 
among friends, the great majority not 
in insurance, drawn from the entire New 
York suburban periphery reveal that 
less than one in ten has ever been so- 
licited by an agent for casualty insur- 
ance, Rut wirtually every one, if not all, 
has been solicited through the mails by 
a mutual company or by a non-agency 
stock company. And of course, all have 
been aware of the aggressive advertis- 
ing program of the non-agency compa- 
nies 


i’ Ferd Cook’s Outlook 








Viewing the future of the casualty 
business from the standpoint of an in- 
dependent company, Ferd M. Cook said 
that “fundamentally, the future of all 
agency stock companies—whether they 
be bureau or non-bureau—depends upon 
the extent to which, through their 
agents, they satisfy the insurance re- 
quirements of the public.” 

Mr. Cook then said that consideration 
of this subject provokes many ques- 
tions, and he proceeded to examine 
some of the more important ones. He 
posed these pertinent questions: 

“Will the pressure for compulsory au- 
tomobile liability insurance continue ? 
If so, should we continue to fight it ? 

“How can anyone answer such ques- 
tions without determining what under- 
lies the apparent demand for compul- 
sory auto liability legislation? Do we 
know why these statutes are repeatedly 
proposed? It is rumored that they are 
sponsored by a national labor union or- 
ganization which has left- -wing tenden- 
cies. To the best of my knowledge that 
is unconfirmed, It is possible that these 
bills are filed by sincere legislators in 
response to popular demand. 

“Corollaries of the foregoing questions 
are these—would compulsory automobile 
liability insurance laws be followed by 
establishment — of monopolistic state 
funds, and will there be a spread of 
monopolistic state funds for workmen’s 
compensation benefits ? 

“We can speculate that the answers 
are ‘no’ in both cases. After all, Massa- 


chusetts has no state fund despite 27 
years of compulsory auto liability and 
for compensation such funds exist in 
only seven states after a gener ration of 
compensation laws. On the other hand, 
there is that same nasty rumor that the 
labor organization will begin an all-out 
drive for monopolistic state funds for 
both automobile liability and workmen’s 
compensation following successful com- 
pletion of its campaign for compulsory 
auto. If this rumor is well-founded, our 
negative answers may have to be 
changed. 
Must Know What the People Want 


“A gain—how can such questions be an- 
swered unless we know what the people 
want? Certainly if the public really 
wants compulsory automobile liability 
insurance, not only are we waging a 
losing battle against it—we are morally 
wrong in opposing it. We should be 
trying to discover some way to live with 
it. If the great majority of the people 
think insurance can best be provided by 
state funds, how, in a democracy, can 
we undertake to prevent establishment 
of state funds? We may properly try to 
convince people that their interests are 
better served by private insurance. Only 
if we succeed will state funds be a 
dead issue. 

“Tt seems to me that instead of fight- 
ing these proposals because ‘they are 
socialistic’ or ‘they are not good for 
the public’—or, more truthfully, ‘they 
are against our interests’— the insurance 
business should retain the best research 
organization in the country to try to 
learn the answers to these questions 
which are so important to us. Perhaps 
this should be a project of the National 
Association of Insurance Agents. Maybe 
the Association of Casualty & Surety 
Comp inies should undertake it. Possibly 
it could be a joint venture of both of 
these organizations and any others which 
serve the public through the American 
Agency System. It is imperative that 
someone do it—and soon. How can we 
claim to serve people if we don’t know 
what they want? 

“I have made several references to 
serving the public. Ours is a service busi- 
ness. The only thing we sell is service. 
You and I believe that our system is the 
best in existence for delivering that 
service. But—how good is it? 

“We can look at the record and see 
that in 1953 the American Agency 
System wrote the mz ajority of the auto 
casualty business and an even higher 
proportion of the burglary and general 
liability coverage and so on down the en- 
tire list. It makes us feel pretty good. 

3ut then we think of the State Farm 
Mutual and the Farmers of Los Angeles. 
And we remember the Allstate—already 
the largest writer of automobile business, 
and now starting to go after our com- 
prehensive personal liability and our 
dwelling fire lines! 

“Those companies don’t believe in our 
system—yet they thrive. They must have 
something the public wants. What is it 
—Price only ?—or good service at a 
price? What kind of service does the 
public want? How good is our service? 
What have we done to find out? What 
can we do?” 





Must Deliver Better Service 


In this connection Mr. Cook said that 
to the best of his knowledge, “there is 
no evidence that either the NAIA or 
any of its component state associations 
has done anything to learn the answers 
to those questions.” He explained that 
both the agency forces and the com- 
panies have recognized the loss of busi- 
ness to direct writers. “Both of us are 
studying the cost elements inherent in 
our system trying to reduce the price 
differential between their coverages and 
ours. This promises some success but it 
is generally agreed that we can never 
meet or beat their price. If we must 
contemplate continuing to sell at a high- 
er price, we must deliver better serv- 
ice. . 
“The agency forces are going to have 


Field Promotions Announced 


By American of Newark 
John A. Marconi has been appointed 


special agent in California North Coast 
territory for the American Insurance 
Co., succeeding John C. Moe who has 
resi igned to enter the local agency busi- 
ness. At the same time Special Agent 
Ralph F. Perry has been transferred 
to the Hackensack (N. J.) field office 
and Henry J. Dougherty has been ap- 
pointed special agent in Asbury Park 
where he will be associated with Special 
Agent James A. Semple. Russell M. 
Crine will succeed Mr. Perry as special 
agent in the Hudson County (N. J.) 
area. 

Mr. ag is a graduate of the 
University of California. Prior to his 
service in the United States Navy he 
was affiliated with the Pacific Depari- 
ment of the American and most recently 
was in the local agency business. His 
office will be located in Sonoma. 

Mr. Perry, a graduate of the Univer- 
sity of Vermont and a World War II 
army veteran, recently completed the 
advanced multiple line training class at 
the American home office. Before join- 
ing the American, he was with the casu- 
alty underwriting department of another 
company. 

A graduate of Hobart College who 
served with the United States Marines 
during World War II, Mr. Crine joined 
the American in 1952 and completed the 
advanced multiple line training course 
in 1954 He most recently was a fire 
underwriter 

Dougherty is a graduate of Seton 
Hall College and attended Columbia 
University. During World War II he 
was a pilot in the United States Air 
Force with the rank of First Lieutenant. 
He was a marine-burglary underwriter 
and completed the advanced multiple 
line training course. 


to analyze the degree and extent of 
service which they are actually render- 
ing. It isn’t enough to give only lip 
service. That won't enable us to com- 
pete with the direct writers, no matter 
how close we may be able to come to 
their rates. If we really expect the 
American Agency System to continue to 
prosper, we must recognize that it will 
do so only to the extent that it actually 
delivers the type of service the public 
needs. 

“Let's see if we can figure out what 
we mean by service. Insurance is a com- 
plicated subject. To the average layman 
it is completely bewildering. It seems 
to me that, at the very least, it is the 
job of the agent to tell his customers 
and prospective customers what the vari- 
ous hazards are to which they may be 
exposed and how those hazards may be 
insured. To do this properly involves 
making a survey of the exposures of 
each risk. 

“A good many agents say, ‘I don’t 
have time to call on person il insureds. 
I spend so much time in office detail and 
working on commercial accounts that | 
just can’t give my friends the attention 
which their personal business requires.’ 
If you really believe that insurance is a 
service business, you will find time to 
do those things, or you will get some- 
body to do them for you. . .” 

Mr. Cook further pointed out that 
agents in their independent operation 
have a “tremendous advantage” over the 
direct writers. This is because agents are 
not employed by any of the companies 
they represent, and are in a position to 
solve the insured’s problems on the basis 
of “what is best for them.” 





A Partnership Venture 


The speaker turned his attention at 
this point to the obligations which 
agency stock companies have in the 
matter of serving the public. Stating that 
the companies must recognize their duty 
to provide agents with the tools for their 
job, Mr. Cook said this requires the 
companies to do the following: 

1. To be alert to discover new or dif- 
ferent exposures which result from 
changing economic and social conditions. 


N.Y. INSURANCE WOMEN TO MEET 
To Gather Oct. 15 - 17 in Hotel Syracuse; 
Presidents of 20 Federation 
Clubs to Attend 

The mid-year board meeting of the 
Federation of New York Insurance 
Women’s Clubs will take place on Octo- 
ber 15-17 in the Hotel Syracuse, Syra- 
cuse, New York. Taking part in these 
sessions, the first of which President 
Irene Dickinson, Syracuse, has called for 
8:30 on Friday evening, will be the 
presidents of the 20 clubs currently 
comprising the Federation, board mem- 
bers and committee chairmen. 

Informal discussions will be the ini- 
tial procedure in order to lav the ground 
work for the plenary sessions taking 
place during the following two days. 

Members clubs have made a special 
effort to carry out during the year the 
Federation’s theme, “Inspire ( ‘onfidence 
Through Knowledge.” Committee chair- 
men have planned their educational pro- 
grams accordingly. 

During the convention luncheon on 
Saturday the Syracuse Insurance 
Women’s Association will take over the 
entertainment by portraying a_ special 
phase of insurance by means of an ori- 
ginal skit written and acted by members 
of that club. The customary banquet 
will be held Saturday evening and as 
heretofore outstanding speakers and en- 
tertainment will be on the program 
Breakfast for those in attendance on 
Sunday morning will terminate the 
es 

> Federation is being guided during 
1934" es the following officers: Irene 
Dickinson, Syracuse, president; Char- 
lotte Lozier, Poughkeepsie, vice presi- 
dent; Louise Weiss, Schenectady, re- 
cording secretary; Marie Sullivan, Syra- 
cuse, corresponding secretary; Alice 
Berber, Binghamton, treasurer; Mau- 
reen Butler, Glens Falls, and Lorraine 
Bristow board members 





To be quick and imaginative in the 
Sedioomaes of coverages, or the modi- 
fication of existing ones, for such new 
exposures. Here the companies can 
ork from the agent’s counsel. 

To simplify policy and endorsement 
cme systems and procedures in order 
to operate with maximum efficiency and 
economy. 

To provide prompt, courteous, in- 
telligent claim service— a fundamental 
— of every insurance company 
and the best opportunity to “demonstrate 
ee service. 

To cooperate with agents and their 
organizations in research, sales promo- 
tion, etc. in the public interest. This 
simply means teamwork. 

6. To afford the broadest protection 
possible at the lowest premiums con- 
sistent with financial stability. “Obviously 
you must have a market for the cover- 
ages which your clients need but no com- 
pany which is not strong and healthy 
is a good market for you,” said Mr. 
Cook. 


Gelcher on Direct Writers 
“Joseph Gel cher, NAIA casualty com- 
mittee vice chairman, agreed with Mr. 
Carlson that the come ahead show 
promise of even greater progress for the 
casualty business than in the immediate 
past. Realistically he asked his audience 
to “take a look at our business as of 
(Continued on Page 59) 


Irvine Appreciation 


(Continued from Page 21) 





they might be working against odds 
governmental restrictions and complexi- 
ties. I know what a smothering blow 
his death must be to them in their more 
or less isolated situations. 

I don't mean to suggest that AFIA’s 
future is dimmed and that the next man 
won't carry on in great style. There is 
a lot of depth in the organization. But 
they can be forgiven a lot of grogginess 
for some time to come, until the period 
of shock at the loss of this brilliant 
young leader has passed. 
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O’Connell Finds Agency System in 
Good Shape Despite Competition 


The American Agency System is in 
the healthiest position of any recognized 
regardless 
even though 
there are alarmists saying that it is 
doomed. Arthur M. O’Connell, Cincinnati, 
Ohio, member of the executive com- 
mittee of the National Association of 
Insurance Agents, told the agents 
gathered at the 55th annual convention 


method retail distribution, 


of the product involved, 


of the New Hampshire Association at 
Sugar Hill last month that although 
“we are beset with competition which 


is vigorous and sometimes vicious, there 
is no indication that we are losing the 
respect of the public.’ 

The spectacular rise of a major auto- 
mobile carrier, owned by a famous mail- 
order house, has coincided with the en- 
actment of financial responsibility laws 
throughout the nation which created a 
vast reservior of untapped risks which 
heretofore had little or no opportunity 
to require or observe the services of 
an independent agent, Mr. O’Connell 
pointed out. “Even now,” he added, “re 
port after report comes in telling of 
the capture or recapture of risks by local 
agents who happily realized that com- 
petition is a two- edged sword.” 

In his travels around the country Mr. 
O'Connell said that he has talked to 
hundreds of agents and couldn’t recall 
a single instance wherein any agent was 
dissatisfied with his present situation or 
gloomy about the predictable future. 
Agency failures are practically unknown 
and withdrawals from the business, for 
any cause whatsoever, are so rare as to 
become matters of great interest when 
they do occur, he said. 

Few est iblished insurance agencies are 


for sale and when such an offering is 
made, it is speedily consummated at a 
high price which in the years gone by 
would have been considered fantastic, 


O’Connell attributed to 
expirations, 


a condition Mr. 
the agent’s ownership of 


Hartford Pond, Blue Goose, 
Holds Initiation Meeting 


The first official meeting of the newly 
formed Hartford Pond of the Blue 
Goose was held last month at the 
new Hotel her in Hartford. The 


pond now has over 100 members with 50 
goslings who were initiated at this meet- 
ing. It is expected that the membership 
of the new pond will soon be exceeding 
200 members 


Many distinguished guests were pres 
ent, including Most Loyal Grand Gander 
Alex Young and several visitors from 
nearby ponds. The initiation ceremony 
was conducted by the well known ritual 
team of Penn Pond, Philadelphia. 


America Fore Opens New 
Building in Birmingham 
Insurance Group 


Birmingham, 
America Fore 


The America Fore 
opened its consolidated 
Ala., offices in the new 
Building at 1901 Tenth Avenue, South, 
last month. This move brings together 
under one roof the branch office of the 
Fidelity & Casualty of New ork, pre 
viously located at 717 Frank Ne 
Building, and the field office of the fire 
companies of the group consisting of the 


Ison 


Continental. Fidelity- Phenix Niagara 
and American Eagle, formerly located 
at 1801-1802 First National Building. 


Fieldmen of the fire companies who 
will be located in the new building in- 
clude State Agents M. Murray Davis 
and Ed S. Harris, Special Agents R. C 
Britt and G. H. Felgner and Engineer 
Donald Eastman 

C. A. Spencer continues as resident 
manager of the Fidelity & Casualty, and 
C. E. Blackburn as manager of the 
claims department 





ARTHUR M. 


O’CONNELL 


something completely foreign to the de- 
partment-store-company servant. 

Price advantage accounts for only a 
part, and perhaps a minor part, of chain- 


store-insurance competition, the NAIA 
executive committeeman said, adding 
that “those boys work. They have to 
work. They work day and night, Satur- 
days, Sundays and holidays. They file 
a work sheet accounting for every hour 
and if, in the judgement of their 
superiors, their efforts are inadequate, 


they look for another job.” 

Competition may be intense, but there 
is no occasion for panic as long as the 
local agents realize more and more that 
competition is a two-edged sword, Mr. 
O’Connell said. 


McVay Deplores Lack of 
Ohio Multiple Line Law 


QOhio’s insurance industry is suffering 
because of outmoded insurance laws in 
this state, the head of one of the state’s 
oldest companies declared in Akron. 
fax of multiple line powers has placed 
Ohio in a “backward and _ isolz ited posi- 
tion in the insurance world,” C.D. 
McVay, president of the Ohio Farmers 
Insurance Co. of Leroy, told the Sum 
mit County Insurance Agents Associa 
tion. 

“Ohio is the only 
and probably the only place in the 
world—where insurance companies and 
agents do not have multiple line under- 


state in the Union 


writing authority,” Mr. McVay said. 
“Because we can’t do that in QOhio,” 
he added, “we also are banned from 
doing it in any other of the 30-odd 


which we do business, and this 
us business.” 


states in 
is losing 


August Fire Losses Drop 
fire losses in the United 
States during August amounted to $78,- 
163,600, it is reported by the National 
Board of Fire Underwriters. 
According to Lewis A. 
NBFU’s general manager, this $78,163,- 
000 loss represents a decrease of 27.4% 
from losses of $107,713,000 reported for 
August, 1953, and an increase of 12.4% 
over losses of $69,532,000 for July, 1954. 
Losses for the first eight months of 
1954 now total $603,685,000 a decrease of 


Estimated 


Vincent, 


18% from the first eight months of 
1953, when they amounted to $614,- 
732,000. 


TWO NEW BABACO AGENCIES 


Two new. servicing and_ installation 
agencies have been announced by Jack 
Seide, president, Babaco Alarm Systems, 


Babaco outlets are located 
in Chattanooga, Tenn., and San Antonio, 
Texas. Mr. Seide said that Lloyd Col- 
lins, manager, Dodco, Inc., in Chatta- 
nooga, and Robert C. Nelson, president, 
Truck Leasing Corp., in San Antonio 
were in charge of the Babaco agencies. 


Inc. The new 





Security-Connecticut Cos.’ Plan 


For Selling the Homeowners Policy 


sales promotion plan on 
the Homeowners policy was released 
countrywide last week to agents of the 
Security-Connecticut Companies. It tells, 
in detail, what the contract covers, who 
to see to sell it, how to advertise it, 
and what to say in selling. Newspaper 
advertising matrices, television — flip- 
cards, folders and one-page newly de- 
signed two-color cost comparison charts 
are offered to agents. Text for a letter 
to all types of prospects, and for radio 
and television commercials are included. 


\ complete 


\ll this information and material is 
made avi tilable in a new issue of the 
companies’ Agency Sales Bulletin. Here 
are just a few paragraphs introducing 


the subject: 
“Now that the homeowners policy (of 


the Multiple Peril Insurance Rating 
Organization) has been sold for many 
months in most states, we can estimate 


its Vi alue. Briefly, it’s the biggest thing 
that’s hit the local agency business since 
the automobile. 

Saves Money for Agent and Buyer 

“Insurance men have talked about the 
‘tamily-size, economy-package policy’ for 
many years. First it was a joke. Then it 
was a complicated paste-up of forms 
from different company departments. 
Only with the homeowners policy did it 
become a reality. It saves money for 
agent and buyer alike; it gives the buyer 


better protection and the agent less 
work—means fewer headaches for every- 
one. 

“But of course this wonderful new 


contract won't help an agent who doesn’t 
try to sell it. Fact is, it can hurt him 
a great deal because his competitors will 
sell it to his clients. The agent who goes 
out and sells this policy before his com- 
petitors do will be amazed at how easily 
he can build profitable volume with it. 


The one who doesn’t try to sell it will 
lose a lot of fine business—to say noth- 
ing of missing his biggest opportunity 
in years. Here are some figures that 
may give you an idea of the potential. 

“There are more than 48 million fami- 
lies in separate dwelling units in the 


America’s new prosperity 
is proved by the fact that about 54% 
of these families own their own homes. 
So there are 26 million home owners in 
the country. Some of these homes are 


United States. 


pretty sad and shabby and some of 
them are too big and valuable for the 
homeowners policy —which was _ spe- 


cifically designed for the great majority 
of homes, worth from $8,000 to $50,000 
—not for the exceptional ones. “If the 
agents and brokers of America really 
went to work on it, homeowners policies 


probably could be sold to 80% of the 
home owners—over 20 million of them. 
Since the average premium works out 
to $200 for three years that’s four bil- 
lion dollars!" 


FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund de- 
clared a quarterly dividend of 45 cents a 
share on the capital stock, payable Octo- 
ber 15, to stock of record September 29. 


NATIONAL BOARD PREVIEW 
Press, Radio and TV in New York View 
“Before They Happen” Showing Hart- 
ford Fire Inspection Service 

About 100 representatives of the press, 


radio and television September 30 at- 
tended a _ preview of “Before They 
Happen,” the National Board of Fire 
Underwriters’ new color film on fire 
prevention. The showing timed to tie 
in with the 35th annual observance of 
Fire Prevention Week was_ sponsored 
jointly by the National Board and the 


Jew York Board of Fire Underwriters. 
It was shown in RCA’s Johnny Victor 
Theatre here. 

While the film deals with the activities 
of a typical fire department inspection 
bureau—that of Hartford, Conn. —and 
lepicts a day’s work there in the life 


of Fire Marshal George Kennedy, its 
hief, it emphasizes the fact that a 
fireman’s devotion to duty often saves 
lives and often, too, prevents disasters 


from happening. 


“Before They Happen” had its in- 
iration in a previous National Board 
Sve prevention film, “Crimes of Care- 


lessness,” and was developed as a result 
of numerous requests by fire chiefs for 
a film that would effectively relate the 
work of fire department fire prevention 
activities to the fire safety of the home- 
owner. 

The National Board is now featuring 
‘Before They Happen” as a successor 
film to “Crimes of Carelessness” in its 
film library. The library contains 26 
other films all available for free pub- 
lic use on request to the Bureau of 
Communication Research, Inc., 13 East 
Thirty-seventh Street, New York 16, 
N. Y. For a listing of the films, write 
to the public relations department of 
the National Board of Fire Underwriters, 
85 John Street, New York 38, N. Y 


National Board Plans for 
1955 Gold Medal Awards 


The National Board of Fire Under- 
writers has announced that it is again 
conducting its Gold Medal Awards for 
outstanding public service in fire preven- 
tion and fire safety. The awards have 
been made annually since 1942 to the 
press (both daily and weekly newspa- 
pers) and radio. In 1952 the program 
was expanded to include TV stations. 

y 1953, 12 dailies, eight weeklies, and 
14 radio or television stations had been 


honored and some 100 others in their 
respective classifications had received 
Gold Medal Honor Award Citations. 
The National Board explains that 
the Gold Medal, or its equivalent of 
$500 in cash, is awarded the winner in 
each of four classifications—daily news- 
paper, weekly newspaper, radio station, 


television station. 
of Gold Medal 
are presented 
On December 
mailing its official 
newspapers, radio 


Honor Award Citations 
1, the National Board is 
entry blank to all 
and_ television sta- 


tions, formally inviting them to partici- 
Joa 5 idline for entering is Febru- 
ary 14, 1955, 


Springfield Names Dunley, 
Canning in New England 


The Springfield Group, Springfield, 
Mass., announces appointments of 
Gene Carr Dunley as special agent in 
Boston and Francis M. Canning as spe- 
cial agent in Providence. 

Mr. Dunley was graduated from Bos- 
ton University in 1951. He attended the 
company’s multiple line training school 
and has had head office underwriting 
experience. Mr. Dunley served one year 
in the U. S. Navy and two years in the 
U. S. Air Force. 

Mr. Canning was graduated from Bos- 
ton College in 1952 and also attended 
the company’s multiple line training 
school. He has had head office under- 
writing and loss department experience. 
During World War II, Mr. Canning 
served in the U. S. Navy in the Pacific 
Theater. 


In addition a number 
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AIDS TO NAVIGATION 
BY THE THOUSANDS 


...- but DANGER 
still lurks on every side! 





It’s always a safe choice when 
you place your clients’ ocean cargo 
insurance through the MARINE 
OFFICE OF AMERICA. 

For then you can rely on trained 
experts with years of marine insur- 
ance experience—the solid financial 
stability of its great member com- 
panies—and the world-wide facili- 
ties at your clients’ disposal if loss 
occurs. 


CONSULT THE MARINE OFFICE 
OF AMERICA ON ALL OCEAN AND 
INLAND MARINE PROBLEMS 








These Great 
Member Companies Comprise the 


MARINE OFFICE OF AMERICA: 


* THE AMERICAN INSURANCE COMPANY 
* AMERICAN EAGLE FIRE INSURANCE COMPANY 
* THE CONTINENTAL INSURANCE COMPANY 
* FIDELITY-PHENIX FIRE INSURANCE COMPANY 
* FIREMEN’S INSURANCE COMPANY 
* GLENS FALLS INSURANCE COMPANY 
* THE HANOVER FIRE INSURANCE COMPANY 





MARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 
WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT CANADIAN DEPARTMENT 


Insurance Exchange Building © Nat'l Bank of Commerce Bldg. ° 140 Sansome Street . Colman Building © 1M Richmond Street West 
Chicago 4, Illinois New Orleans 12, Louisiana San Francisco 4, California Seattle 4, Washington Toronto, Canada 
of FICE %, 
& ty, 
& f > 2 SERVICE OFFICES: Atlanta « Baltimore « Boston « Cleveland « Dallas * Detroit * Houston « Jacksonville 
ce See Los Angeles © Louisville * Philadelphia © Pittsburgh * Portland * Richmond © St. Louis * Stockton * Syracuse 
OER GR 


ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 
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r OR more than 100 years 
the trade mark of the 


“Hanover Fire" has been 
emblematic of unques- 
tioned security to policy- 
holders and a pledge of 
service to producers. It is 
a guarantee of strength 
and dependability — it is 
indicative of a spirit of 
fair dealing and friendly 


cooperation. 


Established on Hanover 
Square, New York City, in 
1852, the company is a 
nationwide aggressive or- 
ganization whose facilities 
are always available to 
further the best interests 


of its producers. 


You are cordially invited 
to avail yourself of these 
factors of sound security 
and specialized service by 


writing to: 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 


Organized 1852 


* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 


CHICAGO 4, ILLINOIS 


PACIFIC COAST DEPT. 


340 PINE STREET 


SAN FRANCISCO 4, CALIF, 




















Western Underwriters 
Assn. 75th Anniversary 


FITTING CELEBRATION HELD 
Past Presidents Get Special Recogni- 
tion at White Sulphur Meeting; 
Skit Is Well Received 





Appropriate ceremonies in celebration 
of its 75th anniversary featured the 
semi-annual meeting of Western Un- 
derwriters Association at the Green- 
brier, White Sulphur Springs, W. Va., 
September 27-29. 

Highlighting the program the first 
morning was a skit based on the tele- 
vision program “You Are There,” de- 
picting the signing of the original com- 
pact in September, 1879, and the an- 
nual meeting of September, 1881. Actors 
were drawn from the WUA membership 

Also at this session the living past 
presidents were recognized. WUA Presi- 
dent Leonard Peterson of the Home 
presented each with an illuminated wall 
plaque. The recipients were J. C. Hard- 
ing, Springfield; W. D. Williams, Se- 
curity, E. A. Henne, America Fore; 
A. F. Powrie, Fire Association; C. W. 
Ohlsen, Sun; E. H. Forkel, National; 
J. P. Young, Jr., American; and M. E 
Peterson, Springfield. All were present 
except Messrs. Harding and Williams. 

Tuesday morning included the prem- 
iere showing of WUA’s third and new- 
est film, “How We Rate.” Designed 
for use by service clubs and_ similar 
groups, it explains in simple language 
the basis of fire insurance rating. It is 
in color with sound and runs 21 min- 
utes. 

The Diamond Jubilee banquet was 
held Tuesday evening in the new audi- 
torium dining hall of the Greenbrier 
with nearly 250 in attendance. Presi- 
dent Peterson cut a huge birthday cake 
which was wheeled into the dining room 
following an elaborate illuminated cut- 
out bearing the words 1879-WUA-1954. 

The skit had an enthusiastic reception 
Heavy emphasis was laid on the con- 
trast between fire insurance practices 
then and today. Presiding as the second 
president of the association, Hartford’s 
G. F. Bissell was portrayed by the 




















present Hartford western manager, P. 
S. Beebe. Others who participated were 
ee 
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A. A. Longway, 


SWISS 


REINSURANCE COMPANY 


of Zurich, Switzerland 
Organized 1863 
UNITED STATES BRANCH, ESTABLISHED 1910 


United States Manager 

J. K. BATTERSHILL, INC. 
J. K. Battershill, President 
161 East 42nd Street 
New York 17, New York 


Michigan Agents Elect 


Van Kuiken as President 
The Michigan Association of Insur- 
ance Agents, at its annual convention 
at Grand Rapids, elected Ray L. Van 
Kuiken of Grand Rapids as president. 
He succeeds Harry S. King of Calumet. 
Other new officers are vice president, 
Gerry Fauth, Flint, and __ treasurer, 
Robert G. Schirmer, Saginaw. The as- 
sociation retained as secretary-manager, 
Waldo O. Hildebrand, Lansing. Also 
renamed as executive committee mem- 
bers were: J. G. Molhoek, Grand 
Rapids; R. S. Lapham, Dearborn; P. J. 
Braun, Flint; J. P. Old, Salt Ste. Marie; 
and A. J. Goulais, Escanaba. New com- 
mittee members are: B. H. Paddock, 
Detroit; and W. R. Nuttall, Standish. 
The association, by resolution, en- 
dorsed a proposed legislative act setting 
up a compulsory motor vehicle inspec- 
tion system. It was urged, also, that 
the state restore the front license plate 
on cars, abandoned in Michigan since 
the metal shortage during World War 
Il. The association pledged renewed 
emphi isis to its own accident prevention 
activities throughout the state. 


Hurricane Losses Rise 
New England losses on the hurricanes 
Carol and Edna may hit $120,000,000, 
branch manager of the 


General Adjustment Bureau, Inc., says. 





L. W. Brown, Loyalty; C. L. Day, North 
British; F. L. Ludington, Atlas; L. A. 
McIntyre, Springfield; C. N. Mullican, 
Jr., Fireman’s Fund; J. G. Peterson, 
Aetna; H. P. Winter, America Fore; 
and C, L. Zook, National. 

Included in the meeting’s formal 
agenda was an address by the presi- 
dent and reports by R. W. Carter, 
Aetna, for the governing committee: 
Mr. Brown, public relations committee; 
ae ED Lawson, Fireman’s Fund, loss 
committee; and Mr. Ludington, order of 
business committee. 

Included among guests who came out 
of retirement to attend were E. G. Fra- 
zier, Springfield; H. W. Donnan and 
Cc E, Wheeler, Hartford: R. L. Tanner, 


New York Underwriters, and H. L. 
Grider, Factory Insurance Association. 












| 
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PAUL J. SYNOR ADVANCED 





Secretary and Comptroller of North 
British and Vice President for the 
Four Associated Companies 

The North British Group has ad- 
vanced Paul J. Synor, formerly secre- 
tary assigned to the executive depart- 
ment, to secretary and comptroller of 
the North British and Mercantile, and 
to vice president and comptroller for 
the associated companies—Pennsylvania 
Fire, Mercantile, Commonwealth, and 
Homeland. 

In addition to continued supervision 
of matters pertaining to accounting and 
statistical work throughout the organi- 
zation, Mr. Synor will also act as co- 
ordinator and expediter for internal 
office procedures. 

Mr. Synor is now president of the 
Insurance Accountants Association, fol- 
lowing his tenure as vice president 1950- 
1953. College and university trained 
both here and abroad, he also attended 
the Henry George School of Social 
Sciences, New York University, Pitts- 
burgh Insurance School and Alexander 
Hamilton (C.P.A. postgraduate work), 
He is a member of the National Asso- 
ciation of Cost Accountants, National 


Office Management Association (past 
president, Pittsburgh Chapter), Insur- 
ance Accountants Association, Henry 


George Alumni Organization, and Inter- 
national Accountants Society Alumni. 
Mr. Synor also served as instructor at 
University of Pittsburgh and Robert 
Morris School of Business. He is a 
lecturer and author, as well as_ the 
originator of the “Keysort Insurance 
Accounting System.” 


MAINE HURRICANE LOSSES 

Representatives of a national insur- 
ance organization have estimated the 
insured damage in Maine from the two 
recent hurricanes at from $3,000,000 to 
$3,500,000. The estimate came from Gen- 
eral Adjustment Bureau, Inc. It expects 
to process from 40% to 50% of all claims. 


HITE PHOENIX SPECIAL 
The Phoenix of Hartford Group an- 
nounces appointment of Durand B. Hite, 
Jr. to special agent in Tennessee. He 
will assist State Agent Jack Elvis, and 
will make his headquarters in the Stahl- 
man Building, Nashville. 


Kenneth Ross Talk 


(Continued from Page 36) 


ance Company upon request and without 
charge,” Mr. Ross told the directors. 


What Does NAIA Plan to Do? 


“The matter of public relations and 
advertising is a tremendous subject in 
any business and the insurance business 
is certainly no exception. As I indi- 
cated earlier in my report,’ said Mr. 
Ross, “our principals have certainly 
given us a great deal of cooperation in 
discussing the subject and there is every 
indication that they are willing to con- 
tinue to do so. 

“That being the case, it would seem 
to me that it is now going to be neces- 
sary for the board to indicate to those 
who will be conducting discussions the 
answers to certain questions that may 
be posed. One of those questions might 
be, ‘How far does the National Associa- 
tion want to go, both financially and 
otherwise, in the study of the public 
relations and advertising problem ?’ 

“During the past few months I have 
had correspondence with members from 
all over the country with many ideas be- 
ing promoted ranging all of the way 
from suggestions that would involve 
little or no expense on the part of the 
National to those that have suggested 
programs involving an expenditure of 
up to one million dollars a year by the 
National Association. 

“Our budget does not include any- 
thing for an advertising program and, 
consequently, if an expenditure of any 
consequence is considered, it must also 
be necessary to establish a method of 
financing the program.” 
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MASS. AGENTS TO MEET 





Boston Convention October 26-27 to 
Hear Talks by Leslie, Woodland, 
Kenney and Others 
The Massachusetts Association of In- 
surance Agents has issued the program 
for the 55th annual meeting to be held 
October 26-27 at the Sheraton Plaza 


‘Hotel in Boston. The board of directors 


meets for a dinner and business session 
on Monday, October 25. Frederick H. 
Woodward of Lynn is president and 
Robert G. Dowling of Hyannis first 
vice president. 

At the get-together luncheon on Mon- 
day, October 26, Maurice G. Herndon, 
Washington representative of the Na- 
tional Association, will speak. The after- 
noon session will feature addresses by 
William N. Woodland, editor of “The 
Standard” of Boston, and William Les- 
lie, Jr., assistant manager, National 
Council on Compensation Insurance. At 
the annual banquet that evening Lau- 
rence F. Whittemore, president of the 
Brown Co., will speak on international 
affairs. 

There will be a local board advisory 
council breakfast Wednesday morning 
with Chairman Joseph W. Cassidy pre- 
siding. This will be followed at a gen- 
eral business meeting for members of 
the Massachusetts Association only. 
Committee reports will be heard and 
officers elected. At the closing luncheon 
Roger Kenney, insurance editor . of 
“United States Investor,” will speak. 


North British Changes 
In Pennsylvania Field 


In view of increased demand on his 
time in and around the Pittsburgh area, 
State Agent G. Warren Feller will de- 
vote all of his time to agents of the 
North British Group in Allegheny, 
Washington and Westmoreland Coun- 
ties. 

The remainder of Mr. Feller’s terri- 
tory, plus that of Special Agent W. R. 
Bird, recently resigned, is transferred 
to supervision of Special Agent Daniel 
B. Pastorius, who latterly has _ been 
traveling part of the western Pennsyl- 
vania field. 

Paul J. Zohorsky, Jr., is now special 
agent assisting Mr. Pastorius. All three 
men will continue to operate from the 
Pittsburgh field office at 235 Fourth 
Avenue. 

Mr. Pastorius is an engineer and a 
graduate of the University of Pennsyl- 
vania. His assistant, Mr. Zohorsky, has 
been an inspector in the Middle De- 
partment Association of Fire Under- 
writers. He is a graduate of Penn State 
University and was a lieutenant in the 
Navy during World War II, being re- 
called to active duty during the recent 
Korean conflict. 


Otto Hauck Retires as V.P. 
Of Boston Co.; 2 Promoted 


Otto F. Hauck has retired as vice 
president and secretary of the Boston 
Manufacturers Mutual Fire after over 
47 years’ service. However, he will con- 
tinue on a temporary basis as assistant 
to the president. F. Winthrop Harvey 
has been elected secretary succeeding 
Mr. Hauck, and David G. Cameron has 
been elected assistant vice president. 





EDWARD O. YACKEL RETIRES 

Edward O.° Yackel,: state agent of 
Camden Fire in its western New York 
territory, retired on October 1 under 
the company retirement plan. 

Mr. Yackel, who has been representing 
the ‘Camden Fire for 47 years, was 
officially appointed state agent in 1925. 
Prior to that time, he served for 18 
years as field representative of a general 
agency representing the Camden. 





NEW BRANCH OF GAB 
The General Adjustment Bureau has 
opened a new branch office in Houma, 
La. superceding a resident adjustership. 
E. W. Forshag, Jr., heads the office as 
branch manager. 


20% Lower Collision Rates 
Provided in NAUA Filing 


The National Automobile Underwrit- 
ers Association has filed on behalf of 
its member and subscriber companies a 
modification of the collision classifica- 
tion rating plan which provides for a 
20% lower collision premium than would 
otherwise be applicable on farmers’ pri- 
vate passenger automobiles. 

In addition, other minor rule and rate 
changes were filed. These changes were 
approved for use effective October 11, 
1954. 


Jaffe Forum Set for Nov. 9; 
To Feature Survey Selling 


Alfred I. Jaffe, vice president of Jaffe 
Agency, Inc., New York, announced this 
week that the semi-annual forum of his 
agency will be held on Tuesday, Novem- 
ber 9, at Governor Clinton Hotel, New 
York. The theme will be “Selling 
Through Survey,” 
current interest of insurance brokers in 


survey methods and their expressed de- 
sire to obtain the best possible advice 


which reflects the 


on this important subject. 

A recent article written by Mr. Jaffe, 
“Survey Methods Best Way to Handle 
Competition” attracted so much interest 
when it was reprinted and sent out in 
booklet form, that he realized he had a 
“natural” for the forum theme 

Guest speaker at the forum will be 
announced soon as well as a panel of 
additional experts who will answer ques- 
tions from the floor. Attendance is ex- 
pected to be excellent, judging from the 
size of last spring’s session on “Multiple 
Peril Policies for Dwellings,” which had 
a Jaffe forum crowd of over 500. 
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AFTA has that skill. 
For AFIA, thr 
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This current AFIA advertisement 


will be seen by over 200,000 executives 





of American business. 


It is paving the way for your call—and 
your entry into the profitable field 





of foreign insurance. 
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Whats he using for bait ? 


Depends upon what he’s trying to catch. 


The right approach is just as important when you’re trying to 
sell Earnings Insurance. And, without boasting, we can 
honestly say that our new Visual Sales Aid has proven to be 
a most attractive lure to scores of prospects. 
A live line is the one to watch. If you’ve had difficulty ‘‘reeling in” 
Earnings Insurance prospects perhaps our new Visual Sales Aid 
is what you need. Use the coupon for more information. 





| Production and Market Research Department | 
| Royal-Liverpool Insurance Group l 
yj 150 William Street, New York 38, N. Y. 1 
| J want to know more about the new, non-technical approach | 
| % selling Earnings Insurance. | 
PURI eco ies So Sh Rae ORs cos ea oher ene ae eee ee ee hsb | 
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CASUALTY FIRE * MARINE SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY, LTD. » THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. © ROYAL INDEMNITY COMPANY 
GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA * NEWARK INSURANCE COMPANY © STAR INSURANCE 
COMPANY OF AMERICA © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN MARINE INSURANCE 
COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LID. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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T. B. LEE IS ADVANCED 





Deputy Assistant U. S. Manager of 
Commercial Union-Ocean Group for 
Texas-Arkansas and Southeast 
General United States Attorney H. W. 
Miller announces appointment of T. B. 
Lee as deputy assistant United States 
manager of the Commercial Union- 
Ocean Group. In this new position, Mr. 
Lee will supervise the company’s inter- 
ests in the important Texas-Arkansas 
territory and will assist the management 
in other duties relating to the South- 

eastern section of the country. 

Mr. Lee, a native of Texas, attended 
Baylor University at Waco. He was 
employed by the Texas Insurance De- 
partment and served with the Navy 
during World War II prior to joining 
the Commercial Union-Ocean Group in 
1945 at Dallas. He was appointed secre- 
tary in 1950, at which time he was 
transferred to the company’s headquar- 
ters at New York. 

Mr. Lee is presently chairman of the 
Conference of Special Risk Under- 
writers. 


American Transfers 
Watson to Delaware Field 


The American Insurance Co. an- 
nounces. transfer of Special Agent 
Wayne W. Watsop of the Asbury Park, 
N. J., field office to Dover, Del., where 
he will replace Special Agent Robert 
A. Sheppard, who has resigned. 

Mr. Watson, a native of West Orange, 
N. J., is a graduate of the University 
of Illinois and has completed the ad- 
vanced multiple line training course at 
the home office at Newark, N. J. He 
has served as a fieldman for the past 
five years in Connecticut and New Jer- 
sey. His office will be located at 11 
North Street, Dover. 


La. Fire Rates Reduced 


Adoption on a new schedule of fire 
insurance rates in Louisiana will mean 
a saving of $1,830,852 to the insuring 
public in the state, Thomas H. Schnei- 
dau, chairman of the fire insurance divi- 
sion of the Louisiana Insurance Rating 
Commission, says. He said his division 
has given final approval to the new 
grading schedule and a new dwelling 
schedule for use in the state as filed by 
the Louisiana Rating and Fire Preven- 
tion Bureau. 

He said it is “obvious” that the 32 
engineers of the Louisiana Rating and 
Fire Prevention Bureau will not be able 
to re-rate all towns within the state at 
the same time. 

He cited figures furnished his division 
by insurance firms operating in ‘the 
state in 1953 pointing to a 14.4% reduc- 
tion in rates under the new dwelling 
schedule amounting to $1,245,268 in sav- 
ings to the insuring public. 

The new uniform grading schedule 
which applies to mercantile and allied 


Heads Loss Committee 
Of the New York Board 





GILBERT 'L:“SCOfT 


The New York Board of Fire Under- 
writers announces that at a meeting of 
the committee on losses and adjustments 
Gilbert L. Scott, vice president of the 
Homeland, one of the five associated 
companies of the North British Group, 
was elected chairman of the committee 
on losses and adjustments and a mem- 
ber of the board of directors. At the 
same time, Edwin H. Ely, vice president 
of the Home, was elected vice chairman 
of the same committee. 


Comprehensive Dwelling 


Form Approved in R. I. 

The comprehensive dwelling policy, as 
recommended by the Interbureau Insur- 
ance Advisory Group, has been approved 
and is now available in Rhode Island, 
Commissioner Bisson announces. The 
various filings made by the appropriate 
rating bureaus involving fire and allied 
lines, inland marine and casualty cov- 
erages necessary for this package policy 
are approved. 

With approval in Rhode Island, the 
policy then becomes available in Con- 
necticut, Illinois, Indiana, Kentucky, 
Maine, Maryland, Michigan, Nebraska, 
New York, Oklahoma, South Carolina, 
Tennessee and Vermont. 








risks, said Schneidau, represents an- 
other $585,584 annual savings to the in- 
suring public in indicated rate reduc- 
tions, based on 1953 fire insurance pre- 
miums applicable to Louisiana mercan- 
tile business. 
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C. T. HESSLER’S NEW POST 





Named by American Casualty Cos. As 
Fire-Marine Manager at 
New York Dept. 

Clarence T. Hessler has been ap- 
pointed fire and inland marine manager 
at the New York department of the 
American Casualty Companies, 111 John 
Street. 

Prior to his new assignment, Mr. 
Hessler was supervisor of brokerage 
operations in New York City and su- 
burbs for the Home. He joined this 
organization in 1936, remaining for 18 
years. He handled agency and produc- 
tion work on all fire and inland marine 
lines, advancing to supervising under- 
writer, then brokerage supervisor. 


American-Associated Names 


Long Manager in Indiana 
Robert M. Long has been appointed 
fire and marine manager at Indianapo- 
lis for American-Associated Insurance 
Cos. He replaces Harry Collins who has 
resigned to enter a _ local insurance 
agency. 

Mr. Long’s fire insurance experience 
covers a span of 18 years, the past five 
of which have been spent in the In- 
diana field. He started as an office boy 
with the Iowa Insurance Service Bu- 
reau at Des Moines in 1936 and later 
was advanced to inspector. In 1953 he 
joined the National Union Fire as state 
agent in Indiana. 


Hettinger Director of 
National Fire of Hartford 


\lbert J. Hettinger, Jr., a senior part- 
ner of Lazard Freres & Co., New York, 
has been elected a member of the board 
of directors of the National Fire of 
Hartford. 

Mr. Hettinger succeeds John H. Buck, 
well known Hartford attorney, who has 
resigned from the board in order to 
devote more time to his varied business 
and personal interests. The board paid 
tribute to Mr. Buck’s helpful coopera- 
tion during his 37 years of service. 

A noted investment banker and econ- 
omist, Mr. Hettinger is a director of 
Certain-teed Products Corp., a director 
and member of the finance committee of 
Lincoln National Life Insurance Co., 
U. S. Steel & Carnegie Corp. Pension 
Fund, a director of the Glens Falls 
Insurance Co. and the General Reinsur- 
ance Corp. He is also a trustee of 
Princeton Theological Seminary and a 
director of the National Bureau of 
Economic Research. 


Gulf ——— Gains 

New high records in all phases of op- 
erations of the Gulf Insurance Co., and 
Its wholly owned subsidiary, Atlantic 
Insurance Co., both of Dallas, Tex., has 
been reported for the first six months of 
1954. President T. R. Mansfield an- 
nounced the consolidated assets of both 
companies increased to $33,223,785 while 
surplus to policyholders rose 35.8% to 
$12,636,637. Net premiums written to- 
taled $8,919,968, an increase of 1.7% over 
the comparable 1953 period, while pre- 
miums earned rose 9.6% over last year’s 
figure to a total of $8,571,622. 

The unearned premium reserve stood 
at $16,151,692, an increase of 7% over 
the total of a year before. The compa- 
nies also showed an underwriting profit 
of $819,447 for the first six months of 
1954 with a net investment income of 


$468,009, 


Would Boost Insurance 


On Dangerous Commodities 

Most of the nation’s leading railroads 
and five railroad brotherhoods have pe- 
titioned the Interstate Commerce Com- 
mission for an investigation to deter- 
mine whether amounts of insurance ICC 
regulations presently required of motor 
carriers hauling dangerous explosives, 
inflammables, and other inherently dan- 
gerous commodities, should be increased. 

The petitioners said they desired to 
present evidence showing that the pub- 
lic interest requires for these vehicles 
minimum coverages of not less than 
$100,000 for bodily injuries to or death 
of one person in any one accident; 
$500,000 for injuries to or deaths of all 
persons injured or killed in any one 
accident, and $500,000 for loss or damage 
in any one accident to property of 
others, exclusive of cargo. 


Present minimums are $10,000 for bodily 


injuries to or death of one person, 
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$20,000 for bodily injuries to or death of 
all persons, and $5,000 for loss or dam- 
age in any one accident to property of 
others. 

Last year the Commission held hear- 
ings on raising the limits for motor car- 
riers generally, but early this year the 
hearing examiner recommended against 
any increase. Such increases might have 
detrimental effects, he pointed out and 
present coverages exceed the prescribed 
limits in a large majority of cases. 

The petitioners argued that, although 
the minimum limits of public liability 
and property damage might be adequate 
with respect to vehicles carrying ordi- 
nary freight, they were “woefully inade- 
quate” to protect the public or to fully 
compensate for death, injury and prop- 
erty damage resulting from truck trans- 
portation of the dangerous commodities. 
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Add them all together and 
the result is a family that needs a Personal 
Articles Floater. Just an average family 
with average tastes, yet each has pride in 
his particular property, the replacement of 
which might be difficult if not impossible. 
Our new Personal Articles Floater has been 
designed for just such a family, for it can 
be tailored to the specific requirements dt 
each risk. You are creating satisfied cus- 
tomers for your agency when you tell your 
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Direct Writings Showed 
Large Gains Last Year 


Insurance By States of The Spectator 
for the year ending December 31, 1953, 
shows a complete breakdown by lines of 
direct premiums written and _ direct 
losses paid for 26 lines of insurance cov- 
ering the 48 states of the United States, 
the District of Columbia and Canada. 
This year’s totals show that direct writ- 
ings decreased slightly in only two lines, 
namely hail (growing crops only) de- 
creasing from $57,183,281 in 1952 to 
$67,025,259 in 1953. Ocean marine showed 
a drop of $4,615,223 and totaled $167,- 
167,839 in 1953. 

The accident and health lines again 
showed very large increases in direct 
writings with group accident and health 
increasing to $1,324,955,159| from $1,- 
083,196,109. Accident alone showed an 
increase of $135,138,356 and totaled $821,- 
401,209. Health increased from $849,- 
629,023 to $982,540,211. 

Automobile liability aggregated $1,- 
724,180,823 in 1953 as against $1,487,029,- 
309. Auto physical damage was $1,769,- 
970,672 in 1953, an increase of 10.9%. 
The fire line, of course, was the largest 
line written and _ totaled $1,800,104,706 
and had direct losses of $750,484,455 for 
a ratio of 42%. 

The total of the country as a whole 
amounted to $12,639,312,591 in direct 
writings, an increase of $1,415,825,935 
over 1952. The direct losses also showed 
an increase and aggregated $6,261,374. 
The ratio of direct writings in 1953 was 
50%. 


National Union Changes 
In Ohio and Michigan 


National Union Insurance Companies 
announce three field appointments, ac- 
cording to W. A. Rattelman, president. 
Victor C. Carlson has been appointed 
state agent at Columbus, O., where - 
will be associated with State Agent V. 
Keenan. Mr. Carlson attended the Uni 
versity of Illinois and was formerly 
state agent in Ohio for another com- 
pany. 

Herbert W. Hewitt, formerly National 
Union state agent at Grand Rapids, 
Mich., has been appointed manager of 
companies’ Detroit office. Mr. Hewitt 
attended Albion College and the Uni- 
versity of Michigan. He joined National 
Union in 1949, having been associated 
with the Michigan Inspection Bureau as 
an inspector. 

Richard O. Sprague has been pro- 
moted from special agent to state agent 
at Grand Rapids. A U. S. Navy veteran, 
Mr. Sprague joined National Union's 
home office underwriting department in 
1946. He had been a special agent at 
Grand Rapids since 1951. 


Fireman’s Fund Names 
Buell Marine Loss Asst. 


Robert R. Buell has been named 
assistant manager of the marine loss 
department in the Pacific territory of 
Fireman’s Fund Insurance Group. He 
will make his headquarters in San Fran- 
cisco and work under supervision of 
John L. Stewart, assistant secretary and 
manager of marine claims operations of 
Fireman’s Fund in the Pacific depart- 
ment. Mr. Buell has been with Fire- 
man’s Fund since 1950. He is a gradu- 
ate of the University of Michigan and 
the Harvard Law School. 
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AMA Insurance Conference to Discuss 


New Laws and Forms of Coverage 


New laws and new forms of coverage 
will be spotlighted at the American 
Management Association’s Fall insur- 


scheduled for Novem- 
Palmer House in Chi- 
900 corporate insur- 
ance administrators from all parts of 
the United States and Canada are ex- 
pected to attend the three-day meeting, 
insurance confer- 


ance conference, 
ber 10-12, at the 
cago. More than 


first of two national 
ences to be conducted during the cur- 
rent fiscal year by the 20,000-member 


educational association. 

insurance man- 
Energy Act of 
the conference 
Stuart Mac- 


management 

The implications for 
agement of the Atomic 
1954 will be outlined at 
luncheon, November 12, by 


Mackin, counsel, atomic ‘products divi- 
sion, General Electric Co., Schenectady, 
N. Y. He will take up such questions 


as the exposures to which use of atomic 
power will subject corporations and the 
resulting insurance requirements. 


Federal Tax Law 


Paul A. Reck, assistant treasurer 
Sperry Gyroscope Co., Great Neck, N. 
Y., will indicate the effects the new 
Federal tax law will have on the cor- 
porate insurance program. He will re- 
view the importance of tax considera- 


tions to the entire area of the buyer’s 
responsibility, including group insurance 
and pension planning. 

How Social Security influences retire- 
ment programs will be the topic of John 
K. Dyer, IJr., vice president and actu- 
ary, Towers, Perrin, Forster & Crosby, 
Inc., Philadelphia. He will weigh the 
impact of the changes in the Social Se- 
curity Act on long-range retirement 
planning. 

Panel on Major Medical 

Experience with major medical ex- 
pense will be brought up to date in a 
half-day panel session. Edmund B. 
Whittaker, vice president, the Pruden 
tial, Newark, N. J., will report on recent 
trends in coverage. William H. Stubbs, 
manager of personnel policy and bene- 


fits, Sears, Roebuck & Co., Chicago, will 


describe the operation of Sears’ all- 
employe catastrophe plan, and Lee 
Laird, manager, benefits division, per- 
sonnel department, Standard Oil of Cali- 


fornia, will present a case study of his 
company’s plan for executives. Roy L 
Jacobus, manager, insurance department, 


Ford Motor Co., Dearborn, Mich., will 
preside over the discussion. 

A special display dealing with major 
medical expense, prepared by General 
Electric Co., will form part of the 
AMA insurance — exhibit. On view 
throughout the conference, the exhibit 
of visual materials related to the sub- 
jects discussed will include forms, 
charts, manuals, and reports borrowed 


from companies throughout the country. 


W. R. Phelan Chairman of 
First Casualty Meeting 


William R. Phelan, controller of 
United States Fidelity, & Guaranty Co 
will be chairman of the Fire & Casualty 


Insurance Conference, Controllers Insti- 
tute of America, being held at the Edge 
water Beach Hotel in Chicago’ on 


October 13. William Sullivan, comptroller, 


Lumbermans Mutual, Los Angeles is vice 
chairman. 
Principal speaker will be Gordon F. 


hbo - 


“ 


Fogg, assistant comptroller of the 


elers Companies, whose subject will be 
Modern Simplified Payroll Proc a 


Workmen’s Compensation 


panel group will take up 
workmen’s compensation, with George 
T. Heinrich, property insurance mana- 
ger, Caterpillar Tractor Co., Peoria, IIl., 


as chairman. Raymond V. Alger, 


Another 


as- 


sistant secretary, compensation and lia- 
bility department, the Travelers, Hart- 
ford, Conn., will summarize the new 


workmen’s compensation form, showing 
how it changes the coverage and what 
endorsements are now needed for extra 
coverage. William Leslie, Jr., assistant 
manager, National Council on Compen- 
sation Insurance, New York, will explain 
and evaluate retroactive and experience 
rating plans. Stewart M. Lyman, attor- 
ney, Deere & Co. Moline, IIL, will 
outline standards for self-insurance, dis- 
cussing the use of deductibles and ex- 
insurance and the importance of 
loss prevention. 

At a session on product liability, in- 
surance managers from four different 
industries will tell how their firms han- 


cess 


dle this coverage. Horace J. Brogley, 
assistant controller, Johnson & John- 
son, New Brunswick, N. J., will serve as 


chairman. Members of the panel will be 
Robert M. Cone, insurance department, 
Olin Mathieson Chemical Corp., Balti- 
more, Md.; Robert Gyory, manager of 
insurance, Sylvania Electric Products, 
Inc., N. Y.; Elwood Paris, insurance su- 
pervisor, Boeing Airplane Co., Seattle, 
Wash.; and J. T. Parrett, insurance 
ry inager, Carnation Co., Los Angeles, 
Calif. 


Business Interruption Panel 


A fourth panel group will clarify the 
use of business interruption insurance 
by acting out a typical loss adjustment. 
Participants will be George E. Rogers, 
insurance manager, Robert Gair Co., 
Inc., N. Y.; H. Stanley Goodwin, as- 
sistant vice president and insurance 
manager, McKesson & Robbins, Inc., 
N. Y.; and George S. Jones, executive 
general adjustor, General Adjustment 
Bureau, Inc., N. Y. W. T. McWhorter, 
manager, insurance division, the Proctor 
& Gamble Co., Cincinnati, Ohio, will act 
as chairman. 

The trend toward mass marketing in 
personal and business life insurance will 
be discussed by Robert E. Dineen, vice 
president, Northwestern Mutual Life, 
Milwaukee, Wis. He will tell how price 
competition is extending to social insur- 
ance the practices long familiar to cor- 
porate insurance buyers in fire and 
casualty lines. 

Chairman of the opening will 
be Henry Anderson, manager, insur- 
ance department, American Broadcast- 
ing-Paramount Theatres, Inc. New 
York. He is AMA vice president in 
enerae of the insurance division. 


session 








Rievined ies Fadiisiiaiand Rates 

Revised rates for glass insurance have 
states by the 
National Bureau of Casualty Underwrit- 
behalf of its and sub- 
scriber companies. 
effective October 6. 


been announced for five 


ers on member 


The new rates became 


The states affected and the average 
statewide rate changes are as follows: 
Georgia —6.2%, Idaho +19%, Utah 
+16.7%, Washington —6.2%, and West 
Virginia —8.2%. The rate changes vary 
by territory and reflect recent experience 
incurred by the carriers. 





Grahame New President 

Of Economics Society 
ELECTED, ANNUAL MEET, OCT. 5 
Wallace, Craig, Vice Presidents; Fish- 


back Reelected Sec.; O’Connor Re- 
views Legislative Developments 


Orville F. Grahame, vice president and 
general counsel of the Paul Revere Life 
and the Massachusetts Protective Assn., 
was elected president of the Insurance 


ORVILLE F. GRAHAME 


Economics Society at its twelfth annual 
meeting, October 5. 

Travis T. Wallace, president, Great 
American Reserve, was elected first vice 
president, and E. W. Craig, board chair- 
man of National Life & Accident, 
elected second vice president. H. O. 
Fishback, Jr., vice president, Northern 
Life, was reelected secretary. 

Elected to the executive committee for 


terms of three years were: Frank S. 
Vanderbrouk, president, Monarch Life; 
John T. Acree, Jr., president, Lincoln 


William J. Hamrick, vice 

Life; G. A. L’Estrange, 
Universe Life; and James 
Provident Life 


Income Life; 
president, (¢ Gulf 
vice president, 
:. Powell, vice president, 
& Accident. 

Powell Reviews Work Performed 


The retiring president, James E. 
Powell, in opening the meeting, gave in 
detail his observations of the work -per- 
formed by the Society during his term 
and he paid tribute to the successful op- 
erations of the Society under the man- 


aging director, E. H. O’Connor. 
The Society, since its reactivation in 
1942, has been most active in studying 


Social Security—its costs, aims and pur- 
poses—as well as various expansion pro- 
posals having to do with compulsory 
health insurance, whether at state or 
Federal levels. 

Before a well attended meeting, E. 
H. O’Connor, managing director, re- 
viewed the 1954 legislative developments 

(Continued on Page 65) 


Canadian Survey Reports 


Auto Accident Increase 

was a sharp jump in motor 
vehicle accidents across Canada in the 
first quarter of 1954 despite all efforts 
by the authorities to keep down the toll, 
with such accidents rising to 59,250 
against 43,134 in preceding quarter and 
33,324 in same quarter last year, exclud- 


There 


ing the Province of Quebec, according 
to the Canadian Government’s latest 
survey. 


However, persons killed in these acci- 
dents dropped to 451 in first quarter this 
year in contrast to 668 in preceding 
quarter but above the 305 last year. 
Likewise, persons injured dropped to 
10,508 against 13,562 previous quarter 
but over the 8,729 last year. 








AVAILABLE 

Young woman with 10 years’ 
experience desires position in 
New York City agency or brok- 
er's office writing fire, inland 
marine and casualty lines. Thor- 
oughly familiar with essential de- 
tails. Knowledge of typing. Holds 
broker's license. Complete resu- 
mé upon request. 

Box 2271, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38. 











Mass. Hearing on 55 
Rates Dullest in Years 


STATEWIDE DECREASE OF 63% 


Comm. Humphreys Credits Gov. Herter’s 
Highway Safety Plan as Respon- 
sible for Reductions 


Insurance Commissioner Joseph A, 
Humphreys of Massachusetts in open- 
ing the public hearing October 1 on the 
1955 compulsory auto insurance rates for 
that state, gave all the credit for the 
6.3% average statewide reduction in pri- 
vate passenger rates to the highway 
safety program inaugurated by Governor 





Christian A. Herter. This program in- 
cludes assessing “points” against of- 
fending drivers which will rule the 


worst off the road and which will bring 
compulsory insurance rate surcharges in 
1956. 

The hearing which was held in the 
Public Works Building, Boston, was 
the shortest and dullest in a decade. 
Rate reductions will affect just about 
everybody except taxicab owners which 
was the reason why the hearing was 
practically devoid of protests. It is esti- 
mated that the 6.3% private passenger 


reduction and the 7.6% reduction for 
commercial cars will produce a savings 
of about $4,000,000 for Massachusetts 


car owners. 

In addition to this, insurance compa- 
nies announced as the hearing ended 
that property damage rates will be re- 
duced approximately 10% making an 
additional saving of $3,500,000. 


Points Brought Out at Hearing 


The following are the 
brought out at the hearing: 

1. Experience of under-25 drivers is 
getting worse instead of better, with 
average loss per car on this class cur- 
rently 142% higher than class 1. A year 


main points 


ago, it was only 99% higher. 
2. There may be different rates for 
men and women drivers countrywide 


next year. 

3. Insurance companies made money 
—very litthe—on compulsory insurance 
in Massachusetts in 1953 after several 
losing years. 

4. Commissioner Humphreys - sliced 
two percentage points off the expense 
loading in the 1955 compulsory rates, 
Ne igey the loading from the customary 
36.5% to 34.5%. 

Despite the worsening experience on 
cars with under-25 drivers, the rate dif- 
ferential between class 1 and class 2 is 
being cut from 60% to 55% in this elec- 
tion year. 


Manual of Rates Revision 


Bernard Hamilton, manager, Com- 
pensation Rating & Inspection Bureau 
of New Jersey, has announced that a re- 
vision of the manual of rates is under 
consideration for January 1 effective on 
the basis of the recently filed mid-year 
loss ratio report. 

All company  policywriting offices, 
agents and departments were notified 
that pending further notice, policies ef- 
fective January 1, and thereafter should 
not be written. It is expected, said Mr. 
Hamilton, that revised rates in circular 
letter form will be distributed in ample 
time for the orderly writing of new and 
renewal policies effective January 1 and 
thereafter. 
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Pilling Cites Philosophy of Survival 


Addresses CPCU Luncheon at Chicago; Stresses Service to the 


Public as Foremost Principle; Explains Producer’s 
Role; Sees Team Spirit as Essential 


In his address before the all-industry 
luncheon and conferment of the Society 
of CPCU, held at the Palmer House, 
Chicago, September 30, Neville Pilling, 
United States Manager, Zurich General 
Accident & Liability, discussed what may 
be done collectively and individually to 
further the institution of insurance and 
at the same time the personal objectives 
and ambitions of everyone concerned. 

“My belief is,” said Mr. Pilling, “that 
as the guiding principal of our daily 
routine and our projection of service 
opportunities, our every act—thought 
and word must be motivated by the 
urge to assist someone in trouble or 
someone with a potential for trouble; 
oe urge to help the other fellow to 

he best of our abilities and within the 
limit of our capacities. 


The Urge to Build 


“To me,” he said, “that represents the 
urge to build which predominates in 
mankind. And this dedication to service, 
to the task of helping someone else, 
yields much more than the pure satisfac- 
tion resulting from a good deed done. 
Now may I give you a mind’s eye picture 
of some of the things our producer 
might do if he is soundly motivated.” 

The speaker continued: “I have some- 
times wondered what would be the ef- 
fect on the institution of insurance— 
and I earnestly wish it were financially 
possible to find out—if companies were 
able to offer the producer financial sup- 
port, for say five years, and relieve him 
of all necessity for earning a livelihood, 
on the sole condition that he devote 
himself entirely and exclusively to the 
business of service; to seek and find 
sources and buds of trouble; to make 
himself available as business counsel and 
advisor to the community; to devote 
himself to service on the town council; 
to work with the forces of law, as an 
interpreting personage; to act as a 
volunteer chief for the doze1 ns of worth- 
while causes looking for help in every 
community; to act as instructor, coach 
and scoutmaster to be bewildered teen- 
agers; as a Dutch uncle to everyone 
with a question or a problem. 

“T verily believe, if this were possible, 
he could drop the word ‘sell’ from his 
vocabulary and fulfill his opportunity as 
underwriter of financial misfortune. His 
customers would look to no one else.” 


Team Spirit Is Essential 


Mr. Pilling pointed out that a pro- 
ducer’s efforts go for nought if the in- 
surer behind him fails to back up his 
play. A genuine team spirit is essential, 
he said. 

“Thus to sustain, aid, encourage and 
inspire the producer i is probably his com- 
pany’s greatest opportunity for service,’ 
he continued. “I fear that, too little 
recognition is given to the importance 
of the producer, be he stock, mutual or 
reciprocal, as the exploratory tool of 
research. He is the logical source of 
informed opinion from which to de- 
termine what the public thinks of us; to 
determine where we are vulnerable be- 
cause of failure to make ourselves un- 
derstood; to bring to us contructive, 
critical comment on our contracts and 
our rating plans from the policyholder’s 
viewpoint; to explain our position; and, 
by disseminating sound and accurate in- 
formation, to improve public opinion. To 
seek more producer reaction to the 
things we do, as he sees them, would 
benefit all.” 

Later, the speaker said: “Study and 
research with its prime purpose to re- 
duce the cost of selling, servicing and 
undenwriting the business should have a 


NEVILLE PILLING 


No. 1 priority. Unnecessary duplication 
of a single cost item is inexcusable,” 
he explained. “Unless the benefits to the 
purchaser justify the price we ask him 
to pay, we shall not deserve to enjoy 
his confidence and his patronage. The 
whiplash of competitive merchandising is 
flicking sharply around the ankles of 
many of us today. New distribution 
philosophies are demonstrating that the 
interests of the consumer can be as well 
served at less cost on some important 
lines of insurance. 

“We need to ask ourselves some very 
searching questions,” said Mr. Pilling, 
“and to develop some honest, forthright 
and intelligent answers. If—as | believe 
sincerely—the independent contract pro- 
ducer system, which well serves the 
major portion of the insurance industry 
today, is to enjoy continued confidence, 
there are things we and he must do, to 
justify our right to continue to serve 
the insurance needs of America.” 





Use of Simpler Language 


Mr. Pilling advocates the use of 
simpler language in policies and in con- 
tracts with policyholders as a help to 
the producer and company to more in- 
telligently communicate our purpose to 
the layman. 

He went on: “Policy exclusions were 
meant to be the means to clarify cov- 
erage. I fear they have evolved as no 
less than a failure of coverage and a 
potent source of misunderstanding. To 
be completely practical—total elimination 
may never be attained, but this would be 
a worthy target. 

“Non-cancellable, guaranteed renewal 
insurance is by all odds the most whole- 
some concept of insurance. Economic 
feasibility and sometimes prohibitive cost 
unfortunately limits its application; but 
continuous coverage instead of the year- 
to-year contract would produce purchaser 
benefits and economies of material 
significance. Selfish and_ short-sighted 
covetousness of the other fellow’s busi- 
ness have militated against this develop- 
ment which I believe offers an important 
short-cut to customer satisfaction and 
to effective cost reduction for the policy- 
holder. It may not be practical for all 
lines of insurance, but it can and should 
be a major objective. 

Business Trend 

“The trend of the business,” he pointed 
out, “has been to educate the insurance 
purchaser to exercise his right to pay- 

(Continued on Page 59) 





Lloyd’s Adds “Discovery” 
Basis to Bankers Bonds 


NO ADDED PREMIUM CHARGE 


Holders Able to Convert Blanket Bond 
Coverage to Discovery Basis With- 
out Rate Increase 


According to word just received from 
abroad, underwriters at Lloyd’s London, 
have agreed to make coverage available 
to holders of their bankers blanket bonds 
on a “discovery” basis without additional 
premium charge. 

The effect of the amendent, it is 
pointed out, will be to grant coverage 
to an insured against losses discovered 
during the bond period no matter when 
they actually occurred for the amount of 
the existing bond instead of for the 
amount of the bond in force at the time 
the losses occurred. 

Holders of such bonds will, therefore, 
now be able to convert their blanket 
bond coverage, heretofore on a “loss 
sustained” basis, to a “discovery” basis 
with no increase in rate. 

Financial institutions eligible for the 
new extension of cover age are those 
banks (incorporated and unincorporated), 
savings banks, industrial banks, Morris 
Plan banks, reserve banks, trust com- 
panies, investment banks, investment 
trusts and stock and bond brokers who 
are insured under Lloyd’s bank’s and 
trust companies’ policy H.A.N. Form (C) 
Amended 1946, either for primary or 
excess amounts. 

_The amendment may be effected by 
either of two “discovery” riders, one to 
be used where the blanket bond is writ- 
ten on a primary basis, the other where 
the blanket bond is written on an ex- 
cess basis. These forms are designated 
as Form NMA 910 and Form NMA 911 


respectively. 


Keystone Mutual Creditors to 
Get 60% Claim Payment 


The Court of Common Pleas of Dau- 
phin County, Pa., has authorized a first 
distribution of 60% to general creditors 
of Keystone Mutual Casualty (dissolved) 
following recommendation of this dis- 
tribution by Insurance Commissioner 
Artemas C. Leslie, as statutory liqui- 
dator of the company. 

Commissioner Leslie pointed out that 
the distribution, which includes payment 
on account of all allowed general claims 
for losses and return premiums, will 
amount to $3,545,394. It is expected 
that distribution checks will be mailed to 
claimants by December 1, 1954. 

The proposed distribution contem- 
plates equal distribution to all approved 
general claimants, regardless of the 
state of their residence. However, where 
claimants in other states have already 
participated in distributions made by 
Ancillary Receivers in other states, there 
will be deducted from the amount to be 
paid to any such claimant, the amount 
already paid on his claim by such Ancil- 
lary Receiver. 

Following the adjudication of pending 
claims and the converting into cash of 
other assets, there will be a second dis 
tribution. 


LICENSED TO SELL ALL LINES 

Saskatchewan Guarantee & Fidelity 
Co., owned by the Government of 
Saskatchewan and already licensed to 
sell insurance in Manitoba as well as 
having applied to handle insurance in 
North Dakota, has been granted per- 
mission now to carry on insurance in 
the United Kingdom for all classes of 
business. 





Architect’s sketch of American Surety’s new building in East Orange, N. J. 


The American Surety Co. of New 
York has just awarded a contract to 
Terminal Construction Co. of Wood- 
Ridge, N. J., for the erection of an 
office building at the corner of Wash- 
ington Street and Washington Terrace 
in East Orange, to house its northern 
New Jersey operations, it was an- 
nounced by A. F. Lafrentz, president. 

The building will be two stories and 
basement, of brick, concrete and _ steel 
construction and fully air-conditioned. 
It will be attractively landscaped, with 
parking space for visitors and employes. 

Designed by the firm of Epple & 
Seaman, Newark architects, the building 
will have about 18,000 square feet of 
floor space. Construction will begin im- 
mediately and it is anticipated that the 
building will be ready for occupancy on 
May 1, 1955. 

To Handle Expanding Business Volume 

To be known as 50 Washington Street, 
the new structure has been designed to 
handle the rapidly expanding business 
volume from agents and brokers in the 


northern New Jersey area. This business 
has been processed at the compiz iny’s 
Newark office which has been in opera- 
tion for over 57 years, and of which the 
present manager is Hutchinson 
of Orange, N. 

The increasing ‘volume has now reached 
a point where larger, more efficient 
quarters are required, Mr. Lafrentz 
stated. Also, he added, this move is 
typic al of industry in recent years mov- 
ing outside of metropolitz in centers. 

East Orange was selected for the 
many advantages it offers to offices 
handling business in this area, such as 
desirable building sites, convenient trans- 
portation and easy access to the prin- 
cipal business localities. A number of 
insurance companies have recognized 
these advantages and established offices 
there, making it a fast-growing insur- 
ance center. 

Acquisition of the property was han- 
dled through Ralph S. Schwebemeyer & 
Co. and American Surety was repre- 
sented by Ira C. Moore of the firm of 
Whiting, Moore & Phillips, attorneys 
of Newark, N. J 
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Casualty-Surety ‘Convention, White Sulphur Springs, 





RAY E. McGINNIS 
White Sulphur Springs, Oct. 4— 
Strict enforcement of speed laws and 


unqualified motorists 
today by Ray E. 


refusal to license 
were advocated here 
McGinnis, president of the National As- 
sociation of Casualty & Surety Execu- 
tives, as part of a four-point program 
designed to halt the “appalling toll of 
automobile accidents.’ 

Urging the casualty insurance industry 
to give the widest possible support to 
the program, Mr. McGinnis told a joint 
session of the National Association of 


Casualty & Surety Executives and the 
National \ssociation of Casualty & 
Surety Agents, in annual convention 
here, that “many automobile accidents 


can be prevented if those officially re- 
sponsible will only exercise to the utmost 
limit the various means of driver control 
at their disposal.” 


Ever-Increasing Efforts 


He cited the results of ever-increas- 
ing efforts by the Association of Casu- 
alty & Surety Companies and the “Slow 
Down and Live” program in which 24 
states participated during the past sum- 
mer, and said: “This program was prob- 
ably the greatest concentrated traffic ef- 
fort in all history to date. It was in- 
augurated on Memorial Day and _fol- 
lowed through during the Independence 


Day and Labor Day holidays. It demon- 
strated that states can reduce accidents 
when they put the pressure on...” 


Mr. McGinnis, who is president of the 
Central Surety & Insurance Corp., called 
upon the insurance executives and agents 
to carry out a “united and sustained 
effort, based on a combination of the 
best of the educational, en; gineering, and 
enforcement plans now in effect 


Four Point Program 


The speaker recommended that every 
individual, agency and organization in- 
volved work unrelentingly until each of 
the following becomes a reality in all 
of the 48 states: 

“1. Improved driver licensing, with un- 
conditional refusal to license the un- 
qualified 

“2. The uncompromising exercise by 
licensing authorities of their right and 
duty to suspend and revoke the driving 
privilege of those whose records show 
them to be unfit. 

“3. Strict and impartial enforcement of 
the laws by the police, with emphasis 
on speed control, and with enough 
troopers on the job at all times to make 
constant highway supervision a reality. 

“4. Revitalized courts having jurisdic- 


tion over traffic law offenses, and the 
total support by these courts of the 
state enforcement authorities.” 


“While I 


He continued: realize that 
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McGinnis Seeks Strict Trafhe Program 


7 h at 
Respons ible 


Decla TeS 
Officially 


Various Means 


many difficulties will be encountered in 
working toward these goals, I earnestly 


hope you will feel, as I do, that these 
life-saving ideas merit the widest sup- 
possible. No one is in a_ better 


ort 
soutien to give impetus to the develop- 
ment and maintenance of such support 
than you—each of you—who are so inti- 
mately acquainted with the causes of 
accidents and their comparatively simple 
and economical remedies.” 


Suggests a Joint Committee 


Mr. McGinnis further told his audience 
that highway safety was not the only 
area for teamwork between agents and 
executives of companies committed to 
the support of the American Agency 
System. He suggested the appointment 
of a joint committee, consisting of an 
equal number of members from each 
association, with power to plan and act 
toward solving industry problems, in 
addition to the problem of traffic acci- 
dents. 

Referring to assigned risk rating plans, 
the speaker urged that consideration be 
given to making an organized effort 














Many Auto 





Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


EABOARD SURETY COMPANY 


75 MAIDEN LANE, NEW YORK 


Whitehall 3-7440 


Will Only Exercise 
Of Driver Control At 


toward effecting improvements so that 
insurance carriers will not be required 
to accept assignments of repeaters and 
other accident prone drivers. 

Mr. McGinnis insisted that “success in 
preventing automobile accidents prob- 
ably can help more than anything else 
toward solving the automobile insurance 
rating problem. 

“According to figures published by the 
Travelers Insurance Companies,” said 
Mr. McGinnis, “the number of deaths 
from automobile accidents increased 
from 37,100 in 1951 to 37,600 in 1952 and 
to 38,500 in 1953, and the number of 
persons injured in automobile accidents 
increased from 1,963,000 in 1951 to 2,- 
090,000 in 1952, and to an all-time high 
of 2,140,000 in 1953. 

“From these figures, it is evident that 
the improved automobile loss ratios in 
1952 and 1953 resulted principally, if not 
entirely, from rate increases (not a 
success in preventing accidents). 

Situation Far From Satisfactory 


“While the reduction reported so far 
this year in the number of deaths from 
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automobile accidents is encouraging, the 
continued rise in claim costs presents a 
serious question as to how long current 
automobile rates will continue to be 
adequate. 

“It is apparent, therefore, that the 
automobile rating situation is far from 
satisfactory and that the solution of that 
problem demands the best combined 
thinking and efforts of company execu- 
tives and agents.” 

The problems of improved methods 
and economies in the operations of both 
companies and agents, including advance 
payments and flat cancellations, were 
also seen by the speaker as matters to 
be considered and acted upon by the 
joint committee. 


Results Through Teamwork 


In his concluding remarks, the speaker 
said: “An outstanding example of ac- 
complishment through teamwork was the 
defeat this year, for the second straight 
year, of compulsory automobile insurance 
in the legislature of New York. This 
achievement would not have been pos- 
sible without the combined efforts of 
the Association of Casualty & Surety 


Companies, the New York State Asso- 
ciation. of Insurance Agents, the New 
York State Bar Association, New York 


Board of Trade, Chambers of Commerce 
throughout the state, New York State 
Grange, New York Automobile Clubs, 
and local bar and insurance’ brokers’ 
associations. 


Public Relations Accomplishments 


“The accomplishments of the public 
relations department of the C. & S. 
Association, working through localized 
public relations offices, and the continued 
effectiveness of the association’s national 
public relations program are also ex- 
cellent examples of achievement through 
tez amwork between companies and agents. 


“In my opinion,” he said, “there has 
never been a greater need than now 
for complete understanding and team- 


work between agents and executives of 
companies committed to the support of 
the American Agency System. Through 
such understanding and teamwork, sound 
and satisfying progress can and will be 
made in the future, as in the past, toward 
solving the problems of our business 
and of our national economy, in which 
insurance and suretyship play such a 
vitally important part.’ 





White Sulphur Chairmen 

White er ge) Springs, Oct. 4—KEd- 
ward B. Gill, Glens Falls Group, and 
Robert Bowen, Indianapolis, who was 
the 1953 winner of the Charles R. Miller 
cup for the best low gross score for 
two days of tournament play, are co- 
chairmen of the men’s golf tournament 
at the joint casualty-surety age 
here. Mrs. Carl P. Daniel and Mrs. 
Z. Alexander, both of St. Louis, are run- 
ning the women’s golf tournament. 

For the horseshoe pitching contest the 
co-chairmen are W. Harper, Mary- 
land Casualty, and J. Edward Cochran, 
Hagerstown, Md. 


For the women’s bridge tournament 


the co-chairmen are Mrs. W. McKell, 
New York, and Mrs. A. D. Langham, 
Houston. 
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EARLS 


THOMAS 


White Sulphur Springs, W. Va., Oct. 4 

Dispelling the predictions of the 
prophets of doom who maintain that the 
American Agency System is deteriorat- 
ing, Thomas W. Earls, president of the 
National Association of Casualty & 
Surety Agents, and vice president of 
Earls-Blain Co., Cincinnati, told the 
large gathering of company men and 
agents in joint annual session here to- 
day that the real competition is not 
from other agencies, producers and bro- 
kers, direct writers or mutuals, but from 
the merchant who sell automobiles, 
clothing, refrigerators—the person who 
gets the money first. “I am an optimist,” 
he said, “and all the noise raised over 
our competition leaves me cold.” 

Mr. Earls pointed out that business 
for company, agents and_ brokers is 
good. The published figures for the 
companies shows them to be in the best 
shape of their history, he said, and 
added that naturally a corollary fol- 
lows, the producers have likewise done 
well. He continued: 


Business at Its Highest 


“IT do not mean to be stepping on any- 
one’s toes, and if I do it will be ever so 
lightly. . . . Our business is in good con- 
dition and, in fact, at its highest. The 
many newspaper items, the speeches 
and conversations proclaiming the skids 
are under us, to me, appear absurd. The 
American Agency System is doomed, 
we read; the direct writers are taking 
all the business, and the agents aren't 
earning their commissions.” 

Non-Agency Competition 

The speaker asserted that there has 
always been competition from non- 
agency sources. He pointed out that a 
certain number of people will always 
buy on price and that “we should be 
sophisticated enough to recognize this.” 
Mr. Earls further emphasized: “We are 
not going to put the direct writers and 
other competitors out of business—but 
neither are they going to put us out of 
business, if we keep our heads and do 
a good job.” 

He said that the only difference he 
could see over the years is that the 
prophets of doom change the details of 
the agent’s death sentence. “When I 
first broke into this business,” he con- 
tinued, “the gloom was all on the side 
of large commercial lines—fire, work 
men’s compensation and the like. We 
were told that the big buyers of in- 
surance did not need our services and 
we could never justify our commissions 


CasualtySurety Convention, White Sulphur Springs, October 3-6 


T. W. Earls Sees No Cause For Commotion 


NACSA President Optimistic; Berates Prophets of Doom; Cites 


Merchant as Real 


Competitor; Business at its Highest; New Ideas and Tools 


to them, so we should concentrate on 
personal lines and let the direct writers 
take over the big lines. They didn’t 
thanks to the fact that agents and com- 
panies got together and worked out ar- 
rangements like the Factory Insurance 
Association, Interstate Underwriters 
Board, retrospective rating, graded costs, 
etc. 

“Now, we are suddenly told by the 
prophets of doom that we are going to 
lose out to personal lines—automobile, 
and dwelling and contents fire insurance. 
Why? Instead of their being too big 
to need our services, we are now told 
that these insureds are too small to need 
our services. One way or the other, we 
are always doomed—but I don’t think 
we are.” 

In reference to the real competition— 
the merchants—Mr. Earls said the rea- 
son why certain risks cannot buy a par- 
ticular contract is because they are fi- 
nancially tied up with previous orders 
for merchandise. “There is not a_ per- 
son in the business who could sell them 
a policy,” he declared. 


Professional Manner Will Strengthen 
Product 


The speaker went on to advise: “My 
fellow agents, if you do your work in a 
professional manner you will build and 
strengthen our product immeasurably. 
You perhaps may not write one particu- 
lar policy, but with all of us presenting 
our services in a business-like way, the 
one you lose will go to the other agent 


Offer Limitless Future 


and the one that eluded the other agent 
may come to you. It behooves all of 
us to increase our knowledge of insur- 
ance, be a credit to the community and 
develop the services for which we are 
paid. I doubt if there is anyone here 
who can object to these statements.” 

Restating his optimistic position, Mr. 
Earls told the agents that “with the 
new ideas and tools with which we have 
to work, the future of our business is 
limitless. Right here in front of me,” 
he pointed out, “is a digest of the vari- 
ous new forms of comprehensive dwell- 
ing policies. There are four on this one 
sheet. The new _  inter-bureau form 
makes a fifth. 

“These contracts alone can keep a 
man busy soliciting new business day 
and night. The changes in the casualty 
business are enough to keep one busy 
for the next five years learning them. 
And right here and now, with the think- 
ing that is going on in our business, we 
certainly are farther ahead. 

“The multiple peril policies and the 
manufacturer's output contracts, to 
name a few, are tremendous strides in 
the right direction. So I say to you 
company men—You make them, we'll 
sell them.’ Once in a while some inde- 
pendent thinking causes a little troub!e, 
but in the long run, doesn’t it make all 
of us a little more alert ?” 


To Require Study and Work 


It was Mr. Earls’ opinion that there 
was only one problem in connection with 





NACSA Executive Committee Has 
Full Agenda For Meeting Here 


White Sulphur Springs, Oct. 5— te 
executive committee of the National : 
sociation of Casualty & Surety . 
is considering a host of problems during 
its deliberations here. C. F. J. Harring- 
ton, executive vice president, and other 
association leaders, emphasized at to- 
day’s get-together the importance of 
taking a position on two current devel- 
opments: 

(1) Under the new Federal program 
providing group life insurance and group 
A. & H. for Federal employes the pro- 
ducer is eliminated under the life bill 
signed by President Eisenhower, and 
reportedly the producer is not included 
in the proposed A. & H. bill to be 
pressed in the next Congress. 

(2) What is the NACSA’s position on 
H.R. 8356, the Administration’s bill set- 
ting up a Federal reinsurance program 
of health and hospitalization insurance ? 
As brought out in the discussion, this 
bill passed the Senate but was over- 
whelmingly defeated in the House. 
President Eisenhower intends to press 
for its passage or for similar legislation 
in the next session of Congress. 

The NACSA session here was also 
marked by a discussion of the Ohio 


workmen's compensation situation, led 
by E. B. Berkeley of Cleveland, chair 
man of the subcommittee. He is con 
tinuing in his efforts to have the Ohio 
law changed from a monopolistic to a 
competitive state fund so as to enable 
private companies to write compensa 
tion insurance in that state. 

Mr. Harrington discussed develop- 
ments relating to conferences with the 
National Bureau of Casualty Underwrit- 
ers since NACSA’s meeting in June. J. 
Edward Cochran of Hagerstown, Md., 
vice president of the association, made 
some suggestions as to the development 
of new forms of policies and the desire 
of the NACSA to have advance notice 
of contemplated rate changes. Also on 
the agenda was a scheduled discussion 
by A. D. Cronin of Boston as to the 
driver classification plan from a com- 
petitive standpoint. 

New developments with respect to 
compulsory automobile insurance and 
unsatisfied judgment fund legislation 
were also discussed from the angle of a 
possible reappraisal of the NACSA po 
sition 

Consideration was also given to the 
proposed brokers minimum qualification 


these many new dwelling forms—‘“that 
is the fact that it is going to take some 
study and work to learn them.” He 
made light of the complaints on the part 
of producers who say that there are too 
many new forms and that they are too 
complicated. 

“I think,” he said, “the offices repre 
sented here had a particularly heavy re- 
sponsibility in this case, because most 
of them are large offices, with many 
producers. All of us are tempted to take 
the easy way out and tell producers we 
will write only one or two contracts 
That would help our office procedures 
a lot, but, in my opinion, it would play 
right into the hands of our new com 
petitors. The more rigid the business is, 
the less we are needed and the easier it 
will be for direct writers to write busi 
ness on an impersonal, machine-handled 
basis. 

“On the other hand,” said Mr. Earls 
“the more choice we can give a cus- 
tomer, the harder we and our producers 
have to work, but the tougher it is go- 
ing to be for our competition. So I 
think nearly everyone here has a double 
responsibility—to keep up with develop- 
ments himself and to keep the thinking 
of his producers straight. The second 
may be more difficult than the first, but 
it can be done and it will pay off.” 


Praises Combined Meeting 


In his concluding remarks, Mr. Earls 
praised the White Sulphur joint meeting 
of company men and agents as one 
which has proven sound over the years, 
and he promised: 

“The present officers of this associa- 
tion are not about to change it. We 
meet in an informal way, are privileged 
to know each other better, see new 
faces and renew acquaintances. It is our 
desire to cement this idea so firmly that 
many of our problems will solve them- 
selves by just understanding the other 
person’s point of view 

“Charlie Burras (long-time secretary 
of the association) had the right idea 
in fostering this combined meeting, and 
with his wit and humor and occasional 
barbs, he was one of the greatest in- 
fluences in perpetuating this group. If 
we have any problems (and we do) 
isn’t it so much simpler to sit down and 
discuss them among ourselves reaching 
a solution in advance? May this always 
continue.” 





and licensing bill developed by the Na- 
tional Association of Insurance Brokers 
Barclay Shaw, secretary of that associa 
tion, outlined features of this bill. 

From the surety bond side of the 
picture, the NACSA executive commit- 
teemen considered the i epee of 
conference with company and taff 
members of the Surety Association of 
America, and discussed ways and means 
of coordinating activities of producers 
in this field. 

Mr. Harrington in his report went 
into detail on what has developed in 
uniform classification and allocation of 
accounts since the annual meeting oi 
the Insurance Commissioners last sum- 
mer. His report also included a discus 
sion of rating laws. 
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Stellwagen and Earls Elected 


Head Their Respective Associations in Joint Session This 
Week at White Sulphur Springs; Attendance Topped 
450, Largest to Date; Resolutions Passed 


Fabian Bachrach 


H. P. STELLWAGEN 


White Sulphur Springs, Oct. 5—The 
National Association of Casualty & 
Surety Executives today announced the 
election of officers for the coming year, 
following a business meeting held here 
at the Greenbrier Hotel. New officers 
were elected as follows: President— 
Herbert P.. Stellwagen, executive vice 
president of the Indemnity Insurance 
Co. of North America; vice president 
William E. McKell, first vice president, 
American Surety Co. J]. Dewey Dorsett, 
general manager of the Association of 
Casualty & Surety Companies, continues 
as secretary-treasurer 

The company executives 
liam T. Harper, president, Maryland 
Casualty Co., and Robert Z. Alexander, 
president, American Automobile, to the 
executive committee. Other members ot 
the executive committee are Beverly H 
Mercer, president, Fidelity & Deposit 
Co.; Ellis H. Carson, president, National 
Surety Corp., and Charles G. Hallowell, 
vice president, Aetna Casualty & Surety 
Co. 

The election of officers was held in 
connection with the annual joint con- 
vention of the National Association of 
Casualty & Surety Executives and the 


elected Wil- 





THOMAS A. WHITE SUCCUMBS 


Ass’t Deputy Manager and V.P. of 
Employers’ Group; Known for Legis- 
lative, Public Relations Activities 
Thomas A. White, assistant deputy 
manager and vice president of the Em 
ployers’ Group Insurance Companies of 
Boston, died September 30 at his home 
in Winthrop, Mass., at the age of 48. 
Mr. White was in his 24th year with 
the Employers’ Group, whom he served 
as director of public relations, having 

served earlier as assistant counsel. 

His legislative and public relations ac- 
tivities on behalf of the casualty and 
fire insurance industries are widely 
known. He is perhaps best remembered 
for his industry leadership in directing 
the successful fight against the Massa- 
chusetts automobile flat rate referen- 
dum in 1950. 

Mr. White was a member of the 
Massachusetts and Federal Bars, and 
served his country during World War 
II as a lieutenant commander in the 
United States Navy. He is survived 
by his wife and daughter. 


Casualty & 


National Association of 
Surety Agents. 


Earls Reelected NACSA President 


The National Association of Casualty 
& Surety Agents reelected the following 
officers for the coming year: President— 
Thomas W. Earls of Earls, Blain Co., 
Cincinnati; vice president—Paul Sisk of 
Paul Sisk & Associates, Tulsa; vice 
president—J. Edward Cochran of J. Ed- 
ward Cochran & Co., Hagerstown; ex- 
ecutive vice president—C. F. J. Harring- 
ton, Boston; secretary—Robert E. Stitt 
of Joyce & Co., Chicago; treasurer— 
Alice M. Foy of Joyce & Co., Chicago. 

The joint convention this year, with 
over 450 delegates and guests attending, 
was the largest in the history of the 
organization. Never before was the value 
of the meetings more clearly demon- 
strated in bringing about a close union 
of all groups of the capital stock insur- 
ance industry. 

Among several resolutions adopted by 
the National Association of Casualty & 
Surety Executives was the following, 
urging continued participation in the 
objectives and meetings of the associa- 
tion: 

WHEREAS the need and value of a 
united front of all groups and segments 
of the capital stock insurance industrv 
becomes more urgent and apparent each 
vear, assuring greater strength and 
broader understanding with which to 
meet and overcome the problems that 
confront all of us in common from time 
to time: and 

WHEREAS there is no better or 
more positive way of assuring the con- 
tinuance of such a close union than for 
representatives of the great American 
Agency System and of the capital stock 
insurance companies to meet together 
at frequent intervals for a purely in- 
formal exchange of opinions and ideas 
which look toward the constant progress 
and betterment of our industry; and 

WHEREAS it becomes more evident 
each year that the joint annual conven- 
tions of the National Association of 
Casualty & Surety Agents and the Na 
tional Association of Casualty & Suretv 
Executives nrovide a valuable and ideal 
means of bringing the representatives of 
the agents and companies together for 
such oo exchange of opinions and 
ideas: be 

RESOL Vv ED that the National Asso- 
ciation of Casualty & Surety Executives, 
in convention assembled on this 5th dav 
of October 1954, warmly commends and 
thanks all of those agents and company 
executives who have given generously 
of their time, experience and energy in 
attending these joint annual conventions, 
thereby making a most substantial con- 
tribution to the common welfare not 
onlv of our entire industry but also the 
public from which it receives its charter 
of existence: and be it further 

RESOLVED that we earnestlv urge. 
as a matter of sound industry policy. all 
member companies to continue their 
participation in the objectives and meet- 
ings of the National Association of Cas- 
ualtv & Surety Executives, and that we 
cordially invite all eligible capital stock 
companies that are not at present mem- 
bers of this association to become mem- 
bers and participate actively in the 
achievement of its primary goal —the 
betterment of our industry through un- 
derstanding and united strength. 

For the second successive year, a fea- 
ture of the joint convention was a con- 
cert by the Virginia Military Institute 
glee club. The performance of this group 
was received this year with even greater 
acclaim than last year. 


Travelers Announces Four Promotions 


Four promotions were announced by 
J. Doyle DeWitt, president of the 
Travelers, following a meeting of the 


WYNANT J. WILLIAMS, JR. 
board of directors, September 27. 
Wynant J. Williams, Jr., and Elliott 
B. Brown have been appointed assistant 
secretaries of the compensation and lia- 
bility department of the Travelers In- 
surance Co.; Walter A. Person and 
George M. Douglass, assistant secre- 


ELIOTT B. BROWN 
taries of the fidelity and surety division 
of the Travelers Indemnity Co. 

W. J. Williams, Jr. 


Mr. Williams has been associated with 
the Travelers since 1936, when he joined 
the home office as a member of the au- 
tomobile underwriting department. He 
was transferred to the Atlanta office in 
1941 prior to entering the United States 
Army for three years. After returning 
to the home office in 1946, Mr. Williams 
was appointed an underwriter in 1948 
and was promoted to supervising under- 
writer in 1954. He was graduated from 
Hamilton College and received his MBA 
from Rensselaer Polytechnic Institute. 

E. B. Brown 
Mr. Brown, a 


veteran of almost 35 


years with the company, entered the 
home office in 1920 as a member of the 
underwriting division of the compensa- 


WALTER A. PERSON 


tion and liability department. He was 
named a policy analyst in 1945 and has 
held that position until his recent pro- 
motion. Mr. Brown is a member of 
both the forms committee of the Na- 
tional Bureau of Casualty Underwriters 
and the National Council on Compensa- 


GEORGE M. DOUGLASS 
tion Insurance. Shortly after serving as 
an officer in World War I, he: received 
his degree from Yale University. 


W.A. Person 


Mr. Person joined the Travelers as a 
supervising underwriter in 1940, after 
having served for 21 years in the same 
capacity at the Aetna Life. He was pro- 
moted to chief underwriter in 1944. 


G. M. Douglass 


Mr. Douglass came to the Travelers 
in 1942 from the Chase National Bank 
of New York City as supervising under- 
writer in charge of contract bond writ- 
ing. He was promoted to chief under- 
writer in 1945. A graduate of the Uni- 
versity of Florida, he is a former radio 
officer in the Merchant Marine. 





GRANT CANADIAN CERTIFICATE 

The Department of Insurance, Canada, 
has issued a certificate to the Continental 
Casualty Co. to carry on the business 
in fire insurance, accident, aircraft, auto- 
mobile, and many other kinds of insur- 
ance. 


WILSON DISTRICT MANAGER | 
The Phoenix of Hartford Group ot 
insurance companies has appointed Hugh 
M. Wilson to district manager of the 
casualty and bonding division, Chicago 
district office. As manager, Mr. Wilson 
will supervise casualty and_ bonding op- 
erations of the Phoenix Group in the 
midwest. 
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Casualty Insurance Future 


(Continued from Page 47) 


now, October, 1954.” He then said: “As 
I see it, the one thing that disturbs 
many of us today is the dollar volume 
written by the direct writers, the new 
style department store method of selling 
insurance which has been so successful 
in the automobile line. There is a reason 


for this volume and the story has been 
told so many times that I shall not 
take the time to repeat what has already 
been said. Restricted markets, large 
volume of other profitable casualty busi- 
ness and compulsion of the new security 
type financial responsibility laws did 
more for the direct writer than their 
own efforts. 

“[ think it is too bad that they have 
been allowed to make such inroads into 
our business. For the most part they 
sell minimum limits, are selective to a 
high degree and are ruthless in cancell- 
ing on the slightest suspicion. Generally 
no attempt is made to fit the insurance 
to the needs of th customer and many 
a car owner feels secure because he 
has insurance without any thought of 
the adequacy of his limits under present 
economic conditions. 


Cos. Guilty of Selective Underwriting 


“In fairness, let it be said that the 
capital stock companies have been guilty 
of selective underwriting to some ex- 
tent. Witness the growth of the assigned 
risk plans. Many people are forced into 
these plans, not because of poor driving 
records, or law violations or moral con- 
ditions, but because of accident of birth 
—they were born too early or too late 
—puts them in a class considered sub- 
standard by the companies. 

“We find some company executives 
so concerned with the volume written by 
the direct writers that they feel they 
must ape their competitors and use the 
same methods to secure business. They 
seem to lack confidence in their own 
abilities and have apparently lost faith 
in the system that has been responsible 
for their growth. They have forgotten 
that the substantial volumes of business 
now on their books was put there by 
independent agents working under the 
American Agency System, who have 
taken the raw materials furnished by 
the companies and converted them into 
strong, sound, capital stock company 
premiums. These executives give lip 
service to the American Agency System 
but follow practices which are directly 
contrary to the system on which their 
business has been founded.” 

The speaker then declared that it has 
been about 15 years since competition 
has been a real factor in our business. 
“There has been so much business to 
be written and our growth has been 
so rapid that we have not been too 
much concerned with the business we 
could not write,” he said. “Year after 
year we have made substantial increases 
in our premium volume and our energies 
have been devoted to taking care of 
that business. 


Hopes Seller’s Market Will Never Return 


“Let us here make up our minds that 
the seller’s market is gone—I hope it 
never returns. It has made us _ soft. 
We have forgotten how to sell. We 
have been disdainful of competition until 
all of a sudden when there are other 
Products to compete for the dollar that 
should be spent for insurance we realize 
that our competition has taken a sub- 
stantial volume of business that should 
have been on our books. 

“But this does not call for weeping 
and wailing. | have been in this busi- 
ness for 37 years and all during this 
period we have had competition from 
direct writers, in good times and bad, 
and we always will. But we have al- 
ways been able to outsell them. 

“We have sold quality protection and 
have given unexcelled service and that 
it has paid off is evidenced by the fact 
that the independent producer writes 
about 80% of all casualty insurance writ- 
ten today.” 


Pilling on Survival 


(Continued from Page 55) 


ment for every loss no matter how 
small. The true function of insurance is 
aborted by these practices. The small 
budgetable losses are far more economic- 
ally borne by the individual. 

“There is an urgent need,” he said, 
“to educate the insurance purchaser to 
want protection only against those losses 
which will really hurt him. Extension of 
the use of the deductible forms and the 
application of limited franchise arrange- 


ments offer a most practical way to 
furnish a lot more coverage for the 
same premium dollar.” 

The speaker continued that the in- 
dustry is under constant scrutiny and 
unceasing attack from so-called. pro- 
gressive forces. “These,” said Mr. Pill- 
ing, “would nationalize some lines of 
business and would have the state 
monopolize others. Illustratively, some 
branches of organized labor press un- 
ceasingly for state monopoly of work- 
men’s compensation—arguing that great- 
er benefits will accrue to the worker, 
with no increase in cost to the employer. 





Ergo this is good in labor’s eyes. They 
forget that the entire American economy 
exists because. one group consumes the 
product of the labor of the other.” 

In conclusion, Mr. Pilling emphasized: 
“Thus, as the final opportunity for serv- 
ice at every level of insurance—company 
—employe—producer, I believe—and this 
I believe with every fiber—the keystone 
of the arch is the preservation of our 
own absolute integrity; not just our per- 
sonal integrity; but, our integrity as a 
form of American business; our integrity 
as an essential function in the lives and 
the well-being of America.” 
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State-by-State Summary of Trends 


In Workmen’s Compensation 


Workmen’s compensation legislative de- 
velopments in the states of Nevada, Calt- 
fornia, Florida, Kentucky, New Mexico 
and Ohio are presented in the following 
various state capitals: 
companies 


roundup from 
Whether private 
should be 


insurance 
write workmen’s 
Nevada in 
State In- 
enjoys 


allowed to 
insurance in 

Nevada 
now 


compensation 
competition with the 
istrial Commission, 


a monopoly, is 


which 
number of 
a 16-member 
management 


one of a 
issues slated for study by 


committee of labor and 
representatives 

Plans for formation of the study com- 
uuttee were made at a recent meeting 
in Carson City called by Chairman John 
Cory of the State Industrial Commis- 
sion.g Management and labor groups are 
expected soon to announce their repre- 
sentatives to serve on this committee 
which is expected to meet October 18 
to start its studies. The committee’s 
recommendations will be submitted to 
the 1955 Nevada sare w 

Other subjects listed by Mr. 
study include: 

Relationship of the Nevada Industrial 
Commission to the executive branch of 
the state government. Is it a regular 
State department or a semi-autonomous 
organization? Mr. Cory explained this 
question is important bec: ause it deter- 
mines whether NIC records are open to 
the public and whether the agency is 
subject to budget controls, the state per- 
sonnel act and other regulations. 

Creation of an appeals and review 
body to consider controversies arising 
from NIC action on claims and rates. 

A review of benefit schedules to deter- 
mine if minimum amounts only should 
he specified -_ privé ate companies should 
be allowed-to write supplementary poli- 
cies. 

Extension of coverage to include self- 
employed persons in accident and occu- 
programs. 


Cx ry for 


pational disease 


California Rate Reduction 


State Insurance Commissioner John 
Rk. Maloney of California approved an 
over-all average reduction of 3.5% for 
pic aan waged 422 classifications in the 
California workmen’s compensation in- 
surance manual, effective October 1. 
Also approved by the Commissioner 
were a few changes in rules and classi- 
fications as submitted by the California 
Inspection Rating Bureau prior to public 
hearings held in July. 

Florida: A resolution adopted by the 
Florida State Industrial Union Council. 
CIO, at its annual meeting in Miami 
advocated increasing state workmen’s 
compensation benefits 

The resolution called for increasing 
the present $33-a-week maximum bene- 
fit payment to 60% of the employe’s base 
pay. Extension of workmen’s compensa- 
tion benefits to those totally or partially 
disabled for life also was urged. 

Kentucky: Industrial accidents _ re- 
ported to the Kentucky Workmen’s 
Compensation Board continued to show 
a downward trend during the past year, 
as did awards and agreements in work- 
men’s compensation claims. 

“Our campaign to promote 
safety is definitely paying off,” 
mented Paul Combs, acting state 
missioner of industrial relations. “We 
have sought to encourage better safety 
practices in industry.” Mr. Combs also 
reported that Kentucky industrial acci- 
dents dropped from 13,534 to 11,864 dur- 
ing the last fiscal year. 

The board approved 4,976 agreements 
for workmen’s compensation claims dur- 
ing the vear for total benefits of $2,679,- 
320. The previous year’s total was 
$3,051,798 in 5,769 cases. 

The board also handed down 251 opin- 
ions during the year in contested claims, 
in which awards were made in 183 cases 


industrial 
com- 
com- 


and denied in 68 controversies, for bene- 
fits totaling $470,466. In the preceding 
year there were 285 opinions, with 206 
awards made for a total of $637,250. 


New Mexico’s Administration Expensive 

A report prepared by Inez B. Gill for 
the New Mexico Legislative Council, an 
interim study agency, declared that ad- 
ministration of the state’s workmen’s 
compensation program is “expensive to 
the claimant, the employer, the insurer, 
and the taxpayer.” 

Noting that New Mexico is one of six 
states which have so-called “court ad- 
ministration” of workmen’s compensa- 
tion, the report said no published mate- 
rial could ‘be found in which recognized 
authorities recommended that the courts 
administer such laws. 

“All authorities, on the contrary,” the 
report said, “are unanimous in_ their 
recommendations for a commission 
form.” The present New Mexico sys- 
tem, the report noted, involves over- 
lapping authority and responsibility of 
the district courts and the state labor 
commissioner’s office. 

Pointing out that workmen’s 
sation rates are high in New 
the report said this is apparently be- 
cause the state’s accident severity and 
frequency rates are high. This, in turn, 
is partly due to the fact that New Mexi- 
co’s industry is largely extractive (min- 
ing, petroleum, etc.). Experience has 
shown that these industries produce high 
accident rates, according to the report, 
which added, however, that “accident 
prevention measures in this state are 
inadequate.’ 

Ohio: Resolutions 
Ohio State Federation of Labor at its 
recent annual convention in Cleveland 
called for far-reaching changes in both 
the legislative and administrative phases 
of the state workmen’s compensation 
law. 

Delays impeding benefit 
were scored by the resolutions, one of 
which urged that compensation pay- 
ments be started immediately after the 
filing of applications to the commission 
by either the injured worker, the doctor 
or his employer. 

Another of the resolutions urged the 
State Industrial Commission to change 
its administrative procedure so that 
neither the doctor nor employer could 
hold up benefit payments by failure to 
fine. 

Removal of the present week’s wait- 
ing period required before filing was 
advocated by another resolution. 

The labor group also urged that mini- 
mum workmen’s compensation be in- 
creased to $45 a week and that the maxi- 
mum be boosted td two-thirds of work- 
er’s wage without limit. 

Another less specific resolution ap- 
proved by the group urged merely that 
maximum benefits of workmen’s com- 
pensation, both in injury and death 
cases, be increased at a rate “commen- 
surate with present-day conditions.” 

The AFL group served notice that it 
would oppose attempts which may be 
made at the 1955 state legislative session 
to strike the partial awards amendments 
from the state workmen’s compensation 
act. 

The federation further urged that 
policemen and firemen be made eligible 
for participation in the workmen’s com- 
pensation program, and that the silicosis 
law be changed to insure speedy recog- 
nition of silicosis claims and prompt 
payment of benefits in such cases. 

Under another resolution, the State 
Industrial Commission would be required 
to replace glasses damaged in the course 
of a worker’s employment. The commis- 
sion now replaced dentures so damaged 
but has not authority to act in the case 
of glasses. Still another resolution urged 
that the commission increase its staff of 
field inspectors so as to assure ade- 
quate inspection of all construction work. 


compen- 
Mexico, 


adopted by the 


payments 


QUICK ARREST FOR THIEF 


National Surety Prompt Payment of 
Bank Robbery Claim Leads to 
Capture of Alleged Robber 
The promptness with which National 
Surety Corp. paid a bank robbery claim 
in Louisiana recently received recogni- 
tion in a televised news broadcast which 
in turn, together with front page news- 
paper publicity, contributed to the quick 


arrest of the thief and an accomplice. 

At 11:45 on the morning of August 31, 
bandit walked into the North 
the Bossier Bank & Trust 
Shreveport, La., and 
at gun point forced the cashier and 
teller, who were alone at the time, to 
stuff a paper bag full of bills from their 
cash drawers. Although they managed to 
hold out many bills of large denomina- 
tions, the bandit got away with $28,548. 

Immediately upon receiving notice of 
the robbery, National Surety flew a 
claims representative to the scene from 
New Orleans and on the afternoon of 
the same day that the holdup occurred, 
payment of the loss had been made in 
full. The speed with which the whole 
drama took place caused Station KSLA- 
TV to decide to re-enact the incident— 
robbery, claim investigation and claim 
payment—through its facilities for the 
benefit of the general public. 

The television re-enactment also rep- 
resents something of a speed record, be- 
cause the people in and around Shreve- 
port were watching the re-enactment of 
the drama on the evening of the same 
day that it all occurred. It showed how 
the holdup occurred, how the matter was 
investigated without loss of time and 
concluded with a re-enactment of L. H. 
Snow, National Surety’s local agent, de- 
livering the draft for $28,548 to V. T. 
Wittington, president of the bank. 
Simultaneously the events became front 
page news in the newspapers of Shreve- 
port and nearby cities. 

But the chain reaction did not 
with the televised news broadcast, Due 
in great measure to the publicity the 
whole affair received through the press, 
radio and television, the alleged thief 
and accomplice were arrested several 
days later, although they had left no 
trail. 
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NEW INDEMNITY COMPANY 
Central Standard Indemnity Organization 
Completed; $500,000 Capital, $500,000 
Surplus Provided; Licensed to Write 
A. & H. 

Alfred MacArthur, chairman of the 
board of the Central Standard Life,. has 
announced that the organization of the 
Central Standard Indemnity Co. as a 
casualty company under the laws of Illi- 
nois is now completed. 

The capital stock of the 
company consists of 50,000 shares of 
common stock having a par value of 
$10 per share, which has been fully paid 
in at $20 per share, thereby, providing 
a capital of $500,000 and a surplus of 
$500,000. The indemnity company has 
the same stockholders as the Central 
Standard Life. There was no organiza- 
tion expense. 

The indemnity 


indemnity 


company is presently 
licensed to write accident and_ health 
insurance in Illinois, and will make ap- 
plication from time to time for admis- 
sion to the 24 states, District of Co- 
lumbia, and Hawaii, in which Central 
Standard Life is now operating. 

The home office of the company is 
located in Chicago, Ill. The following 
are the officers and directors of the in- 
demnity company: president — Alfred 
MacArthur; vice president and general 
counsel—H. A. Pierce; vice president— 
Thomas J. O’Neil; secretary — Edward 
S. MacArthur; treasurer—Clarence W. 
McIntosh; assistant secretary —P. A 
Aes ind; directors—Alfred MacArthur, 

H. Henning, Clarence W. McIntosh, 
Wiliam V. A. Hansen, H. A. Pierce, 

Edward S. MacArthur, Thomas J. O’Neil, 
W. Murdoch Stewart, and John B. 
Gallagher. 


Texas Auto Service Office 


Shows Small Premium Gain 

Written premiums of the 378 member 
companies of the Texas Automobile In- 
surance Service Office for the 1953-54 
fiscal year aggregated $213,866,142, an 
increase of only 3.1% over the preced- 
ing year, according to the report of 
J. Don Squibb, manager, made at the 
27th annual meeting in the Baker Hotel, 
Dallas, recently. Corresponding gains 
were 46.6% in the 1952-53 report and 
21.5% in the 1951-52 tables. 

Collision premiums ranked first with 
a volume of $82 million, a gain of 59 
bodily injury was second with $64 ail. 
lion, a decrease of 2.1%; property dam- 
age followed with $36 ‘million, an in- 
crease of 4.6%; comprehensive, with 
$21 million, showed an increase of 
11.3%; fire and theft fell below $8 mil- 
lion, a drop of 1.1%, and all other lines 
were $1.7 million, up 7%. Loss figures 
were not released, but the general ex- 
perience was reported to be satisfactory. 

A. P. Boyd of Cravens, Dargan & 
Co., Houston, was elected chairman of 
the governing committee to succeed 
Robert S. Stephens, Employers Casualty. 
New members of the governing commit- 
tee for three-year terms are Motors 
Insurance Corp., Fidelity & Casualty 
and Grain Dealers Mutual. 


STANDARD ACCIDENT CHANGES 


Fleckenstein and Steel in Charge of Ad- 
ministration Dept.; Vargo Promoted; 
Dryer Given Claims Duties 

Standard Accident of Detroit and its 
affiliate, Planet, have announced certain 
changes and promotions in several home 
office service departments: 

The administration department of the 
companies has been replaced by a newly 
created methods and planning depart- 
ment with W. Glen Steel as manager. 
C. F. Fleckenstein, executive secretary, 
is in charge of the new department. 

A new department embracing the 
functions of the companies’ present pur- 
chasing department and including the 
supervision of the home office building 
operations and maintenance, garage, 
parking lot, mail room and communica- 
tions has been organized and will be 
known as the supply, maintenance and 
communications department. _ S. 
Vargo has been made manager of the 
new department. 

James A. Dryer, manager, recording 
department, who has under his supervi- 
sion premium preparation, machine 
records, key punch, and tabulating di- 
visions, has, in addition to present 
duties, been put in charge of the claim 
preparation and files division, formerly 
known as claims clerical. 


Kansas Ins. Dept. Approves 


Mutual Bureau Revision 
The Kansas Insurance Department 
has appproved a filing of the Mutual 
Insurance Rating Bureau introducing the 
new program for automobile extended 
medical payments insurance in_ that 
state effective August 4. With the addi- 
tion of Kansas, this program has been 
approved for the Mutual Bureau in 40 
states and the D. of C. In several other 
states, the program is under considera- 
tion by state supervisory authorities. 
Under the new form of coverage, an 
automobile liability insurance policyhold- 
er may protect himself and members of 
his household against medical expenses 
which result from automobile accidents 
occurring while he or his family are 
pedestrians or bicyclists, or are drivers 
or occupants of any automobile not 
owned by an insured under the poilcy. 
The new program for automobile ex- 
tended medical payments insurance sup- 
plements the medical payments insurance 
already available on an optional basis 
under ‘automobile liability insurance poli- 
cies. The extended coverage will be pro- 
vided by endorsement of policies which 
include basic medical payments insurance. 
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Bureau of A. & H. Underwriters 
Adopts New Code of Practices 


The Bureau of Accident & Health 
Underwriters representing 93 of the na- 
tion’s leading insurance companies writ- 
ing approximately one-half of all the 
accident and health insurance in the 
United States has adopted a code of 
practices for the conduct of the business 
of its membership. 

The unanimous action of the members 
of the 63-year-old non-profit insurance 
association is aimed to provide the pub- 
lic with sound protection and guidance 
in the purchase of its accident and 
health insurance and to set the pattern 
of self-regulation for the whole accident 
and health industry. 

While coincidence may make it seem 
a hasty house- cleaning in view of the 
severe press criticism of the past year, 
the new code is the culmination of the 
long growing concern of responsible 
leaders of the accident and health in- 
dustry over the problems inherent in 
the mushroom growth of their business 
in recent years. As far back as 1945 
the Bureau itself anticipated the need 
for expanded public relations activities 
with the appointment of a public rela- 
tions committee. 

Special Committee on Public Relations 

In May, 1953, the entire subject of 
public relations was further considered 
by the association, when a special com- 
mittee was named to formulate a defi- 
nite public relations program. The com- 
mittee completed its work by the fol- 
lowing November and recommended an 
“Outline for a Public Relations Pro- 
gram for Accident & Health Insurance.” 
At the same time additional staff per- 
sonnel was engaged to activate the pro- 
gram. An important stipulation of the 
“outline” was the inclusion in the pro- 
gram of a code of practices and a re- 
striction in the functioning of the pro- 
gram on the advice of public relations 
counsel to confine it to companies of 
repute. 

Acting on the recommendations of the 
special committee’s report, the proposed 
code was sent to the law committee of 
the bureau with instructions to clear 
it of any infringement of the anti-trust 
laws and to ensure its enforcement 
effect. On February 5, 1954, it was dis- 
tributed to member companies for pre- 
liminary review and comment. Four 
months later it was approved by the as- 
sociation’s governing committee for sub- 
mission to membership for ratification 
Ratification without dissent was given 
by the members at the closing session of 
the annual meeting of the bureau last 
September 15. 

The new code at the same time was 
given strong enforcement teeth with an 
amendment to the association’s constitu- 
tion making its observance mandatory 
for membership. While strictly ruling 
on the standards of behavior of mem- 
bers, the code as the constitutional 
amendment points out “shall not in any 
way bind a member in the use of pre- 
mium rates, policy forms, coverages, or 
classification of risks, or, except as 
above provided, limit a member’s free- 
dom of action in the conduct of its busi- 
ness.” 


good 


Ethical Standard for Conduct 

In general the new code sets up an 
ethical standard for the conduct of com- 
panies writing accident and health in- 
surance. Emphasizing the needs of the 
insured as the guiding principle, it posits 
the philosophy of “working for the best 
interests of the public and of providing 


sound protection against the financial 
hazards resulting from accident and 
sickness through loss of income and cost 
of treatment. It recognizes that accident 
and health insurance fills a necessary 
and important economic need calling for 
the appraisal of policies, coverages, 
claim and underwriting practices, and 
selection and training of agents to 
satisfy the public’s need of a product 
of intrinsic and real value. 

Going far beyond the critical targets 
of false and misleading advertising and 
salen promotion, the code flatly forbids 
practices that “tend to degrade the 
business of accident and health insur- 
ance and that create false impressions 
as to policy coverage or service.” It 
strongly condemns policies not  ex- 
pressed in as clear and simple language 
as possible or containing unreasonable 
limitations and exclusions of coverage. 
Comprehensively the new code in seven 
articles and four sub-sections rules on 
every phase of the accident and health 
business from the preparation and mar- 
keting of policies to the prompt settle- 
ment of just claims and the renewal of 
the insured’s coverage. 


Comment Invited Before Adoption 


3efore adoption comment on the code 
was invited from various leaders of 
public opinion including several state 
Insurance Commissioners, counsel for 
the Federal Trade Commission, the Na- 
tional Association of Better Business, a 
state medical society, a state hospital 
association, and a number of prominent 
educators. 

In announcing the adoption of the 
code J. F. Follmann, Jr., general mana- 
ger of the bureau, pointed out that the 
code was drafted in broad general terms 
rather than in specific terms. This, he 
explained, was done purposely “to give 
to the code broad scope backed up by 
the seriousness of the intent underlying 
its adoption.” Specifics, he added, were 
deliberately avoided, since in instances 
of drafting statutes, the enumeration of 
detailed prohibitions carried with it the 
implication that what was not specifi- 
cally prohibited was permitted. Mr. 
Folimann further stated that the new 
code was a determined step forward in 
the interest of the public and of all 

(Continued on Page 64) 


Liberalize Hosp. Expense 
Plans; Give Major Medical 


Liberalization of its agents’ and em- 
ployes’ hospital expense plans and the 
introduction of a new major medical re- 
imbursement expense plan have been an- 
nounced by Lincoln National Life. The 
changes became effective October 1. 

The maximum reimbursement benefit 
for daily hospital room and board ex- 
pense has been increased 50%, and the 
maximum for — hospital charges 
has been raised 100% 

The new major enedical benefits will 
result in the company paying 75% of 
medical expenses up to a maximum of 
$5,000 after first deducting the amounts 
provided by the basic hospital and 
surgical plans and an additional amount 
of $200 paid by the insured individual. 

Despite the enlargement of the hospital 
benefits, there will be no increase in con- 
tributions for this basic coverage. How- 
ever, participants will pay part of the 
cost of the new major medical plan with 
the company bearing the major part of 
the expense. 


Murphy Asks A. & H. 
Study, Older Age Group 


IN A. & H. CLUB OF N. Y. SPEECH 


N. Y. Deputy Supt. Cites Department’s 
Efforts in Individual Field; Considers 
Benefits, Major Medical, Reserves 


In a well received address at the 
season’s first regular dinner meeting of 
the A. & H. Club of New York recently, 
Joseph F. Murphy, Deputy Superin- 
tendent, New York Insurance Depart- 


JOSEPH F. MURPHY 
told his audience that “we must 
in regard to the 


ment, 
face up to tthe facts” 
problem of the nation’s older citizens.’ 

He said he did not know of any 
comprehensive study proving that per- 
sons from 65 to 70 cannot be insured 
on some sound and reasonable basis. 
Furthermore he pointed out that he has 
heard some A. & H. people say that “it 
cannot be adequately proved that ex- 
perience in 
tially worse than in the 50-55 group.” 

Mr. Murphy urged considerable study 
be given to this problem and adequate 
data produced so that “we have the 
facts as we seek the solution.” 

Little Patience With High Pressure 

Speaking of the abuses attributed to 
certain salesmen in the A. field, 
Mr. Murphy said that while a saleman’s 
zeal is both natural and understandable, 
producers must realize that the old,rule 
of “caveat emptor” should have “g 
place in the merchandising of A. & H 
insurance. “Our Department will have 
little patience with high-pressure and 
misleading salesmanship or advertis- 
ing,” he warned. 

Later, the speaker took up the prob- 
lem of reasonable benefits and declared 
that there have been a number of meet- 
ings with the industry on the subject. 
It was his opinion that progress has 
been achieved. “Suffice so say,” con- 
tinued Mr. Murphy, “it is the general 
position of our Department that at least 
one-half of the individual accident and 
health dollar should represent actual 
loss benefits. We believe that the loss 
ratio approach which we have taken in 
New York to this problem is a reason- 
able one under the existing law. We 
believe that an effective administration 
of our policy will meet any challenge 
to state regulation in this direction.” 

Major Medical Expense Problems 

Further along in his talk, the speaker 
considered the progress of individual 
A. & H. insurers in the major medical 
field. He pointed out that in the De- 
partment’s policy bureau in Albany a 
policy form which proposes major medi- 
cal expense insurance on a guaranteed 
renewable ‘basis for life with a deduc- 
tible but no coinsurance is now pending. 
He mentioned the fact that individual 
A. & H. insurers are following the lead 

(Continued on Page 


the 65-70 class is substan- ° 


Mut. of Omaha Reveals 
30% Business Increase 


FOR 1954 MID-YEAR PERIOD 


United Benefit Life Reports 25% Rise; 
Five Regional General Agents’ Meet- 
ings Held; Officers Elected 


Mutual of Omaha and United Benefit 
general agents’ associations have just 
completed five regional meetings in vari- 
ous sections of the country. Public rela- 
tions, advertising new educational tech- 
niques, recruiting of new _ representa- 
tives, and underwriting were among the 
topics discussed. 

Regional meetings 
Miami, Fla.; Las Vegas, Nev.; Went- 
worth- ‘by-the- Sea, N. H.; Detroit Lakes, 
Minn.; and Three Lakes, Wis. 

V. J. Skutt, president of Mutual of 
Omaha, told the general agents’ associa- 
tions that Mutual of Omaha’s new busi- 
ness for the first six months this year 
was up approximately 30% over a simi- 
lar period in 1953. He said: 


Records Broken Each Month 


“We have shattered records’ each 
month this year, and we are looking for- 
ward to 1954 being the greatest year in 
Mutual of Omaha’s history.” 

N. Murray Longworth, _ recently- 
elected president of United Benefit 
Life, told the general agents that United 
Benefit during the three months of 
June, July and August had increased 
their business 25% over the same pe- 
riod in 1953. 

Roy Morgan, Atlanta, Ga., president 
of the National General Agents’ Asso- 
ciation for the two companies, attended 
each of the regional meetings. He con- 
gratulated the regional associations for 
their splendid cooperation with the na- 
tional association. 


were held at 


Association Presidents 
pa I 


J. Morgan, Columbia, S. C., was 
elected president of the southern asso- 
ciation. The other presidents elected 
were D. C. Coverley, White Plains, 
N. Y., eastern association; T. F. 
Dougherty, Sioux Falls, S. D.; mid-west 
association; D. L. Acrea, ae. Nev. 
western association; and C. L. Gurney, 
Cincinnati, Ohio, Great Lakes associa- 
tion. 

Other officers elected were: midwest 
association, C. P. McGrane, Fort Dodge, 
lowa, secretary-treasurer; southern as- 
sociation, R. B. Condon, Louisville; Ky., 

(Continued on Page 64) 


Arizona Assn. Elects 

Newly elected officers of the Arizona 
State Association of A. & H. Under- 
writers, which was formed recently at 
Phoenix, are as follows: President—W. 
Lloyd Peterson, Mutual of New York; 
vice president—Everett Van Gold, gen- 
eral agent, Occidental Life; secretary- 
treasurer—John L. Gray, underwriter for 
Business Men’s Assurance. 

In attendance at the organizational 
meeting were Leonard McKinnon, presi- 
dent, McKinnon & Mooney, Flint, Mich., 
president of the International Associa- 
tion, and William G. Coursey, managing 
director of the association. 


Cunningham Joins Bureau 

J. F. Follmann, Jr., peter manager 
of the Bureau of A. & H . Underwriters, 
recently announced the appointment of 
Scott Cunningham to the staff of the 
Bureau. Mr. Cunningham will be en- 
gaged in public relations work with the 
Bureau. 

A native of Illinois, Mr. Cunningham 
has had long experience in the field of 
public relations and related activities. 
He has served as a member of the staff 
of the Motor & Equipment Association 
of Chicago and has been connected with 
several major advertising agencies, in- 
cluding Benton & Bowles. 

He has also been publicity director for 
McCall Corp. and has had considerable 
experience as a radio and television pro- 
ducer. 
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Tookey Reveals Study of Expense 
Problems in the A. & H. Business 


Clarence H. Tookey, actuarial vice 
president of Occidental Life of Caliior- 
nia, at the recent meeting in Colorado 
Springs of the Bureau of A. & H 
Underwriters told of his findings on 
“i-xpense Problems of the Accident & 
Health Business.” Mr. Tookey discussed 
the subject from the standpoint of “what 
ye should know about our expenses and 
why we should have this knowledge if 
we are to conduct our® business most 
efficiently.” 

However, he had been able to obtain 
very little information from company 
annual statements except the ratio of a 
few gener ral divisions of expenses to 
premiums and said that such informa- 
tion “is very difficult to use because of 
the diverse methods of operation of 
various companies.” 

In his opinion, the first step in con- 
sidering the breakdown of expenses 
from the standpoint of management is 
to determine what decisions are going 
to be influenced by having a fairly com- 
plete functional expense analysis. He 
listed the following as being only a few 
of the questions which require such a 
functional breakdown if they are to be 
answered intelligently: 


1. What claim ratio can we experience on 
policies considered for non-renewal? 

2. What claim ratio can we experience at 
the older ages before discont:nuance is neces- 

3. What is the financial effect of variation 
in the rates of persistency? To determine this 
we must know what variation there is between 
first year and renewal expenses. 

4. What average sized policy should we get 
in order to make a line profitable? 


5. If a company has a pool of policies con- 
verted from group hospital and surgical cover- 
age, what are the true losses which should be 
charged back to the groups from which these 
conversions arose? 

6. What particular types of coverage will 
increase or decrease the usual level of expense 
and what factors account for the variations? 

7. What loading do we need for policies with 
premiums paid other than annually? 


8. What kind of records should be set up? 


Make Sure Total A. & H. Expense 


Is Correct 


Pointing out that it is first necessary 
to make sure that the total expense 
charged to the A. & H. department is 
correct, Mr. Tookey explained that this 
will vary from company to company, 
depending on the degree of autonomy 
of the department. “Assuming that we 
have satisfied ourselves as to the total 
expense, what categories do we wish to 
use in breaking down the totals into 
subdivisions and, after we have expense 
by subdivisions, to what base shall we 
relate the particular subdivision?” he 
asked 

“If wour company is like mine you 
may have some fringes which you may 
wish to clip off the edges because they 
do not fit in with the major part of the 
business. An example might be separat- 
ing the franchise business from the 
commercial business or separating out a 
foreign office which is relatively auton- 
omous. It may be that you have one 
general agency that does all home office 
functions. Of course, we may wish to 
consider a separate expense analysis of 
some of these clipped off fringes if they 
are large enough to make such an analy- 
sis important. When these fringes have 
been trimmed off we should list our sub- 
divisions.” He gave the following: 

True percentage costs — commis- 
sions and taxes. 

2. Unit costs—underwriting, policy is- 
sue cost, policy maintenance, and under 
that subdivision he listed: billing cost, 
Premium collection and commission ac- 
counting costs, policy changes, under- 
Writing, renewals and reinsurance. 





CLARENCE H. TOOKEY 


3. Claim costs. 

4. Indirect costs such as advertising, 
executive overhead including actuarial, 
agency administration, preparation and 
printing sales aids and agency conven- 
tions and awards. 


Divide Between First Year and Renewal 


“The next step,” said the speaker, “is 
to divide this subdivision of expenses as 
best we can between first year and 
renewal. For example, we have some 
renewal underwriting and, while it is 
secondary to the initial underwriting, 
the expense is sufficiently substantial 
that it should be recognized. In Occi- 
dental, renewal underwriting costs are 
about 11% of total underwriting costs. 

“The final step is the decision as to 
what base we will relate these expenses. 
Should they be shown per policy, per 
item, or as a percentage of premiums? 
This decision requires considerable judg- 
ment and no rule can be laid down for 
all companies. For example, underwrit- 
ing an accident policy is less costly than 
underwriting an accident and_ health 
policy and some differential should be 
recognized. In a large company this dif- 
ferential might be based on a time study. 
In a smaller company some armchair 
method may be preferable. On the other 
hand, the cost of issuing a policy will 
be about the same regardless of the 
amount of premiums or type of benefits.” 


Practical Application of General 
Principles 


Mr. Tookey then proceeded to give a 
practical application of the general prin- 
ciples which underlie the breakdown of 
expenses, using his company’s experi- 
ence and giving approximate figures. He 
said: 

“To begin with, we have both general 
agencies and branch offices. In order to 
bring these to a common denominator 
we add to our total commissions the 
branch office expense. For example, our 
average commission rate, including gen- 
eral agents’ overwritings, was 29.9% for 
the year 1951 and our branch office ex- 
penses were 1.8%. Adding these to- 
gether, we obtained 31.7% as our aver- 
age commission rate. 

“Other expenses for that year aver- 
aged 23.4% of which 3.4% were taxes, 
leaving approximately 20% for all other 
expenses. It is this 20% average which 
must be broken down functionally. 
These are the results: 


Home office agency costs, including ad- 
vertising literature, agency conven- 
CHIR Oe oe a Be re a aa 8 a $150,000 
Executive pies: including actuarial 42,000 
Underwriting new business............ 92,000 


PR SI ails sie Sid's ch o'san hcnieman 67,000 


Collections—new issues ............005 35,000 


Total first year cost excluding claims. 386,000 





Claims *Oxpeahe e355 6 i eee Ses 20,000 

Total first year expense............ $406, 000 
Underwriting renewals ............... $ 11,000 
Policy changes, reinstatements, etc..... 32,000 
Premium. collections .....0..0006sce0% 99,000 
Claims—renewal expense .............- 82,000 


Total renewal expenses............. $224,000 


He continued: “Now assuming that 
first year premiums were $850,000 and 
that renewal premiums were $2,350,000, 
we can answer a few of the questions 
which may come up. For Occidental, it 
is necessary to make an adjustment for 
collection expense. Because we found 
that each premium collection cost us 
approximately 50 cents, we add_ this 
amount to the pro rata of the annual 
premium so that in analyzing our ex 
pense as a percentage of premiums we 
need only provide for one collection per 
policy; $134,000 in 1951 covered 287,000 
collections on 67,600 policies. Therefore, 
approximately $100,000 of extra pre- 
mium collection expense was covered by 
additional loading. This is about three- 
fourths of total cost of collecting pre- 
miums. Therefore, we can deduct $25,000 
from first year collection cost and 
$75,000 from renewal collection costs in 
arriving at expenses as a percentage of 
premiums. 

“Our renewal expenses will then be 
($224,000 less $75,000) on premiums of 
($2,350,000 less $75,000) or $149,000 on 
$2,275,000 6.55%. If we add taxes of 
3.4%, we get a total cost on renewals of 
9.95% plus commissions. 


What the Figures Reveal 


“What does this tell us from the 
standpoint of management ? 

“Tt tells us that on conversions from 
term insurance, where no commissions 
are paid, we can experience a 90% loss 
ratio and still make a profit equal to 
interest on reserves. 

“It also tells us that on policies pay- 
ing 35% renewal commission to general 
agents we can experience a renewal loss 
ratio of 55% before we are actually 
losing money. Or if we pay the general 
agent 1714%4% on renewals we can ex- 
perience a loss ratio of 62'%4% and still 
have a small profit from interest on 
reserves. This information can be very 
valuable in making a decision as to 
whether we can carry along business 
which may be considered for non-re- 
newal.” 

The speaker took a look next at the 
functional breakdown of new _ business 
expenses and made the following ob- 
servations: 


Functional Breakdown of New 
Business Expenses 


“We had expenses of $406,000 on pre- 
miums of $850,000 prior to adjusting for 
loading on premiums payable other than 
annually. This adjustment would be ap 
proximately $26,000; $406,000 less $26,000 
is $380,000, and $850,000 less $26,000 is 
$824,000; $380,000 is approximately 44.7% 
on $824,000. If commissions are 35% and 
taxes 3.4%, we have total expenses of 
83.1%, leaving only 16.9% available for 
claims. If commissions are 55%, as is 
not uncommon for unlevel commission 
contracts, there is a deficit before claims. 

“Let us assume that a_ persistency 
study has been made in which we 
treated the substandard block as termi- 
nations because we have looked at them 
merely as paying their way and hence 
are not looking to them as _ providing 
any repayment of first year deficit. The 
result of the persistency study is to in- 
dicate a five-year average lifetime for 
the policies we are dealing with. If we 
also assume a first year claim rate of 
40%, we will have approximately 23% 
in the case of level commissions and 
43% in the case of unlevel commissions 
as a first year deficit which must be 
spread over the balance of the lifetime, 
viz: four years. 


“Therefore, we will need in the case 
of level commissions an extra 6% a year 
and in the case of unlevel commissions 
an extra 11% a year margin in order to 
offset the first year deficit. If we fur- 
ther assume that we need a 5% under- 
writing profit every year, our renewal 
margins will be 74% and 12%% plus 
5% or 12%% and 174% respectively. 

“If we carry these figures back to 
renewal expenses, we will have the fol- 
lowing renewal result: 


Unlevel 
commission 
Level 55% first 
commission year, 17 '"A% 
35% second 
First year deficit 
repayment ...csssecae 7.25 12.25 
Underwriting profit .... 5.00 5.00 
Taxes and maintenance. 9.95 9.95 
COOMMIIUNE 0 0.x 606s Save 35.00 17.50 
57.20 44.70 
Margin for claims..... 42.80 55.30 
100 % 100 % 


Not an Argument for 
Unlevel Commission 


“The above margin for claims being 
higher for unlevel commission contracts 
is not an argument for the latter as it 
might be that the average lifetime un- 
der the unlevel commission contract 
might be less than under the level com- 
mission contract in which case the first 
year deficit repayment would be greater 
than indicated above. Note that while 
we should have a loss ratio of 42.8% 
on 35% commission contracts in order 
to get a profit margin of 5% and amor- 
tize first year expense, it would not 
profit us to eliminate renewal business 
with a loss ratio of under 55%. This is 
because our first year expense is s alre: ady 
gone and failure to get our profit mar- 
gin is not a direct loss. Similarly, we 
could go to a 72%% loss ratio on re- 
newals on the unlevel commission busi- 
ness before we have a direct loss on 
renewals alone. 

“The foregoing application of ex- 
penses has been over-simplified in that 
we have used average percentages. In 
actual practice we would use percent- 
ages based on the particular policies 
being tested. These percentages orig- 
inate, of course, from unit costs of 
specific functions.” 

Another Problem 


Further along in his study Mr. Tookey 
brought out: “Many of us have shown 
losses in Schedule H on our hospital 
business and gains on our loss of time 
and principal sum coverages. To what 
extent may this be due to our making 

(Continued on Page G4) 


Indianapolis Assn. Off to 


Good Start in Fall Season 

The Indianapolis A. & H. Association 
zot off to a good start in its fall season 
by holding a_ reception and dinner 
recently featuring a “stump the ex- 
perts” forum. The panel consisted of 
Robert Monroe, group supervisor, Great- 
West Life; Charles Ray, A. & H. mana- 
ger, Indianapolis Life, and Harry Guion, 
Business Men’s Assurance. 

G. E. Steigerwald, Prudential Ordi- 
nary manager, who is president of the 
association, announced new committee 
chairmen for the organization as fol- 
lows: 

Program, W. M. Highfield, CLU, staff 
editor, R. & R.; cooperation with other 
associations, J. T. O’Neal, CLU, mana- 
ger, Great-West Life; educational, H. 
C. Graebner, CLU, dean, College of 
Business, Butler University; legislative, 
Horace Storer, general agent, Bankers 
Life. 

Also, Leading Producers’ Round 
Table, J. E. Whittington, general agent, 
Monarch Life; field practices, J 
Guion, Business Men’s Assurance; mem- 
bership, R. W. Osler, vice president, the 
Rough Notes Co.; attendance, Mrs. Mil- 
dred Saunders, North American Acci- 
dent. 
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Dates and Speakers Are Set 
For Texas A. & H. Caravan 


Speakers and dates for the annual 
Texas A. & H. Association caravan sales 
congress have been announced by J. G. 
Claiborne, manager of A. & H. sales, 
Employers Casualty, Dallas, who is con- 
gress chairman. 

Opening session will be in Houston, 
December 6. From Houston, the cara- 
van will travel to San Antonio on De- 
cember 7, finishing in Dallas on Decem- 
ber 8. 

On the program will be Chester Elson, 
general agent, Mutual of Omaha, Water- 
loo, Iowa, president of the Iowa A. & H. 
Association; John Galloway, general 
agent, Provident Life & Accident, Bir- 
mingham, recipient of the “Man of the 
Year” award at the recent annual meet- 
ing of the International A. & H. Asso- 
ciation; R. L. McMillon, Business Men’s 
Assurance, Abilene, Texas, and R. W. 
Osler, vice president, Rough Notes Co., 
Indianapolis. 


Rejects Sale of Accident 
Ins. to Teachers, Pupils 


The Toledo Board of Education, in a 
divided vote, rejected a proposal which 
would have permitted the sale of acci- 
dent insurance to pupils and teachers 
in the local public schools. 

Raymond Baldwin, board member, 
said a board committee had advised 
against the proposal after investigation 
of all relevant factors. He asserted that, 
even though the board could emphasize 
it was not in the insurance business but 
merely was giving parents and teachers 
a chance to buy the group accident in- 
surance, the board still would be criti- 
cized if accident adjustments were un- 
satisfactory. 


J. F. Murphy Address 


(Continued from Page 62) 

of the group carriers in providing a 

valuable and needed insurance coverage. 

However, Mr. Murphy added, “this does 

not mean that there are not a number 

of problems to be met.’ 
Question of Reserves 

“For example,” he declared, 
before us now the question of 
or not individual accident and 
insurers, writing the kind of 
I have just referred to, ene carry 
reserves similar to those now main- 
tained by non-can. & H. insurers. 

“At this point, it would seem to me, 
that some _ reasonable requirement 
should be made so as to minimize the 
need for changing premium rates as 
experience matures. This and other 
problems surrounding the appraisal of 
guaranteed and quasi-guaranteed renew- 
able policy forms will have our continu- 
ing study. At this juncture, however, 
it is encouraging to note that ap- 
proaches have been made and are being 
made to prov vide catast a medical 
cover in the individual & H. field.” 

Mr. Murphy left the x. & H. Club 
members with this observation: “The 
industry and the Department have one 
main objective in common: to serve the 
public. So long as this objective is 
adhered to by both, all will be well.” 

A tribute was paid to Harry Miller, 
superintendent of the & H. depart- 
ment, Great American Indemnity Co., 
at the meeting in recognition of his 
retirement after 25 years of service with 
his company. Mr. Miller, who was one 
of the organizers of the club, is a Past 
president and has been historian of the 
organization for the past 25 years. 

On hand were many of Mr. Miller’s 
old friends including Andrew J. Moun- 
trey, an old time A. & H. underwriter 
who retired some years ago, and Hugo 
Henn, A. & H. manager, New York 
office, Indemnity Insurance Co, of 
North America, who acted as _ toast- 
master. 


“we have 
whether 
health 
policies 


KAMENS 


HEAR HAROLD 


Newark Tax Attorney Talks at New 
Jersey A.&H. Luncheon on Beneficial 
Changes Under 1954 Revenue Act 

The New Jersey Accident & Health 
Association recently ushered in its fall 
season by a luncheon at which Harold 
Kamens, one of Newark’s best known 
tax attorneys, talked on “A. & H. and 
Life Insurance Changes Under the 1954 
Revenue Act.” Richard L. Plasschaert 
of S. S. Ballin Agency, Newark, vice 
president of the association, presided 
and introduced Mr. Kamens in the ab- 
sence of Joseph S. Harmelin of Max 
Harmelin Agency, president. 

The association is now making plans 
for a sales congress to be followed by 
an underwriting forum. Interest is also 
being stimulated in a DISC course to be 
sponsored by the association jointly with 
Rutgers University, Newark Extension 
Division. It is in charge of George E. 
Lehman, National Accident & Health 
manager in Newark, who is a zone 
chairman and director of the Interna- 
tional Association of A.&H. Under- 
writers. 

Mr. Kamens remarked that there were 
not too many changes for A. & H. in- 
surance in the new tax law. He noted 
that the law now states that non-occupa- 
tional disability plans, such as work- 
men’s compensation and payments re- 
ceived on account of an accident, are 
clearly tax exempt to employes. “This 
clarifies previous confusion,” the speak- 
er said. 

In addition, the law specifically treats 
the non-taxable status received by the 
employe in stating that moneys paid by 
an employer as wages or in lieu of 
wages to compensate for injuries are 
tax exempt up to $100 a week, but the 
exemption does not take effect until 
after seven days. The exception to this 
is when the employe has been _hos- 
pitalized and then his tax exempt status 
begins immediately. 

Mr. Kamens further said that if the 
employer makes direct payment to his 
employes for medical expenses as reim- 
bursement, such payment is also tax 
exempt. This also applies to dependents 
of employes. Similarly, payments made 
for permanent injuries sustained by an 
employe are tax exempt. 

Mr. Kamens went into detail on “vast- 
ly improved possibilities for life insur- 
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One good way to meet any competition 
is to sell Educators’ Employee Income and 
Medical Expense protection (often re- 
ferred to as “FRANCHISE”’). You'll receive 
enthusiastic approval from any small 
business employing 5 or more people 
when you tell them about our broad, 
flexible, low cost coverages. Covers either 
on or off the job. Your Home Office team 
at Educators will support you all the way. 
Try it and watch your percentages rise. 
You'll be among the leaders every time - 
all the time! Sign up with us today. 


Educators 


Mutual Insurance Company 
Lancaster, Pa. 


Operating in Pa., Ohio, Del., Md., Va., 
W.Va.,N.C., S.C., Ga., Fla., Wash, D.C. 











Tookey on Expense Problems 


(Continued from Page 63) 


a simple prorate of expenses rather than 
a distribution based on functional costs ? 
Possibly higher persistency of policies 
with a higher percentage administration 
cost offset the lower cost of other poli- 
cies, but how can we know this unless 
we do break our expenses down and 
make the necessary calculations ? 

“Will not the present tendency of 
insurance supervisory authorities to set 
arbitrary loss ratios as a basis for pre- 
miums require us to know enough about 
our expenses to prove that certain cov- 
erages may be so intrinsically expensive 
to administer that we cannot fit them 
into an average expense formula de- 
veloped by some statistician from the 
over-all experience of a number of com- 
panies ? 

Indirect Expense 


“Another point on expense which 
needs some comment is the indirect 
expense. Agency administration, actu- 
arial services, advertising, licenses and 
fees, etc., do not vary directly with 
volume. They are likely to be higher 
percentagewise on a small than on a 
large volume. 

“It will be noted that I have assessed 
these indirect expenses as a first year 
percentage of premium cost. This is an 
arbitrary method and does not mean 
that these are intended to be paid out 
of new business premiums as have 
shown by amortizing them over the re- 
newal years. However, in order to 
measure them against renewal pre- 
miums, the device I have used appears 
about as useful as any which occurred 
to us while we were making our study.” 





the new Revenue 
Act. He explained how to get away 
from “incidence of ownership,” and then 
discussed the 5% reversionary rule which 
he felt to be a step in the right direc- 
tion. While he is in accord with the idea 
of “saving on taxes” he cautioned 
against “stripping yourself of what you 
own for the sake of saving taxes.” In- 
stead Mr. Kamens said he has recom- 
mended in many cases, “take out new 
insurance which will now be _ tax-free 
and hang on to your old policies for 
vour later years.” 


ance sales” under 


Saver prays: Sehr. os ee eer ae re ae 


How about 1955? Will you be 
equipped to serve your public to the 
best advantage? Perhaps in our own 
plans for 1955 you may find just what 
you want to broaden your service, 
to increase your income. 

Write in confidence, 


DEPARTMENT AC 


FEDERAL 


LIFE AND CASUALTY COMPANY 
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A. & H. Bureau Code 


(Continued from Page 62) 


reputable companies in the accident and 
health business. 

The code of practices was unanimously 
adopted by the bureau at its annual 
meeting, September 15. 

Code of Practices 

Preamble—This code of practices is declara 
tory of the firm intention of the members of 
this association to work for the best interests 
of the public, in providing sound protection 
against the possible loss of income and undue 
financial burdens resulting from accident and 
illness. 

Each member company of this association un 
dertakes as a condition of membership: 

1. To recognize that accident and health in 
surance for the individual fills an increasingly 
important economic need. 

2. To recognize that it has a fourfold re- 
sponsibility: (a) to its policyholders and their 
beneficiaries, (b) to its agents and brokers, (c) 
to the general public, and (d) to the business 
of insurance. 

3. To seek to develop among insurers, their 
officers and employes, stockholders and_pro- 
among policyholders and_ their 
among doctors, and_ hospital 
istrators, union leaders and members, teachers 
and researchers, and the public generally an 
understanding of accident and health insurance, 
its purposes, its utility and its techniques, to the 
end that private accident and health insurance 
will become better understood and hence more 
effective in furnishing protection to the public. 

4. To strive to make policy contracts, cover- 
ages, claims practices, underwriting practices, 
the selection and the training of agents, sales 
and advertising satisfy the public’s 
inherent and _ potential 
informed and 


bene- 
admin- 


ducers; 
ficiaries; 


methods, 
need of a product of 
real value, of fair, reasonable, 
courteous service, and of truthfulness and _ sin- 
cerity in the approach taken. 

5. To express policies in as 
unambiguous and simple terms as possible. 

6. To establish the insurability of individuals 
application for insurance the 
the general concept that the 
discontinue or not 


clear, direct, 


at the time of 
better to serve 
right of the company to 
renew coverage shall not be abused. 

7. To pay all just claims fairly, courteously, 
promptly, and without unwarranted dispute. 

8. Specifically: (a) to avoid sales methods, 
advertising, and other methods or _ practices 
which tend to degrade the business of accident 
and health insurance and lower its dignity, or 
false impressions as to policy 
coverage or services, and which do not pri- 
consider the needs of the prospective 
and the need to preserve and develop 
public confidence in the integrity of 


which create 
marily 
insured 
further 
such insurance. 

(b) to refrain from the placing 
emphasis on increased production of new  busi- 
ness without due regard for permanency of the 
and for a possible re- 
claim services 


of undue 


new business acquired 
sultant damaging over-load on 
to policyholders. 

(c) to refrain from selection and training as 
agents, of not known to possess the 
high degree of integrity, responsibility and 
ethics, necessary to properly fulfill the functions 
and obligations of an agent. 

(d) to refrain from the creation of false 
impressions, the distortion of fact, concealment, 
or the statement of half truths in the construc- 
tion of policies or in the promotion, advertising, 
or sale of the insurance. This precludes the 
arrangement of policy provisions so as to imply 
that benefits are larger or broader than is ac 
essentially 


persons 


also the use of 
and of policies or coverages 
limitations, ex- 


tually the 
valueless benefits, 
with unreasonable 
ceptions, reductions, 


Mutual of Omaha Report 


(Continued from Page 62) 


case, 


restrictions, 
and exclusions. 


vice president; and J. P. Giles, Asheville, 
N. C., secretary; F. T. Briggs, Pocetello, 
Idaho, first vice president ; K. W. Moore, 
Jr., Roswell, N. Mex., second vice presi- 
dent; Vincent Anderson, Butte, Mont., 
treasurer; and J. G. Ciciarelli, Honolulu, 
Hawaii, western association; H. R. 
Lamme, Dayton, Ohio, secretary-treas- 
urer, Great Lakes association; and J. C. 
O’Connor, Boston, Mass.; Wm. V. Hag- 
gerty, Syracuse, N. Y.; and R. F. Shee- 
han, Newark, N. J., members of the 
board of directors, eastern association. 





and 


usly 
nual 


lara 
s of 
rests 
ction 
ndue 
and 


October 8, 1954 








Page 65 








Health Bill Not a Sign 
Of GOP Ill Will—Neal 


HEADS WASHINGTON, D.C. OFFICE 





Addresses Recent A. & H. Convention; 
Sees Recommital of Measure; Explains 
Importance of Washington Office 





Declaring that even though the A. & H. 


industry was already faced with a num- 
ber of issues by the end of the new 
administration’s first year in office, 
Robert R. Neal, resident counsel, A. & H. 
Bureau and H. & A. Conference, Wash- 
ington, D. C., told member-company rep- 
resentatives at the recently held annual 
meeting of the Bureau of A. & H. Un- 
derwriters that “this does not imply this 
administration is any the Jess favorable 
toward private enterprise.” 


A Complete Surprise 


He said that: “The recommittal of 
the reinsurance bill which in effect killed 
it for the session was a complete sur- 
prise to almost everyone. It came as the 
result of a most peculiar and unintended 
coalition of liberals and conservatives. 
The liberals voted to recommit the 
measure because it was not liberal 
enough and the conservatives voted to 
recommit because it was too liberal. 

“While there has been no announce- 
ment as yet from the Department of 
Health, Education and Welfare as to 
what form a new bill to be introduced 
in the next Congress will take, you may 
rest assured that we have not seen the 
last of this measure. It is still a part 
of the administration’s announced pro- 
gram, and its recommittal in the last 
session had a very disturbing effect on 
the President.” 

Mr. Neal told those present that the 
opening of a Washington office is a 
natural step in the recognition of acci- 
dent and health insurance as an integral 
and vital force in the nation’s social, 
political, and economic life. Because of 
the responsibility placed upon A. & H. 
insurance by its more than 50 million 
policyholders, he said, it is important 
that the Federal agencies have at hand 
factual information about the business. 

“To effectively accomplish this pur- 
pose,” the speaker continued, “we must 
use an objective rather than a stubborn 
approach to our problem. We must have 
a philosophy and a sound basic course 
of action. 


Two Approaches to Problem 


“As I see it there are two approaches 
to the problem. The administration of 
government is largely a matter of 
pressures. The Social Security law, and 
the SEUA case, for example, opened 
doors which have permitted certain 
pressures to be exerted in our direction 
and against our business. 

“Having had little experience with the 
Federal government in the past and 
having dealt in the main only with the 
states, the natural tendency would be to 
flatly resist all Federal government 
functions which come further into the 
field of social welfare. This would be 
one approach. 

“However, this method cannot win too 
many friends and will ultimately cease 
to influence too many people. Our 
prestige, an important factor in Wash- 
ington, would be reduced to nothing. In 
the end it would render us totally in- 
effective. 

“The second,” he said, “and to me the 
sound way, is the recognizing that leg- 
islation has its origin in political 
pressures and the best result will be ob- 
tained for the business, if through con- 
sultation and cooperation with the gov- 
ernment, these pressures are guided and 
turned into proper channels. In some in- 
stances, the imparting of information 
readily available to us will cause some 
of the pressures to disappear entirely. 

“i we can be relied upon,” he con- 
cluded, “and if we are there to consult, 
to pass on to the government the think- 
ing of the industry on this problem, 
and in turn, to learn and understand 
and mold our course of action based 
on their thinking, we will serve a 
valuable purpose.” 


Kirk Completes 25 Years 


L. K. Kirk, executive vice president of 
Standard Accident, Detroit, and affiliate, 
Planet, recently completed 25 years of 
service with the companies. 

At a special ceremony at the home of- 
fice marking the occasion, Mr. Kirk was 
presented with a 25-year service pin and 
a bouquet of 25 red roses, symboliz- 
ing his years of service with the com- 
panies. Later he was honor guest at a 
special luncheon tendered by fellow ex- 
ecutives. Throughout the day, Mr. Kirk 
received the congratulations of asso- 
ciates and employes. 


Grahame Elected President 


(Continued from Page 54) 


in the field of Social Security, particu- 
larly the 1954 amendments to the Act 
He reported the defeat of 11 bills in five 
states calling for various plans of com- 
pulsory sickness insurance and _ stated 
that “no state has adopted a compulsory 
sickness plan since the New York enact- 
ment in 1949.” He then presented a 
sketch of the problems of interest ahead 
which must be watched in 1955. 
Considerable discussion of importance 


BROCK LUNCHEON SPEAKER 

Larry Brock, resident manager of 
the Fidelity & ‘Casualty Co., in Toledo, 
Ohio, addressed a recent luncheon 
meeting of the Toledo \ssociation of 
Insurance Agents. His subject was “How 
to Recognize Coverages of a Compre- 
hensive General Liability Policy.” 





at the meeting was given to a broaden- 
ing of the activities of the Society to 
meet the new and complexed problems 
arising in the field of social insurance 
and their probable effects on the future 
economy of the country. 





Nello L. Teer Co, of Durham, 


N. C., client of U.S.F.&G., and a 


contractor on the Pennsylvania, West Virginia and Maineturnpikes. 











Breaking through the web 


The highway traffic load, which has grown tremen- 
dously in the last twenty years, has far outdistanced 
new road construction. With 56 million motor vehicles 
now jamming U.S. highways, the nation faces a crit- 


ical traffic problem. 


To help solve this problem, 5.850 new turnpike 
miles are projected or under construction, and an es- 
timated 50 billion dollars will be put into road build- 
ing and improvement during the next ten years. 





of traffic congestion 


Through surety bonds which guarantee performance 
of construction contracts, U.S.F.&G. is helping make 
many miles of these new highways possible. In addi- 
tion, contractors throughout the United States and 


Canada rely on U.S.F.&G. for essential insurance coy- 


erage on road building operations and equipment. 


Whether you build roads or use them, own a home 
or business, no matter what you do or where you are, 
there are caverages to meet your needs. 


Over ten thousand agents . . . there’s one in your community. 
Consult him as you Would your doctor or lawyer. 


U.S.F.& G. 


CASUALTY-FIRE 
INSURANCE 


FIDELITY -SURETY 
BONDS 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Grant Makes Hit 


(Continued from Page 14) 
geous to and your sales- 
men. 


Too Much Emphasis on Growing Assets 


“Both in the preparation of sales pro- 
motion material and in advertising copy 
I believe we have laid entirely too much 
emphasis upon growing assets, premium 
income, and surplus, and not enough 
upon the amounts we are paying bene- 
ficiaries and their dependents. We be- 
lieve we recognized this error several 
years ago and since that time we have 
been stressing the number of policyown- 
ers who have received benefits and the 
amount of such benefits rather than 
what we have collected from them and 
accumulated in the way of assets and 
surplus. 

“Each company represented here has, 
over the years, had many cases where 
insurance proceeds became payable with- 
in a very short time from date of policy 
and for substantial amounts. The BMA 
has just had such an experience. One of 
our recent policyowners was killed in 
an automobile accident after having 
made only one monthly payment on a 
$25,000 contract. The story of the miracle 
of life insurance is the kind of informa- 
tion I think we should give our policy- 
owners and prospects instead of em- 
phasizing assets, premium income, etc.” 

The speaker likes the idea of 
indulging in a sense of human in writ- 
ing sales material. “The human appeal 
is a good one,” he said, “and I feel sure 
that your prospects will be impressed 
by this type of approach.” 

Public Relations 


Mr. Grant’s sizeup of “public 
tions” was that the things it 
are so vital to an individual’s or 
pany’s potential success that “we must 
give it every possible consideration. We 
might well say that good public relations 
begins with the providing of the type 
of service most needed and desired by 
the insuring public. We can’t hope to 
have them.feel kindly to us and want 
to do business with us again and again 
unless the service originally provided 
gives them a sense of satisfaction.” He 
continued : 

“Having done that we must remember 
that most of our contacts with policy- 
owners will be by mail. We will see only 
a comparatively limited number of them 
either in our home or branch offices. So 
it becomes the imperative duty of some- 
one to see that the letters going out 
from our office are the best we are 
capable of preparing. We are not all 
equally adept in the writing of a friendly 
yet concise and easily understood letter. 
Even the best of us cannot depend on 
being as good today as we were yester- 
day or may be tomorrow. So if we rely 
entirely upon the ability of all those 
upon whom we must depend to answer 
inquiries or complaints some of the re- 
plies will be good and some will be 
very poor indeed. 

‘After all, the communications from 
policyowners fall into comparatively few 
types. Of 100 received in a single day 
there may not be over 10 or 15 subjects 
covered. How important then, and how 
simple, to prepare carefully thought-out 
and edited letters to be used in our 
replies. Just as a newspaper article must 
be edited so should letters to policy- 
owners be carefully and thoughtfully 
prepared. This cannot always be done 
when the injury does not fall into one 
of the major types, but those situations 
can be partially met by having approved 
paragraphs as well as complete approved 
letters. That means that on any given 
subject the answer will be the very best 
you as a public relations officer, with 
the assistance of others whose criticism 
you have invited, have been able to 
prepare. 

‘After we have prepared ourselves to 
provide the type and scope of service 
we believe best suited to public needs, 
our next step is to make sure that those 
who contact present and potential cus- 
tomers are of such standing and repu- 
tation as to make the good impression 


your company 


also 


rela- 
implies 
com- 


we desire. It is an axiom that the sales- 
man is the company is the eyes of those 
in his community. It is imperative that 
he be well qualified to explain all phases 
of company service. It is imperative that 
he give the right answers even though 
he may fear that in doing so he will 
hazard a sale. He will not and cannot 
be thoroughly informed unless he is so 
interested in and dependent upon _ his 
relations with his company as to require 
the devotion of his full business time 
and attention to it.” 


BMA Salesmen Must Give Full Time 
to Campany 


Mr. Grant then divulged that over 
30 years ago the BMA decided that no 
one would be invited to become a mem- 
ber of its sales force without pledging 
to give his full time and energy to 
obtaining business for BMA alone. The 
only exception to this rule, he said, is 
that a new man will be allowed three 
to four months to dispose of other busi- 
ness or to terminate other connections 
before becoming a full time BMA sales- 
man. 

“If your company does not now fol- 
low this theory but believes it to be 
a sound one it must not be expected 
that the change can be made overnight. 
Bad public relations could result from 
an immediate termination of part time 
representatives who, over the years, had 
contributed fair share of business on 
a part time basis. The practical way 
to arrive at your final objective would 
be to discontinue all new part time con- 
tracts and gradually eliminate those 
producing only an insignificant volume.” 


Importance of Telephone Personality 


The speaker then stressed the impor- 
tance of the proper telephone person- 
ality, and said: “How much care has 
been given in your office to the selection 
of operators, each with a pleasant voice, 
courteous and cordial manner, and an 
exceptional memory? How careful have 
you been to provide your operators with 
a schedule of answers to be made to the 
various routine inquiries that come to 
them each day? How sure are you that 
they are well enough informed concern- 
ing the responsibilities of various de- 
partments so that inquiries are prompt- 
ly referred to the individual or depart- 
ment best prepared to give a prompt 
and correct answer? 

“Memory is important not only in 
helping relay calls to the proper indi- 
vidual or department but also in remem- 
bering the voices of those who frequent- 
ly call. How many times have you or I 
been thrilled by calling a friend and im- 
mediately being recognized by name by 
the lady taking the call? You feel almost 
as important as you do when you step 
un to a register at a big botel and the 
clerk or bell hop calls you by name 
even though you may suspect he had 
to glance at the name plate on your 
baggage to obtain that information. 

“Of equal importance is the manner 
in which your secretary answers tele- 
phone calls received under various situa- 
tions. Suppose a call comes while you 
are out of the office. What does she 
say? Does she merely report your 
absence? Does she try to get the name 
of the caller, where it has not already 
been given, and the purpose of the call? 
If the call is for information on some 
caaleene matter does she try to learn 
whether she can handle it herself or 
does she only ask if the call is to be 
returned ? 

“What about personal callers at your 
office? Does each secretary exercise 
her own independent judgment in receiv- 
ing your visitors? Does she distinguish 
between those whom you would con- 
sider important personages and_ those 
whom you would be inclined to con- 
sider of less importance? Is she pro- 
vided with a training manual covering 
the everyday situations in dealing with 
office visitors so that she and other 
secretaries will be making the very best 
impression and giving proof they are 
following a well thought out training 
program to the end that visitors will 
carry with them as they leave your office 
a feeling that they would like to come 
again ? 
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Fireman’s Fund Gives Fast 


Reimbursement of Loss 
Nineteen hours after the Bank of New 
Mexico in Albuquerque was robbed of 
$111,168, Fireman’s Fund Insurance Co. 
presented a check covering the entire 
loss to G. T. Smothers, president of the 
bank. , % 

At 1:55 p.m., five minutes before clos- 
ing time, on September 14, a lone man 
robbed the bank. As soon as the actual 
amount of the loss was determined, 
Fireman’s Fund authorized payment 
under the bank’s bankers blanket-bond. 
The following morning, before the bank 
opened, John Menig of the company’s 
Albuquerque office, with agents Walter 
O. Berger and Edwin N. Ketchum of 
Berger Briggs and Co., reimbursed the 
bank for its loss. 


Green Now Ass’t Manager 

Joseph S. Green has been appointed 
assistant manz ager in charge of com- 
pensation claims of Maryland Casualty’s 
New York office. The announcement was 
made by Wade G. Bounds, manager of 
the New York claim division. 

Mr. Green has handled important claim 
assignments in compensation and came 
to the Maryland from the special funds 
conservation committee. 





“Like you, we have prominent visi- 
tors from other insurance companies or 
other industries from time to time. When 
the prominence of the visitor seems to 
justify it, again our public address sys- 
tem is utilized to introduce them to our 
office personnel and to invite them to 
make a brief response. I see in this audi- 
ence several friends who have called 
on us and have been introduced in 
such manner. LeRoy Lincoln, while still 
president of ‘the Met tropolitan Life, and 
Carrol Shanks, president of The Pru- 
dential, have both been introduced to 
and addressed our folks. I am sure that 
when those who heard them went home 
that evening they told their friends 
or family with real pride that the pres- 
idents of the world’s two largest insur- 
ance companies had visited us and ad- 
dressed them that day.” 


CUT OHIO AUTO RATES 


Physical Damage Coverage Revisions 
To Save Policyholders $2,000,000; 
Collision Charges Reduced 
Walter A. Robinson, Ohio Superin- 
tendent of Insurance, announced that 
the National Automobile Underwriters 
Association has filed new rates and rules 
for the writing of automobile material 
damage coverages (fire, theft, compre- 
hensive and collision) in Ohio and that 
this filing has been accepted and 
became effective September 13. It | 
estimated that this revision in rates and 
rules will result in annual savings in 
excess of $2,000,000 to policyholders. 
Private passenger automobile compre- 

hensive is unchanged. 

Private passenger $50 deductible col- 
lision premium for the state as a whole 
is reduced approximately 3%%. De- 
creases of from 3% to 4% were made in 
most rating territories, however, Ham- 
ilton, Springfield, Stubenville and Lima 
$50 deductible collision is unchanged. 
The $100 deductible average collision 
premium for private passenger auto- 
mobiles has been decreased approxi- 
mately 19% with the average reduction 
varying to as much as 21% in several 
territories. 

The private passenger collision classi- 
fication rating plan was modified to 
include a provision for reducing the 
collision premiums on farmers’ private 
passenger automobiles by 20%. 

Commercial automobile local, interme- 
diate, and long distance hauling fire, 
theft and comprehensive is unchanged. 
Commercial automobile collision pre- 
mium revenue for local hauling classifi- 
cation has been reduced approximately 
8%% with the intermediate and long 
distance hauling commercial collision 
going unchanged. 


COLLISION RATES REDUCED 
Rate cuts on collision insurance 
ranging from 83% to 30% are an- 
nounced by State Farm Mutual Auto- 
mobile, Bloomington, IIl., for its more 
than 55,000 policyholders in Oregon. 
The new low rates took effect August 
30. Total saving to present Oregon 
members will exceed $150,000 a year, the 
company stated, including a 51.2% state- 
wide drop in comprehensive rates for 
commercial vehicles. 





STATEMENT REQUIRED BY THE ACT OF 

xUST a 1912, AS AMENDED BY THE 

OF MARCH 3, 1933, AND JULY 2, 

(Title 39, United States Code, Section 

233) SHOWING THE OWNERSHIP, MAN- 

AGEMENT, AND CIRCULATION 

Of The paciotm, aaa snag? work published weekly 
at New York, for October 1, 1954. 

1, The nin Rf addresses of the publisher, 

ta managing editor, and business managers 


"Pebtiiher, Eastern Underwriter So., Inc., 93-99 
Nassau Street, New York 38 

Editor, Clarence Axman, pas West 12th 
Street, New York 14, N. Y. 

Managing Editor, .. Jeroen Philp, 25 Rocky 
Road, Larchmont, N. Y 

Business Manager, W. Wat- 
chung Avenue, Plainfield, 

" & e owner is: (ati eo by a corpora- 
tion, its name and address must be stated ane 
also immediately thereunder the names and ad 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
given.) 

Eastern Underwriter Co., Inc., 93-99 Nassau 
Street, New York 38, Re 

New 


Clarence Se sae 299 West 12th Street, 
L. Hadley, 1835 Watchung Avenue, Plain- 


Hadley, 1835 
Zz 


York 14, 
Ww. 
field, 


3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the two 
paragraphs show the affiant’s full knowledge and 
belief as to the circumstances and conditions un- 
der which stockholders and tgp bo holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ca- 
pacity other than that of a bona fide owner. 

The average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the ag, months preceding the 
date shown above was 3,765. (This information 
is required from daily, weekly, semiweekly, and 
triweekly newspapers only.) 

Eastern Underwriter Co., Inc., 
W. L. Hadley, Business Manager. 

Sworn to and a before me this 21st 

day of September, 1954 


(Seal) 
FRED T. VOLKWEIN 
Notary hy State of New York 
No. 03-9479900 
Qualified in Bronx County 
Certificates filed with Bronx and 
New York County Clerks, Bronx and 
New York Register’s Offices 
Commission Expires March 30, 1956 
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THE PLUS VALUES OF REPRESENTING THE NORTH AMERICA COMPANIES—No. 20 in a series 








Add leadership to your sales kit! 





When you represent one of the North America Com- 
panies, you get the extra advantage of recognized leader- 
ship in the insurance business. 


This leadership has been won through performance 
in the public interest—by the development of simpler, 
broader, more economical insurance coverages. 


For example, the North America Companies have 
pioneered in the development of the Homeowners 
Policy and won first acceptance of this new insurance 
idea in Pennsylvania in 1950. Today, this “package” 
policy is available in 29 states and the Province of 
Ontario. More will follow. 


Not only does the combining of essential coverages 
in a convenient, lower-cost package benefit the public, 








but it also simplifies your work, opens up greater market 
potential, enables you to do a more complete job for 
your clients. 


You’ll do better with the leader, for the public re- 
wards leadership with an increased share of business. 
Get all the facts about this and the many other “Plus 
Values” of representing the North America Companies. 
See, write or call the manager of our nearest office today. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


® 
PROTECT WHAT YOU HAVE© Philadelphia 1, Pa. 
Pioneers in Protection—serving with 20,000 Agents in the Public Interest 
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JREsvRANCE, TOO, 


by performing an essential service 
to the insurance industry, makes its 
contribution to the public’ welfare. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 
GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 


Casualty - Fidelity - Surety Fire - Inland Marine 
Accident & Health Ocean Marine 


Home Office: 90 JOHN ST., NEW YORK 38, NEW YORK 
Midwestern Department: 1012 BALTIMORE BLDG., KANSAS CITY 5, MO. 



































